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Views on Territory Bill 


FOR 


NADA—The facilities and services provided by franchised dealers 
are necessary for the protection of the goodwill of the manufacturer 
and the good name of his product. It is logical for the dealer to look 
to the manufacturer to reassume the responsibilities that have always 
been his. The Harris bill merely paves the way for such a reassump- 
tion of responsibility. (H. Mead Norton, NADA Oklahoma director.) 


> * * 


AGAINST 
AMERICAN MOTORS — Practices permitted under the bill are 
fundamentally unsound and would involve considerable unproductive 
expenses that the customer must largely bear in terms of higher 
new-car prices. 


CHR ‘- R—The bonus payment would involve substantial addi- 
tional to the car-buying public to cover the costs of the bonuses, 
the administrative and policing expenses and the higher wholesale 


* * * 


finance costs. 


* 


* 


FORD—Any such plan would require an increase in the prices of 
our products to the public. The administration of the plan would be 


extremely difficult, if not impossible. 


* 


GENERAL MOTORS—It would result in increased list prices and 
additional costs to consumers. Even if the bill is enacted, GM will 
not avail itself of the territory-security provisions. 

* + 


STUDEBAKER-PACKARD—It would raise prices to consumers 
and work a particular hardship on smaller manufacturers. It would 
be particularly unworkable in the case of S-P because of dualled 


dealers. 


* 


FTC—The Federal Trade Commission has consistently opposed 
territorial agreements which restrain trade on the grounds that they 
inevitably prevent consumers from achieving those prices and service 
advantages which result from healthy, vigorous competition. 


* 


* 


NIADA—The territory-security bills are special-interest legislation. 
They would increase prices and weaken retail competition among 


dealers of the same make. 


Car Output Holding Firm; 
Compact Rate Hits Peak 


By Martin L. Whitmyer 
Staff Writer 


AR output edged up last week 

amid growing indications that 
assembly operations will be held at 
current levels until the changeover 
period gets into full. swing about 
mid-July. 

First maker to go down for 
changeovers will be Imperial, 
which is expected to halt produc- 
tion at the end of this week. 
Meantime, Oldsmobile started 

turning out its new compact, the 
F-85, it learned. Buick’s Spe- 
cial ig likély to be the next of the 
new compacts to get into produc- 
— probably early - July. 
* ~ 

AMtuoucH Decieiath will build 

out early, other Chrysler Corp. 


Top Cars 


New-car registrations for four 
months, plus one state for May: 
1960 1959 


Pos. 
470,731— 1 
Ford 458,682— 2 
Plym. 114,051— 5 
Rambler 104,699— 6 
Pontiac 124,575— 4 
Olds. 124,346— 3 
42,262—11 
90,158— 7 
49,803— 9 
50,975— 8 


Make 

556,040 Chev. 
477,456 
149,600 
134,491 
132,996 
116,434 
115,979 
87,793 
54,485 
51,706 


PPP reer? 


lines will likely close down between 
July 15 and 22. 

Buick and Studebaker probably 
will complete their 1960 model 
assembly operations the last 
week of July. 

Mercury probably will go down 
the first week of August, with the 
standard Ford, Chevrolet, Rambler, 
Cadillac and Pontiac about mid- 
August. Comet and Oldsmobile will 
close out 1960 model assemblies the 
latter part of August. 

Last to go down will be Lincoln 
and Thunderbird, probably some- 
time in early September. 

* * * 


Te compacts showed the big- 
gest gain last week as car out- 
put in the United States rose to an 
estimated 140,069 units. 

That’s a 1.7 percent boost from 
the previous week’s 137,754 as- 
semblies, and an 8.5 percent gain 
over the 129,150 cars built during 
the week ended June 27 a year 
ago. 

The compacts took a peak 31 
percent of total industry output on 
a record 43,490 assemblies last 
week, A week earlier, the group 
composed of Comet, Corvair, Fal- 
con, Lark, Rambler and Valiant 
captured 29.1 percent of total in- 
dustry production on 40,096 assem- 
blies. 

* . * 
Ss upsurge in compact car out- 
put last week resulted from 
heavy gains in assemblies at Fal- 
con, Comet and Valiant, 

Falooa, with all four of its 
plants working six days, boomed 
from 11,180 units a week earlier 
to a record 12,470 assemblies last 
week; Comet, also working Sa- 
turday at Lorain, O., climbed 
from 4,097 to 5,70 assemblies, 
and Valiant, working two nine- 

(See OUTPUT, Page 69, Col. 3) 
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Makers Bar Area Bonus 


In Blasts at NADA Bill 


By William Ullman 
Washington Bureau Chief 
ASHINGTON. — The nation’s 
five auto manufacturers last 
week lined up solidly against the 
bonus approach to territory secur- 
ity in hearings conducted by a 
House Interstate and Foreign Com- 
merce Subcommittee. 

Each factory spokesman men- 
tioned several objections, but the 
chief complaint was that the pro- 
gram would result in higher 
prices to the consumer. They said 
the bonus costs would have to be 
passed along to the dealer and to 
the retail buyer. 

Joining the manufacturers in op- 
position to the plan were the Fed- 
eral Trade Commission, the Na- 
tional Independent Automobile 
Dealers Assn. and some dealers. 

* Oo * 
T= lone voice raised. in support 
of the legislation was that of 
the National Automobile Dealers 
Assn. 

Under discussion was a bill in- 
troduced by Rep. Oren Harris, 
Arkansas Democrat, which would 
permit auto makers to pay a 
bonus to dealers on cars delivered 
by the dealer to persons 
in his area of responsibility. 

It is basically the same ag the 
Monroney bill, which has been ap- 
proved by the Senate Interstate 
and Foreign Commerce Committee. 
The Monroney sets the: maximum 
bonus at 5 percent of the manufac- 
turer’s suggested retail price for 
the car and factory-installed equip- 
ment. 

” + * 

Bets measures are “permissive” 

legislation —if passed by Con- 
gress, the factories would nat be 
obliged to adopt them. However, 
General Motors and Ford Motor 
told the subcommittee that they 
would not enact the bonus program. 

Representatives of four makers 

* ” * 


Here Are the Terms 
Of Bonus Bill 


WASHINGTON. — Following are 

features of the Monroney ter- 
ritory-security bill which has been 
approved by the Senate Interstate 
and Foreign Commerce Committee. 
The Harris bill, subject of last 
week’s hearings in the House, is 
basically the same. 

1. Manufacturer and dealer would 
be permitted to establish the deal- 
er’s area of responsibility, 

2. The manufacturer could agree 
to give an additional discount, re- 
bate or allowance to the dealer on 
cars sold by the dealer to persons 
living in that area. 

3. The payment could not exceed 
5 percent of the manbfacturer’s 
suggested retail price for the car 
and factory installed-equipment,. 
The life of the law would be three 
years, 


testified in person. The fifth, 
Studebaker-P ackard President 
Harold E. Churchill, mentioned 
his objections in a telegram to 
the subcommittee. 

Vice-presidents spoke for the 
other corporations. They were: 
William T. Gossett, Ford general 
counsel; E. C, Quinn, Chrysler sales 
divisions chief; James M. Roche, 
GM distribution head, and William 
H. McGaughey, American Motors 
communications boss. 


ORD'S Gossett ata ‘the subcom- 
mittee thatthe Harris bill is 
“conceptually unsound and tech- 


nically deficient.” If it were en- 
acted, he went: 
on, “we could not 
in justice to our 
dealers, the pub- 
lic and ourselves 
adopt a plan pur- 
suant to its pro- 
visions.” 
Gossett describ- 
ed the bill as a 
“manifestation of 
a deep, sharp and 
bitter dispute 
among groups of 
autotadbile dealers.” Ford is under 
(Continued on Page 8, Col, 1) 


3.3 Million Sales in Half 
Beat Everything but ’55 


By Robert M. Lienert 
Associate Editor 
Waex this year’s tumultuous 
first half draws to a close this 
week, the industry will have sold 
an estimated 3.3 million new cars. 

Dealers are running on a fast 
track which makes 1955 the only 
yardstick adequate to measure 
this year’s sales success, 

So far, this year’s pace has been 
second only to that record-smash- 
ing year, when 7,169,908 registra- 
tions were rolled up. 

+ - 


N COMPARING this year’s first 
half with the corresponding pe- 
riod of 1955, the 1960 count runs 
only 6 percent behind. 
Since March this year, monthly 
registrations have also been in 
the second-only-to-1955 bracket. 
The first 600,000-per-month totals 
have been recorded since the 
boom months of that boom year. 
Current market factors point to- 
ward a full-year total of about 6.5 
million—or something less if im- 
ports continue their downward 
spiral. 


* * * 

A BIG question mark involves the 
trend new-car sales may take 
in the third quarter. Huge inven- 
tories would seem to indicate a con- 

tinued high level of sales. 
However, the flush of sales in 
the past two months has been 


Some dealers already are adjust- 
ing operations in an effort to avoid 
red ink in the cleanup period, which 
has, in effect, been under way for 
some time. 

Most dealers say their goal now 
is just to break even until the '61s 
arrive. Some, who say they have 
been barely able to avoid losses in 
current operations, see trouble be- 
fore the cleanup ig finished. 

+ * * 


ir RECENT years, an average 
50.9 percent of the 12-month 
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total registrations has been ac- 
counted for in the first half. The 
following table shows the break- 
down for the past eight years: 


THE 


Pet. 
S. 1 


S35 
s 


SESSSe 
Sawerow 


952. 39,855 

TOTALS 22'968.070 

The “average” year, with 49.2 pere 
cent of total sales coming in the 
last half, is not expected to coincide 
with the 1960 pattern. 

If it should, however, the year’s 

(See SALES, Page 69, Col, 1) 


Senators Vote 
Some Relief on 
Overtime Pay 


ASHINGTON, — The Senate 

Labor Committee last week re- 
ported out its minimum wage Dill 
after taking the following actions 
affecting auto dealers: 

It rejected an amendment by 
Senator Winston Prouty, Vermont 
Republican, to exclude from the 
law’s coverage all employes of auto- 
mobile dealerships. 

It accepted an amendment offered 
by Senator Jacob Javits, New York 
Republican, exempting all auto 
salesmen from the overtime premi- 
um pay provisions of the wage law. 
A further amendment proposed by 
Minority Leader Everett Dirksen, 
Illinois Republican, placed automo- 
bile mechanics in the class of em- 
ployes exempt from overtime pay- 
ment, 

The group decided to change its 
bill to make clear that excise taxes 
separately stated would not be 
counted for purposes of computing 
the gross sales of $1 million or 
more test that applies in’ determin- 
ing coverage of retail or service 
establishments. 

On a motion by Senator Wayne 
Morse, Oregon Democrat, the com- 
mittee agreed on exempting from 
overtime premium pay all employes 
of gas stations, whether the sta- 
tions are operated independently or 
by lessees. 

Clerks, bookkeepers, and other 
employes of dealerships subject to 
the wage law are covered by. both 
the minimum wage and overtime 
payment provisions of the bill. 











2 
Williams Prediction: 
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Stable Import Sales 
At 400,000 a Year 


ALBUQUERQUE. Imported- 
car sales, which topped 600,000 last 
year, will dip to about 500,000 this 
year, and further decreases are 
coming, Birkett Williams told the 
31st annual convention of the New 
Mexico Automotive Dealers Assn. 


Williams also told the 250 dele- 
gates that a successful dealership 
must have a minimum of overhead. 
He stressed the fact that nonpro- 
ductive costs must be kept as low 
as possible. 

The New Mexico dealers passed 
two resolutions and chose Santa Fe 
for their 1961 convention, 

One of the resolutions, strongly 
worded, urged the state’s congres- 
sional delegation to help in gaining 
exemption for auto dealers from 
any changes in the federal wage 
and hour law. 

The other resolution amended the 
association’s bylaws to have the an- 
nual election of officers and direc- 
tors coincide with the convention. 


Dealer Council 
Meets Tomorrow 
With S-P Brass 


SOUTH BEND, — The newly 
elected 1960-61 Studebaker National 
Dealer Council wiill meet tomorrow 
(June 28) with factory officials 
headed by .S. A, Skillman, sales 
vice-president. 

The 17-man council, elected by 
the dealers from the 17 national 
sales zones, will discuss marketing 
plans for the remainder of the 
-year and review programs related 
to the '61 model introduction. 

Members of the group are: E. E. 
Chaires, Tampa, Fla.; John E. 
Farr, Bellows Falls, Vt.; Frank E. 
Helms, Elmhurst, N. ¥.; R. L. 
Brown, Berwick, Pa.; Joseph Katz, 
Pittsburgh, and J. W. Campbell, 
Raleigh, N. C. 

Also, Forest R. Ripley, Spring- 
field, o.; W. M. Hale, Henderson, 
Tex.; Dale R. Davis, Rochester, 
Mich.; Ed Bell, Salina, Kans.; 
C. Maxey, Nashville; Jim Angeles, 
Minneapolis; G. J. Jaffe, Kankakee, 
Ii.; Floyd W. Werle, Billings, 
Mont.; Lloyd 8. Pearson, Pasadena, 
Calif.; C. H, Urness, The Dalles, 
Ore., and William J. Sweeney jr., 
Daly City, Calif. 


come will rise $1,500 by 1970 and 
that there will be more white- 
collar workers and more women 
working by that date. 


Another speaker was Dr. Ken- 
neth McFarland, General Motors 
lecturer. He emphasized that a suc- 
cessful auto dealership must have 


a strong selling organization. 


Lt. Gov. Edward V. Mead told 


the dealers that they definitely have 


a place in politics. “If you want 
good government, you have to take 
an interest in the people you put in 


office,” he said. 
W. E. Black, Albuquerque, presi- 
dent of the association, summed up 


the group’s efforts during the last 


six months, He stressed that the 
NMADA is a service organization. 
“We intend to increase services for 
members wherever possible,” he 
said. 

Other officers, elected last Janu- 
ary, are D. L. Ingram, Clovis, vice- 
president, and Wayne Lovelady, Al- 
buquerque, secretary-treasurer. 

John Buckwalter, personnel 

manager of Mountain States Tel- 
ephone &. Telegraph, Denver, dis- 
cussed the employer-employe re- 
lationship, 

He said workers want a job that 
is interesting, provides security and 
offers a feeling of belonging. He de- 
clared that the worker wants to be 
part of a company in which man- 
agement takes an active interest in 
the employe. 


Miami Dealers 
Get Used-Car 


Insurance Policy 


MIAMI. — A mechanical-break- 
down insurance policy for used 
cars now is available to dealer 
members, according to O. C. Farns- 
worth, manager, Greater Miami 
Automobile Dealers Assn. 

He said the policy, written by 
Equity General Insurance Co., 
Boulder, Colo., applies to loss in- 
curred within the United States or 
Canada during its one-year period 
of coverage. The policy covers 1955 
through 1960 models, he added. 

“Now that the dealer and his 
salesmen have a good insurance 
policy to cover the late-model used 


E. | cars, it is felt that it will be helpful 


to them in selling the higher-priced 
used car in competition with the 
new compact cars,” Farnsworth 
said. 


Association members will have 





DETROIT.—Rumors of a merger 
of American Motors and Chrysler 
Corp. were denied last week by 
George Romney, AMC president. 

A day later, Romney was sec- 
onded by L. L. Colbert, chairman 





Gesege Remmeg L. L.Colbert 


of Chrysler Corp. Nothing to it, 

Colbert said. 

Brokers and financial tipsheets 
had circulated the rumors for sev- 
eral weeks. 

Romney said he felt forced to 
deny the rumors “because they are 
not only completely untrue but 
unfair to everyone who has a stake 
in our plans for continued 
growth . 

Romney ‘added: 

“We are continuing to study 
further diversification of the 
company, but these studies do 


We see no reason why 


the exclusive sale of this policy in| not include merger with Chrysler 


Dade County, he added 


Ford Dealer Council, Factory Officials Meet— 


Shown here with Ford Division executives are the 21 members of the National Ford Dealer Council, which met in Dearborn. 
Front row, from left, are W. A. McRae jr., Jacksonville, Fia.; Ivor DeKirby, San Diego; C. R. Beacham, Ford assistant general 
manager; A. J. M. Oustalet jr., Jennings, la.; J. O. Wright, Ford general manager; E. J, Schoenherr, Royal Oak, Mich.; M. S. 
Mclaughlin, Ford general sales manager, and C. J. Seyffer, Ford dealer relations manager. Second row: Frank McLarty, Hope, 


Ark.; J. C. North, 





El Dorado, Kans.; Robert Odegard, Princeton, Minn.; A. C. Schallock, Milwaukee; J. L. Alderman, Indian- 


apolis; M. B. Carrott, Quincy, Ill; O. A, Cartwright, Troy N. Y.; E. J. Ribakoff, Worcester, Mass., and E. W. Keller, Martinez, 


Calif. Third row: G. W. Ballentine, Greenwood, S. C.; J. 


F. Lemke, Hudson, O.; S. G. Arnold, Boulder, Colo.; George Bohn jr., 


New Orleans; Robert Soerens, Milwaukee; V. A. Mennelia, Seattle; Lyle Horton, Morgantown, W. Va., and George Purvis, Fay- 


etteville, N. C. 


Business Barometer 


Automotive News Economic Index — 


102.7 Percent of Last Week 
98.1 Percent of Like Week Last Year 


Aute Production ............0«- 137,754 98.7 106.6 
Truck Production ........... eee 25,637 102.9 93.1 
Auto Registrations—Year to date. . 2,173,114 Wei 113.0 
Truck Registrations—Year fo date. 313,418 eb 105.4 
Steel Production—tons ........ 1,775,000 101.1 67.7 
P. Production—tTons.... 317,358 97.0 96.3 
s Coal Output—tons ........ 8,730,000 108.9 95.7 
Oil Refinery —Barrels ..... 49,736,000 100.1 100.5 
Electric O —Kilowatt hours 14,053,000,000 102.1 105.4 
Preight Cer Leadings 357,879 112.6 ~90.7 
Department Store Sales Index .. 144 109.9 102.1 
oo - pene ent Spending 406.2 98.8 97.6 
. vernment 
—Ffiscal year to sececcsesece 9$89,569,126,000 oe 99.7 
Commercial and “ndusiviel Loans $30,991,000,000 99.4 wick 
ae cen dsseeseres es . $30,756,000,000 100.5 100.2 
Used-Cer Prices—Average....... e $966 99.7 91.0 
Business Failures ................ 353 124.7 132.2 
Common 

Stocks June 22 June IS 1960 Range Stocks June 22 June IS 1960 Range 

AMC....... 22% 23% 29%4-22% Mbssalecees 45%, 45% 50%-41% 

Chrysler... 46%, 48% 71%-42% Mack...... 37 40Y%_ 52% -36% 
Ford....... 68%, 71%. 92%-64% i eis sess 9% 9% 24%- 9 
GM........ 44, 44, 55% -43 White...... 47 = 47%“ 67%-45 
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Romney and Colbert Deny 
Any Plan to Merge Firms 


Percent of 
Percent of Like Week 
Last Week Last Year 








such action would be helpful to 
us. 

“The compact market we pio- 
neered with the Rambler is con- 
tinuing to expand and we see still 


further expansion. The advent of 
Big Three volume compact 


the 
cars helped to enlarge this growth 
segment of the market and helped 
boost Rambler sales, 


“Despite forecasts that their 
competition would hurt us, we have 


gone on to the highest sales posi- 
tion ever experienced by an inde- 


pendent manufacturer, Rambler 


rose from 6.3 percent of total in- 
dustry sales just before the advent 
of Falcon, Corvair and Valiant, to 
7.1 percent today. Rambler domes- 
tic sales in calendar 1959 totaled 
368,464, and they are currently run- 
ning 27 percent above last year.” 


Romney forecast that the Big 
Three’s “luxury compacts will ex- 
pand the sales of our original lux- 
ury compact, the Rambler Ambas- 
sador.” 


“In short,” he stated, “we are 
the only company now spread- 
eagling the compact market, and 
as it continues to boom, we are in 
@ unique position to keep ex- 
Panding with it. No other com- 
pany has as great an opportunity 
to benefit from this market 
change, 


“Some analysts are still harping 
on last year’s ‘wait until the Big 
Three’ tune, even though events 
proved them to be wrong, as they 
will again. 


“More than a quarter of the 
total market igs already going to 
the Rambler-type cars, and we ex- 
pect them to be taking half the 
market by 1961 and more than two- 
thirds of it by 1963.” 


DuPont to Boost 
Tire Nylon Flow 


WILMINGTON, Del.—New facil- 
ities which will more than double 
production of nylon yarn for tire 
cord and other industrial products 
at duPont Co.’s Richmond (Va.) 
plant are announced. The facilities 
will incorporate a new lower-cost 
manufacturing process. 


Plans call for the installation of 
additional nylon-producing units 
plus increasing production of the 
existing plant, which went into pro- 
duction two years ago. The original 
plant had a rated capacity of 40,- 
000,000 annual pounds of heavy 
denier nylon yarn. 

“With the completion of this 
work in the second half of 1961, 
our capacity to produce this type 
yarn will exceed 100 million annual 
pounds at the Richmond location 
alone,” the company said. 

































St. Louis Assn. 
Suspends Dealer 


Sunday Sales Cited; 
$500 Fine Levied 


ST. LOUIS.—For the first time, 
a member of the Greater St. Louis 
Automotive Assn. has been sus- 
pended for violating the organiza- 
tion’s Code of Ethics which was 
adopted earlier this year. 

.The penalized dealership was 
George Pappas Ford Center, Inc., 
6116 Natural Bridge Ave., Pine 
Lawn, 

Pappas was notified by the as- 
sociation’s Ethics Judiciary Com- 
mittee that his membership has 
been suspended for three months 
and that a $500 reinstatement fee 
has been levied against him. 

Ed Hayward, executive vice- 
president of the dealer organiza- 
tion, said the action means that 
during the three-month period, the 
Pappas firm may not display the 
association’s Seal of Integrity in 
any advertising or in any other 
manner. 

In addition, Hayward said, Pap- 
pas and his dealership are deprived 
of all benefits afforded by the as- 
sociation in this period. 

One of the complaints against 
Pappas, Hayward said, was selling 
automobiles on Sundays. Pappas 
acknowledged that there was a 
complaint against him for staying 
open on Sundays. 

Missouri law prohibits retail 
sales on Sundays, St. Louis Coun- 
ty started to crack down against 
violators about a year ago, but 
this campaign is being held up 
for a Supreme Court decision on 
one of the cases. 

Hayward said there have been 
other possible violations of the code 
and that investigations are being 
conducted by the Judiciary Com- 
mittee in two other cases involving 
dealer members. He said such vio- 
lations were the exception rather 
than the rule. 

Association membership consists 
of 91 new and used-car dealers in 
the City of St. Louis and St. Louis 
County. 


S-P Shareholders 
Get $100 Refunds 
On’60 Purchases 


SOUTH BEND. — Studebaker- 
Packard has launched a sharehold- 
er purchase plan which will enable 
the corporation’s nearly 200,000 
shareholders to 
purchase Stude- 
baker cars and 
trucks at a sav- 
ing. This is be- 
lieved to be the 
first instance that 
shareholders of 
any auto manu- 
facturer have 
been given an op- 
portunity to pur- 
chase their com- 
pany’s products 
on a preferential basis. 

President Harold E. Churchill 
stated that owners as of June 20 
of one or more shares of S-P com- 
mon or preferred stock or of a 
“when-issued” contract, who pur- 
chase a ’60 Lark, Hawk or Champ 
truck during July, August or Sep- 
tember, can secure a $100 refund 
from the corporation. 

Churchill emphasized that the 
refund from S-P is in addition to 
any savings which may be realized 
by taking advantage of sales being 
held by Studebaker dealers, He 
stated that the offer is not transfer- 
able and that the $100 refund is 
“not a dividend.” 

“This program,” said Churchill, 
“provides an opportunity for share- 
holders to advance the interests of 
the corporation and their invest- 
ment in its stock by purchasing the 
model of their choice on a prefer- 
ential basis.” 








H. E. Churchill 


Chicago DeSoto Dealers 


Headed by Sandblom 

CHICAGO.—Harold Sandblom, of 
Central Motors, has been named 
president of the DeSoto Dealers 
Assn., Inc. 

Other officers are M. Schwartz, 
Howard Motors, Inc., vice-presi- 
dent, and A. P. Wurtlin, secretary- 
treasurer. 


ee 
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A Flanker for U. S. Compacts?— 


To achieve the goal of getting the most car with the least amount of road space, 
BMC places the engine and transmission of the 850 across the frame. BMC hopes it 
will find a strong U. S. market in a price area well below the U. S. compacts. 


* *® ® 


* * * 


Dealer Forum 


by Robert M. Finlay 





yy touring British Motors 
facilities in England, I drove 
a car which its creator thinks 
should make an end run around 
the U. S. compact cars. This car 
is so compact that, according to its 
designer, American designers never 
could have conceived it. 

So far, it seems to me, the 
idea that they have been out- 
flanked hasn’t occurred to the 
U. S. makers, nor has the public 
given any indication that a new 
automotive wonder is in its 
midst. 

It could be, of course, that the 
car is a “sleeper.” 

The car is the Austin and Morris 
850 and its creator is Alec Issigonis, 
an Englishman of Turkish extrac- 
tion whose blue eyes light up when 
he kids the “big and gaudy” Amer- 
ican conception of personal trans- 
portation. 

Issigonis believes the 850 is so 
revolutionary that the genius of 
the auto salesmen hasn’t caught 
up with it yet, even though it 
was introduced last fall in Eng- 
land, in March in Canada and in 
the U. S, in April. : 

“A revolutionary car calls for 
revolutionary sales techniques,” he 
told us in his shop at the British 
Motors Longbridge works in Bir- 
mingham, 

“Like what?” I asked. 

Issigonis grinned, and _ replied: 
“I’m a designer, not a salesman, so 
I don’t know. But I feel the sales- 
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men just haven’t done the job 
yet.” 


* * * 
More than Meets the Eye 


H® MAY have something, too, for 
at first blush the 850 looks like 
just another minicar, It is only 
after you drive it hard that you 
realize that it is a ruggedly con- 
structed vehicle offering within its 
120 inches the time-honored essen- 
tials of the automobile—perform- 
ance, ease of handling, comfort and 
an attractive price. 

“It is a fresh concept,” Issigonis 
said, “one that would be difficult 





Alec Issigonis 
... trying for end run? 


for American makers to achieve, 
for their creative talents were 
tied too long to the big and 
gaudy automotive package.” 

For all its minuteness, the 850 
gives a relaxing ride, Issigonis said, 
because it is aerodynamically 
sound. With the engine up front, 
the whole body of the car acts as a 
fin, to provide stability. In contrast, 
he said, the fins on American cars 
are but length-increasing encum- 
brances. 


Under U. S. Compacts 


panmre I'm reading into the 
850 a significance that is not 
there, but it is interesting to note 
that design work on the 850 got 
under way three years ago, about 
the time it became evident that the 
American makers were taking the 
compact car seriously. 

And the 850, with a port-of- 
entry price of $1,295 slips in well 
under the prices of the American 
compacts, Actually, the design 
goal of BMC was to broaden its 
own product offerings around the 
world (rather than just in Amer- 
ica) with a car that would com- 
pete with the European “bubble” 
cars in size and, in addition, pro- 
vide ruggedness and performance 
these cars could not match. 


So it is engaging in narcissistic 
(Continued on Page 69, Col. 3) 


Dealer Voices Criticism ... 





Import Factory Relations 


Enprror’s Note: As import cars 
move into a “harder-sell” period, 
dealers are turning a more criti- 
cal eye to factory relations. 
Some import makes rate high in 
dealer relations; others, as the 
interview below indicates, have a 
lot to learn. 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Over a cup of cof- 
fee, a dealer often will unburden 
himself of problems which, when 
properly dissected, can lead the 
way to correction of serious defici- 
encies among segments of the in- 
dustry. 

Such a discussion occurred re- 
cently with one of New York’s 
most prosperous auto dealers. 

Admittedly his thoughts are 
biased. But even these can be valu- 
able as symtomatic of a condition 
which exists. If intelligently search- 
ed for root problems, they can be 
useful in preventing a compound- 
ing of the ills still further. 

A transition is occurring in the 
import field, and this dealer was 
directing his attention to it. 

“Boy, this foreign-car business is 
sure a mess,” he said in opening 
the conversation. “I predict that if 
they don’t change their ways and 
attitudes soon, the business will be 
right back where it was in 1950. 
And believe me that’s not just idle 
conversation.” 

He took a sip of coffee and con- 
tinued the diatribe. 

“I don’t mind telling you that 
the arrogance of the road men who 
called on me was unbelieveable,” 
he said. 

“It was my experience that the 
factory was pretty uncooperative 
about living up to its warranty, 
too. One incident in particular 
sticks in my craw to this day. 

“A doctor came to me one day 
with about 600 miles on his car. 
The whole transmission had 
burned out, It cost me $180 to 
fix the car, and I wasn’t about 
to let him take it out of the 
service station until he had paid 
me for it. 

“On the other hand, he said the 
factory warranty should take care 

of the cost of repair. I called the 


distributor’s service rep and some- 
one from the factory office was 
sent up to my place to have a look 
at the car. 

“However, they took their sweet 
time about getting here. Finally, 
the rep arrived. He poked around 
for a while and finally announced 
that the failure was not the respon- 
sibility of either the factory or dis- 
tributor, but mine, In his words it 
was ‘faulty predelivery condition- 
ing.’ 

“Boy, I went right through the 
roof, I hadn't delivered the car to 
begin with, a dealer in the next 
town had, and his arrogance really 
got me.” 

“Do you know what that guy said 
to me then? 

“ ‘Mister , you’ve got a 
lot to learn about the retail auto- 
mobile business, if you are going to 
handle our car.’ 

“I don’t mind telling you, I had 

a few choice words for him, I’ve 

been running a profitable dealer- 

ship for over 25 years, and I’m 

not going to let any young punk 

who is in this business by recent 
adoption, via the air-conditioning 
field, tell me what I have to learn. 

I think I’ve learned my business 

pretty well. 

“Naturally, the doctor was not 
satisfied with the explanation he 
got, and he turned around and sued 
me. The distributor, at the behest 
of the company, tried to settle it 
with me by agreeing to pay half. 

“Now, any half-way intelligent 
person knows that’s a pretty stupid 
way to cement good dealer-distri- 
butor, or dealer-factory relations.” 


N. Carolina Dealer Unit 
Names Lilien President 


BURLINGTON, N. C. — Ben R. 
Lilien, Lilien & Lee (Cadillac), 
Burlington, has been elected presi- 
dent of the Alamance County New 
Car Dealers Assn. 

Samuel K. Anderson, County 
Motor Co. (Ford), Graham, was 
named vice-president, and W. D. 
Anderson jr. Security National 
Bank, Burlington, was elected sec- 
retary-treasurer, 


Missouri Dealers Warned 
On Buildout Orders 


JEFFERSON CITY, Mo. — With 
the '60 mode] buildout season at 
hand, the Missouri Automobile 
Dealers Assn. has warned members 
not to order “any more vehicles 
than you sell at a fair profit.” 

The warning, published in 
MADA’s bulletin, Dateline: Mis- 
souri’s Capital City, follows: 

“The factory buildout stage of 
this model-year run has rolled 
around again for some and within 
a couple weeks, practically all man- 
ufacturers will be scheduling their 
final ’60 model production. 


“Based on their historically cor- 
rect and intelligent operational pol- 
icies, they (the factories) will not 
schedule for assembly one more 
unit than they have sold. 

“This intelligence and operational 
knowledge of the factories estab- 
lish the point of this item. Please 
don’t order One more unit for the 
buildout period than you can sell 
reasonably soon in an orderly man- 
ner and at a fair profit. 

“That is exactly the way the 
manufacturers plan it for them- 
selves; and in that they are your 
‘partners in progress,’ they will 
respect and expect such prudent 
planning from the dealer body. 

“According to AvuTomMoTIvVe NEews 
(June 13), there are 1,028,412 units 

currently held in dealer inventory, 
accumulating a total never before 
equalled, Actually, nearly enough 
to last dealers until the 1961 model 
announcement. 

“Nevertheless, some velvet- 
tongued factory representative will 
goose some vanity-vanquished deal- 
ers into buying still more cars than 
needed. 

“Results, up goes floor-plan ex- 


pense, down goes dealers’ pride and 
ethics. This is election year. Old 
timers will tell you and prove it, 
too, that never is any great volume 
of business done in a general elec- 
tion year. 


“Therefore, please don’t order 
any more vehicles than you can sell 
at a fair profit. If you follow this 
suggestion and run out of cars 
early, we can direct you to other 
sources. 


“Yes sir, this year it could very 
well be fashionable to be caught 
with your inventory down.” 


He was silent for a moment, and 
then: 


“Another time, the road man 
comes to see me, and said I could 
have a couple of the fast-selling 
models if I'd take six of the little 
dinks that nobody can sell. 

“I told him to go jump, He got 
offended and said that was no at- 
titude for me to take, If I wanted 
the good models, I'd have to take 
some of the others, too. And he 
meant it. 

“Now, I don’t mind telling you 
I’ve seen the experts push tiein 
sales at me, and I've had a belly- 
full of it. At that point I told him 
to take his whole deal and he knew 
what he could do with it. 

“I told him I'd have another car 
in that showroom within 30 days. 
And I did. An American compact, 

“You know, the domestics gave: 
up that tiein sale business years 
ago. These foreigners better wise 
up and drop the business too, or 

they will suffer like Detroit did a 

few years back. 

“Sure, the Detroit boys still come 
around and ask you to take some 
of the hard-to-sell items, but boy, 
if you tell them no soap, they drop 
it 


“There’s a big difference between 
aggressive salesmanship and pres- 
sure. The Americans have learned 
the difference the hard way.” The 
reference obviously was to some of 
the Congressional] studies of recent 
years. 

“The sooner these foreigners 
learn that dealers just won’t stand 
for their arrogance, the sooner they 
will get things back on the right 
track. We just won’t be pushed 
around. 

“Right after I dumped that fran- 
chise, I was approached by another 
one of the big three import sales 
leaders. They told me they’d be up 
at my place at 1 p.m. sharp Friday 
next to tell me what they needed 
from me to give me the franchise. 


“Actually he said: ‘We'll be up 
to tell you what we want you to 
change on your building in order 
to get our franchise.’ 

“OK, so I shrugged it off, think- 
ing maybe I was too sensitive, or 
that the language barrier being 
what it is, maybe I had misunder- 
stood his real meaning, 

“Now, you know that building 
I’ve got. It’s brand new, and just 
about any company would be pleas- 
ed to get into it, It’s in a perfect 
location, and has everything neces- 
sary for a good franchise. Those 
boys came up with a full set of 
plans, and expected me to spend 
another $78,000 fixing it up before 
I could even buy a car from them. 

“I sent them hurrying away, too. 

“What really boils me is that 
most of these road men who visit 
you from import distributors, and 
some of the factories, too, are boys 
who couldn't make it with an 
American factory, Sure, every once 
in a while there’s a decent guy in 
the group, but for the most part 

(Continued on Page 4, Col, 1) 


On the House... 


Dealer interest in National Auto Show this fall 
is rising rapidly; for instance, the Greater Kansas 
City dealer association is planning a special train 
to take its members to the Detroit event in October 
... H.C. Pittman, assistant vice-president of the 
Austin National Bank and former executive assist- 
ant attorney general of Texas, is the new executive 
vice-president of the Texas dealers association. He’s 
known as an inspirational after-dinner speaker ... 

North Dakota association, boasting 91.33 per- 
cent of the state’s 405 dealers as members, is 
going to solicit both NADA and state member- 


Wembhoff 


ships at the same time this year . 


.. Ray Swen- 


son will fill the unexpired term of Bob Bertolett as director of 


Philadelphia association . . 
in Roanoke . . 
senator in Tennessee... 


. Virginia directors will meet July 13 
. 8S. Minyard Whaley (Ford) is running for state 


Three prominent citizens—Senator Allott, Publisher Hoad and 
Walter Koch, president of phone company — will select “Mr. Colorado 
Dealer of 1960” .. . Al Dingeman (Ford) has been reelected a national 
director of Navy League of the U. S. ... Dealers W. H. Ballew, of 
Hickory, N. C., and A. F. Kilby, of North Wilkesboro, N. C., are cele- 
brating their 45th year in auto business, 





—Perte Wemuorr, Editor, 
Automotive News 
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Business a ‘Mess’... 
$$$ 


Dealer Airs Criticism 
Of Import Relations 


(Continued from Page 3) 


they just don’t know the business. 

“Tell you something else about 
that business,” he continued. 

“Most of the people I sold to 
while I was handling the line 
were phonies. And there isn’t 
much repeat business, People buy 
_ once, but then they’ve had 

“But to get back to the phonies. 
I operated in Westchester County 
and I want to tell you something 
about the people up there. Most of 
them have good incomes, but lousy 
credit ratings. 

“Tm still trying to collect a cou- 
ple of $4 and $5 bills from some of 
those four-flushers. The only rea- 
son they bought the car they did 
was because they couldn’t afford 
anything else, or they couldn’t get 
credit for anything else. 

“Every time they had to have 
something done to the car, they 
screamed like a stuck pig. If you 
did a tuneup job after 10,000 miles 


Import Pinch 
KO’s 3 Outlets 
In St. Louis Area 


ST. LOUIS. — Import dealerships 
here are reflecting the tighter im- 
ported car market. 

Spooner Motors, on Delmar Blvd. 
in the West End, has closed. Spoon- 
er handled Volvo and Citroen. Eu- 
ropean Imports, Ltd., on Natural 
Bridge in North St. Louis, also has 
called it quits. 

The drop in demand took the 
toll of a third dealership, Riviera 
Renault, in Kirkwood. The firm is 
now called Sports Cars, Inc., and 
sells used Thunderbirds and Cor- 
vettes. 

A spokesman for Sports Cars, 
Inc., declared: “Mickey Mousers are 
through. We're handling all-Amer- 
ican now.” 

Another firm, Kirkwood Imports, 
Ltd., which sold many lines, now 
handles only Jaguar. The import 
dealership is owned by Kirkwood 
Motors, and President John Hal- 
lumg declared: 

“The import business has pretty 
well died. We are closing out... 
just trying to get our money out.” 


Flora Residents 
To Get White Cars 
For ‘Ford Week’ 


DEARBORN. — Half a century 
after Henry Ford made the Model 
T available in any body color “as 
long as it’s black,” Ford Motor 
Co, is informing the citizens of 
Flora, Ill., they can have any color 
61 Ford for a week “as long as 
it’s white.” 

The decision to present the 1,300 
car-owning residents of Flora white 
carg was among the first details 
revealed by the company on its 
plan to replace all of the city’s 
vehicles for preintroduction test of 
Ford Division’s ’61 products the 
week of Sept. 12. 

All of Flora’s truck owners will 
receive new blue models similar to 
the ones they currently own. 

Before plans for the preintroduc- 
tion tests were announced, Filora’s 
car-owning residents were asked by 
an independent research team 
which type of Ford car—standard, 
compact or Thunderbird—they 
would buy if they planned to pur- 
chase a new One soon. 

Regular-sized Fords were select- 
ed by 69.6 percent, while 20.8 per- 
cent chose Falcons and 9.6 percent 


Thunderbirds. This compares with| = 


year-to-date sales of 61.9 percent 
standards, 32.3 percent Falcons and 
58 percent Thunderbirds, Ford 
said. 

All owners placed the heater at 
the top of their accessory lists. 
Next came radios, backup lights, 


windshield washers and automatic | who participated in the sale were Hopkins Dodge, Suburban Chevrolet, Dahiberg| law itself will not cure the smog 


transmissions. 















opinion would fail to place almost 


in this market. 
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and charged them $12, you’d think 
you had murdered their wife. 

“And while we're discussing this, 
Wwe might just as well reveal that 
those cars are not as inexpensive 
to run as they tell you. A bumper 
costs $70 to install, and then the 
dealer doesn’t make any money on 
it. As a matter of fact, the dealer 
doesn’t make any money on any 
bright work, The distributor takes 
the cream off that. 


“Those little cars just aren’t 
made for this country, I sold one 
to a steamfitter up there, and he 
was overjoyed with it. Six months 
and 18,000 miles later, he was 
back to see me with a car that 
wasn’t worth the powder to blow 
it to hell. He gives his car pretty 
rugged treatment, but he never 
had an American car go like that. 
I tell you they’re 20,000-mile cars, 
and then your woes begin, 

“And wait’ll they hit the used-car 
market. Brother, will the customer 
get a rotten shock then.” 


Anyone even remotely connected 
with the auto retailing business in 
the mid-1950s is bound to be struck 
by the similarity of dealer-factory 
relations at that time and the con- 
versation reported here. 


Dealer dissatisfaction with fac- 
tory policy at that time began as a 
quiet rumble shortly after the eas- 
ing of scarcities that followed 
World War II, Soon they developed 
into a roar that resulted in legis- 
lation. 

As my dealer friend went on to 
relate, public desire for a smaller 
car often is given major credit for 
the success of the import during 
the mid-50s. However, he cautioned, 
only shortsighted or misinformed 


tions and understandings with the Cadillac 


Dean Coulter, Phoenix; Fredric H. Murray, 





By David J. Wilkie 

AT THE HALF-WAY point of 
calendar 1960, the year’s outstand- 
ing development still is the growing 
impact of the smaller, lower-priced 
automobile on the 
nation’s multibil- 
lion dollar car 
market. 

True, there were 
other important 
happenings in the 
first half of 1960, 
but none had 
quite the overall 
importance of 
the continu- 
ing broad demand 

D. J. Wilkie for the new and 
lower-priced vehicles. 


Whether you call them “com- 
pacts” or just “less-expensive” units, 
demand for the shorter-wheelbase 
cars has exceeded the most opti- 
mistic expectations of their makers. 
More models will be offered in that 
market in the 1961 model period. 

Other important happenings of 
the January-June period this year 
were: 

The first million-unit inventory 
in auto industry history. 

A top-level shift in Chrysler Corp. 
management. 

Enactment of California’s law 
requiring antismog devices on new 
cars. 

The _ successful mid-model-year 
introduction of Ford’s new Comet. 

Confirmation by General Motors 
that its Buick, Oldsmobile and 
Pontiac divisions will have new 
models for competition in the 
lower-priced field. 

Completion of planning for the 
first National Automobile Show to 
be held in Detroit. 

ea +* 


equal emphasis on dealer dissatis- 
faction with domestic factory policy 
for the ensuing success of imports 


It was dealer rebellion against 
what they felt were the anachron- 
istic policies of the day that led to 
the dualling of imports and domes- 
tic franchises, he said. This is what 
really opened the United States to 
the import; without this dualling, 
the eventual success would have 
been impossible, he added. 

Today, he stressed, American 
factories have gone a long way 
toward improving dealer relations, 
while imports have reverted to the 
very abuses which caused the 
original dealer revolt. He believes 
another one is in the making. But 
this time it’s aimed at the baby 
which has grown into a “clodding 
adolescent.” 


Williams & Baker Cited 


WASHINGTON, — Williams & 
Baker (Rambler) has been honored 
by American Motors on its 30th 
anniversary as a dealership, A, E. 
Tracy, assistant sales manager of 
AM, presented the company with a 
plaque at a dinner attended by 75 
people. W. P. Williams is president 
and E, O. Baker is treasurer of the 
aa. founded during the depres- 
sion. 


* 


SURVEYS GENERALLY indi- 








Joint Sale Pays Off for 5 Dealers— 


Over 200 new cars were sold when five dealers in Hopkins, Minn., a suburb of 
Minneapolis, recently staged their annual joint outdoor sale on a large lot. Dealers 


Bros. Ford, Hopkins Motor Sales (Plymouth) and Town's Edge Olds. 


Cadillac's Distributor-Dealer Council— 


The 1960 Cadillac Distributor-Dealer Council recently held its first meeting in Detroit. 
This is the fifth council elected by the distributors and dealers to advance mutual rela- 


from left, Wayne H. Barrett, Youngstown, O.; H. Richard Coffey, Ann Arbor, Mich.; 


Warner, Cadillac general manager; William M. Ryan, Seattle; Joseph W. Buchanan, 
Hayward, Calif., and Louis E. Siegel, Milwaukee. Second row: Gerald N. Waddell, Sa- 
lina, Kans.; J. Saxton Lloyd, Daytona Beach; Donald B. Cole, Columbus, O.; Arthur R. 
Lindburg, St. Louis; Frederick J. Balmer, Brooklyn; Foster T. Fenton, Baltimore, and 
Albert F. Madison jr., Little Rock. Third row: W. T. LaRue, Cadillac assistant general 
sales manager; W. H. Niven, Cadillac dealer relations director; Duncan D. Chaplin jr., 
Portland, Me.; William D. DeSanders, Dallas; Charles H. Betts, Des Moines, and M. E. 
Fields, Cadillac assistant general sales manager. 


Wilhie Views... 


First Half in Retrospect 








Officers Elected 
In S. California 
And Los Angeles 


LOS ANGELES.—J. D, Morris 
(Studebaker), Bakersfield, has been 
elected president of the Motor Car 
Dealers Assn. of Southern Califor- 
nia. 

Elected vice-president was James 
R. Cross (Oldsmobile), Van Nuys; 
secretary, David J, Bricker (Lin- 
coln-Mercury), Hollywood, and 
treasurer, C. D. Cone (Chevrolet), 
Fullerton. 

Elected to the board were: Al- 
hambra-Pasadena Area, William 
Symes (Cadillac); Bay District, 
Owen Keown (Chevrolet); Bur- 
bank-Glendale, Joe Phillips (Plym- 
outh); Huntington Park, Jack Tay- 
lor (Oldsmobile); Long Beach, 
W. G. Bryant (Dodge); San Pedro- 
Wilmington, Richard Iverson 
(Buick); Whittier-Pomona, Don 
Clark (Buick-Oldsmobile); Los An- 
geles City, Doug Doan (Ford), and 
Ray D. Wilson (Chevrolet); Imper- 
ial County, R. E. Barnes (Buick); 
Riverside County, Elmer Critchlow 
(Chrysler-Plymouth); San Bernar- 
dino County, H. Floyd Brown 
(Rambler); San Diego County, 
Marvin K. Brown (Cadillac); San 
Luis Obispo County, Robert B. 
Johnson (Ford); Santa Barbara 
County, Shelton B. Washburn 
(Chevrolet), and Ventura County, 
James R, Bradford (Chevrolet). 

The following officers and direc- 
tors were elected by the Los An- 
geles Motor Car Dealers Assn.: 
President, Wilson H. Albertson 
(Oldsmobile); vice-president, A. E. 
England (Pontiac); secretary, 
Clarence R. Walker (Rambler), and 
treasurer, Frank French (Stude- 
baker). 

Directors: Mel Alsbury sr. 
(Chrysler-Plymouth); Phil Hall 
(Buick); Phil Johnston (Ford); 
Irvin Kaiser (Oldsmobile), and Ray 
D. Wilson (Chevrolet). 


Tent Show Set 
For Houston 


Shopping Center 


DENVER.—Houston’s second an- 
nual Sports and Small Cars Show 
will go under the “big top” June 
29-July 3 on the grounds of the 
Palms Center shopping plaza. 

Seventy-two cars were exhibited 
at a three-day show on a super- 
market parking lot in Silver City, 
N. M. The Lions Club sponsored 
the display, with proceeds going to 
its sight-conservation program. 

Seventeen Fort Wayne (Ind.) 
dealers participated in the first an- 
nual Fort Wayne Automobile Street 
Sale, which ran for five days on 
a downtown thoroughfare, 

In Elyria, O., 80 cars were dis- 
played at the Sheffield O’Neil Cen- 
ter in the third annual spring show 
sponsored by the Lorain County 
Automobile Dealers Assn. 






factory. The council members are, first row, 






Cadillac general sales manager; Harold G. 




















cate that many former used-car 
market patrons have contributed 
to the success of the so-called 
“compact” vehicles by “trading up” 
into the new-car classification. And 
there is no doubt many of this 
year’s buyers of Comets, Corvairs, 
Darts, Falcons, Larks, Ramblers 
and Valiants otherwise would have 
bought standard-size new cars. 

While demand for these new 
lower-priced cars was greater 
than the industry’s experts an- 
ticipated, overall sales for the 
January-June period fell short of 
most earlier expectations. At the 
current rate of retail deliveries, 
most industry executives are say- 
ing the year’s total sales will 
approximate 6% million units. 
Some even are counting the de- 
liveries of imported cars in this 
total. 

But the million-unit new-car 
dealer inventory promises a tre- 
mendous outgoing-model cleanup 
drive in the third quarter. All the 
1961 models will be in production 
weeks earlier because of the Na- 
tional Auto Show to be held in 
Detroit’s new Cobo Hall Oct. 15-23. 


The outgoing-model cleanup drive 
through the third quarter, coupled 
with a fourth quarter with all 
makers in production of new mod- 
els, still will give the industry a 
calendar year second only to the 
record-smashing 1955, when ap- 
proximately eight million cars were 
produced and 7,200,000 were sold. 

At the moment it is possible, but 
not probable, that total new-car 
sales, including imports, may reach 
seven million units. Certainly the 
wholly new lines to be introduced 
by mid-October will give a sub- 
stantial impetus to new-car deliv- 
eries. . 

oe * * 

ACTION OF CHRYSLER CORP. 
directors in naming L. L. (Tex) 
Colbert as board chairman and 
William C. Newberg as president 
ended a lot of gossip about major 
changes in Chrysler’s top manage- 
ment, Colbert remained as chief 
executive officer. GM and Ford also 
have active chairmen and presi- 
dents. 

California’s new law requiring 
antismog devices on new passen- 
ger cars still is somewhat elastic. 
It provides for a board that will 
approve smog-control devices and 
that within a year after such ap- 
proval all new cars sold in the 
state must be so equipped. Nu- 
merous devices have been devel- 
oped attacking the problem of 
destroying whatever polluting 
substances that may come from 
motor vehicle exhaust. Most of 
those so far perfected promise to 
be expensive. 

In any event, enactment of the 



























































Corvair Styling Cited— 


The 600-member Industrial Designers 
Institute announced in Chicago the award 
of a 1960 IDI Gold Medal to William L. 
Mitchell, General Motors Corp. vice-presi- 
dent in charge of styling staff, and to 
his staff for the design of the Chevrolet 
Corvair. Shown with Mitchell is a model 
of the Corvair and the IDI medal—the 
only one awarded this year for an auto- 
motive design. The accompanying IDI cita- 
tion praised Mitchell and GM Styling for 
answering the challenge to create a truly 
new car by taking “a step forward in 
the development of a small, rear-engine 


(Continued on Page 69, Col, 1) American automobile.” 
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More than 700,000 new automobiles will be sold 
in California this year, according to best forecasts. 
(Last year’s total: approximately 600,000.) Lion’s 
share will go to Los Angeles County, where 42% of all 
California new car sales are made. 

One newspaper, The Los Angeles Times, reaches 
more than half of all Los Angeles County new car 
buying families every Sunday—more than a third 
of all new car buying families every weekday.* 
*Source: Los Angeles Times Continuing Home Audit 
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Small wonder, then, that 76.2% of all new pas- 
senger car linage placed by local dealers is carried 
in The Times. The Times delivers the largest week- 
day, Sunday and home-delivered circulation in 
western America to a quality audience unmatched 
in responsiveness and ability to buy. Sales of new 
passenger cars in Southern California begin on First 
Street in Los Angeles—home of. . . 


The Los Angeles Times 
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bought by 
the quality 
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Oakland Shops Sign 5-Year Pact 


By Francis J. Gawronski 
Staff Writer 

A FIVE-YEAR master agreement 

has been signed by the Eastbay 
Motor Car Dealers Assn. and three 
uniong representing shop employes 
at 50 dealerships in the Oakland, 
Calif., area. 

The contract provides 17%-cent 
an hour wage boosts 
this year and in 
1961, plus liberalized 
vacations, additional 
group insurance 
benefits, increas- 
ed contributions toward pensions 
and other fringe benefits, according 
to Ed Slusser, association secre- 
tary-manager. 

The new wage hike brings the 
rate for a regular mechanic to 
$3.05 per hour, and for a machinist 
to $3.125 per hour, Slusser said. 


LABOR 
FRONT 


Under the new contract, vaca- 
tions have been liberalized to pro- 
vide three weeks after 10 years in- 
stead of 15 years. There is no 
change in other vacation provisions 
—one week after one year and two 
weeks after two years. 

Slusser said the association also 
agreed to an increase in group in- 
surance premium costs not to ex- 
ceed $3 per month. The present 
premium rate of the employer-paid 
insurance is $11.50 per month. 

Slusser said the liberalized insur- 
ance igs to include a “catastrophic 
major medical benefit to become 
effective when an employe is out- 
er $500 for any one disabil- 
ity.” 


The remaining liberalization is 
at the discretion of trustees to off- 
set a general increase in the cost 
of medical, surgical and hospital 
care since the present benefits be- 
came effective in 1955, Slusser said. 

* + 


* 
Pension Contribution Hiked 


contract also calls for an 
increase in the dealer contribu- 
tion to the pension plan from $5 
to $17.50 per month per employe. 
There is a five-year freeze on the 
$17.50 rate. 
Slusser said the amount of pen- 





Ad Award for Larson— 


Paul Larson, right, president of Larson 
Ford, Inc., Lakewood, N. J., received a 
plaque for ‘merit in advertising” at the 
annual convention of the New Jersey Press 
Assn. in Atlantic City. The award was 
presented by Martin P. Barison, Lakewood 
Times classified advertising manager. 

* * - 


J 
New Jersey Press 
Lauds Advertising 
Of Larson Ford 


ATLANTIC CITY.—At its annual 
convention here, the New Jersey 
Press Assn. presented a plaque for 
“merit in advertising” to Paul Lar- 
gon, Lakewood (N. J.) Ford dealer. 

The session was attended by the 
advertising managers of most New 
Jersey newspapers. 

The group said it honored Larson 
for his promotion-minded methods 
in operating his business and for 
the novel and attention-getting 
features of his newspaper ads, 
which used the theme, “Poor Paul.” 
The association contended that 
Larson was the youngest Ford 
dealer in the country when he re- 
ceived hig franchise. 

Larson addressed the convention 
on the “Ethical Aspects of Auto- 
motive Promotion and Advertising.” 
He told the ad men how oe could 
work with an auto dealer for mu- 
tual benefit. Samples of Larson’s 
advertisements were displayed, and 
their aims and results were an- 
alyzed. 


sion payments, scheduled to start 
in 1962, are not known. However, 
the amount will be little more 
than a token payment, he said. 
The dealers also agreed to pay 
half of the out-of-pocket wage loss 
when employes are called for jury 
duty; pay all cost of bonding em- 
ployes, medical examinations, and 
fees if employes are hired through 
an employment agency. The work- 


Winston Freed 
Of 15 Counts on 


Popovic Titles 


CLEVELAND.—Bert R. Winston, 
former president of Mutual Finance 
Co., has been cleared of 15 counts 
of failing to deliver titles to per- 
sons who bought cars from the 
bankrupt N. J. Popovic Chrysler- 
Plymouth dealership. 

A directed verdict of acquittal 
was ordered by Common Pleas 
Judge J. J. P. Corrigan after the 
prosecution had completed its 
case in the trial of Winston, a co- 
defendant with Popovic. 


Corrigan held that the state had 
not offered enough evidence of con- 
spiracy between Popovic and Win- 
ston to require the latter to pre- 
sent a defense. 

Popovic, who was indicted with 
Winston on the same 15 counts, 
pleaded guilty earlier to two counts 
and is in Cuyahoga County Jail 
awaiting sentence. He said he was 
too ill to stand trial. 


After the acquittal, Dennis J. Mc- 
Guire, an assistant county prose- 
cutor, claimed that the case had 
pointed up a need for legislation 
to bar a lending institution from 
obtaining and holding certificates 
of title as security in auto financ- 
ing. 

During the trial, Popovic testi- 
fied that his dealership was heav- 
ily in debt to Mutual Finance Co. 
on floor-plan loans and that Win- 
ston had directed Chrysler Corp. 
to forward to Mutual titles on ve- 
hicles financed for Popovic. 

McGuire said “it should be made 
a criminal offense for a lending in- 


_ |stitution to hold a car title as se- 


curity whether the dealer is in good 
financial circumstances or not.” 


He added that the present state 
law makes it mandatory that the 
manufacturer send the title to the 
dealer. 

“As long as a finance company 
plays with a dealer who is out of 
trust (behind on wholesale mort- 
gage payments), he is gambling 
that the dealer will pay interest on 
floor-plan and retail mortgages,” 
McGuire said. 





Cooke Collapse Spurs 


New Try for Titles in Ky. 


LOUISVILLE. — Another at- 
tempt to pass a title law will be 
made during the 1962 session of 
the Kentucky General Assembly 
as a result of charges of mort- 
gage duplication growing out of 
the collapse of two Louisville 
dealerships owned by Thurston 
Cooke, according to Thomas L. 
Ray, House majority leader. 

Ray said that mortgage forgery 
and duplication would be impos- 
sible under a title law like the 
one proposed at the 1960 legisla- 
tive session. It was turned down 
in the House, A similar attempt 
failed during the 1958 session, 





Late Report... 


ers also get a ninth paid holiday. 

The association signed the agree- 
ment with Teamsters Local 78, Ma- 
chinists Loca] 1546 and Auto Paint- 
ers Union Local 1176. 

The association represents deal- 
ers in Oakland, Berkeley, Albany, 
Alameda and San Leandro, Calif. 


NLRB Rules Against Dealer 


i BUFFALO, service employes of 
Mernan Chevrolet, Inc., voted 
29-to-21 in favor of representation 
by United Auto Workers Local 55 
in an election conducted by the 
National Labor Relations Board. 

In Detroit, bumpers and paint- 
ers at Evans Lincoln-Mercury, 
Inc., voted 3-to-0 in favor of rep- 
resentation by Teamsters Local 
376. The election was conducted 
by the NLRB. 

In Syosset, N. Y., the NLRB has 
ordered and Plainview Motors, Inc. 
(Ford), has agreed to “cease in- 
terrogating its employes concern- 
ing their union activities; engaging 
in surveillance of their union ac- 
tivities, and promising or granting 
economic benefits to induce em- 
Pployes to refrain from union affilia- 
tion or activity.” 

The board also ordered the firm 
to cease “threatening to inflict 
bodily injury on employes who 
picket its premises or threatening 
to cause employes who picket its 
premises to be refused employment 
by other employers; or in any other 
manner interfering with, restrain- 
ing or coercing employes in their 
rights” to join a union. The com- 
plaints were filed by Teamsters 
Local 810. 

Meanwhile, the United States Su- 
preme Court last week agreed to 
decide if Federal courts have power 
to upset the results of a NLRB 
representation election on a nar- 
row issue of the way a company’s 
name appeared on the ballot. 

The Government contends the 
board’s election machinery will be 
“seriously impaired” if courts are 
given power to set aside voting re- 
sults for “patently insubstantial” 
reason. 

+ * ” 


Glass Contract Extended 


il THE glass industry Pittsburgh 
Plate Glass Co. and the United 
Glass and Ceramic Workers of 
North America announced that 
their contract covering approxi- 
mately 10,000 workers has been ex- 
tended to Feb, 16, 1962. 

The contract, not due to ex- 
pire for eight months (Feb. 16, 
1961), insures uninterrupted op- 
erations for the next 20 months, 
company and union officials said. 
In contrast, the last contract was 

signed following a 134-day strike, 
the longest in the company’s his- 
tory. The strike also curtailed pro- 
duction at most auto plants. 

* * * 


Rubber Talks Set 


ir THE rubber industry, starting 
dates for wage negotiations be- 
tween the United Rubber Workers 
and three of the four major rubber 
companies were announced by L. S. 
Buckmaster, international presi- 
dent of union. 

According to Buckmaster, the 
talks will start with Firestone 
Tire & Rubber Co, July 18 in 
Cleveland. The union and Good- 
year Tire & Rubber Co. will open 
negotiations in Cleveland on July 
26, and wage talks with United 
States Rubber Co. will get under- 
way in Cincinnati July 26. 

A starting date and site for talks 
with B. F. Goodrich Co. have not 
been set, Buckmaster said. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $3 last week to stand at $966, according to Automotive 
News’ index. 

Four models ran counter to the trend with gains amounting to 


$5 on '60s, $5 on ’58s, $4 on ’55s and $1 on ’53s. All had shown set- 


backs a week earlier. 


Losses on last week’s index amounted to $3 on 56s, $6 on 57s, 
$9 on "4s and $20 on ’59s. Record lows were the result for ’57s 


and ’56s. 


At a group of representative auctions last week, the sales ratio 
was 70.5 percent, compared with 68.7 percent the previous week. 
The sales ratio had not been above 70 percent since early in May. 

Auction reports begin on Page 58. 








Dealer, Unions Sign 5-Year Pact— 

A five-year agreement covering 50 dealers and service department employes is 
signed in Oakland, Calif., by, from left, Walter Bovie, Teamsters Local 78; Marc Hardin, 
legal counsel; Edward Goldie, president, Eastbay Motor Car Dealers Assn.; Ed Slusser, 
association secretary-manager; E. H. Vernon, Machinists Local 1546, and Leslie K. 
Moore, Auto Painters Local 1176. 


Senators Act on Bill Seeking 


Safety Items in 


WASHINGTON.—A House- 
passed bill to require the federal 
government to purchase vehicles 
equipped with safety devices that 
conform to the standards set by 
the Secretary of Commerce—spon- 
sored by Rep. Kenneth Roberts, 
Alabama Democrat — was given 
supporting testimony last week. 

A Senate Interstate Commerce 
Subcommittee, headed by Senator 
George A. Smathers, Florida 
Democrat, took testimony from 
Roberts; George C. Stewart, Na- 
tional Safety Council; John O. 
Moore, Flight Safety Foundation; 
James Goddard, Federal Aviation 
Agency, and Dr. A. L. Chapman, 
United States Public Health Serv- 
ice. 

Roberts told Automotive News 
he is hopeful of Senate passage this 
session. He said that requiring the 
federal government to give recogni- 
tion to the application of knowl- 


Evans Succeeds 
Mullery as Head 
Of Chicago Assn. 


CHICAGO.—Directors of the Chi- 
cago Automobile Trade Assn. have 
elected Maxwell S. Evans president 
to succeed Don C. Mullery. 

Evans, an auto 
dealer here since 
1938, heads Bel- 
Park Motors, Inc. 
(Oldsmobile), 3350 
N. Cicero Ave. 
Mullery, owner of 
Broadway Ford, 
was CATA presi- 
dent three years. 

Other new offi- 
cers were James 
V. Mancuso, Man- 
ecuso Chevrolet, 
Fred 





M., 8S. Evans 
Inc., Skokie, vice-president; 
G. Litsinger, Litsinger Motor Co. 
(Ford), vice-president, and Joseph 


Levy, Walton Motors 
secretary. 

Walter A. Gerwig, Gerwig-Nelson 
Motors (Buick), was reelected 
treasurer, and Edward L, Cleary 
ie reelected executive vice-presi- 

ent. 


Evans, a native of Chattanooga. 
Tenn., came to Chicago in 1922, a 
year after he was graduated from 
Purdue University. He first was 
employed by a manufacturer of 
steering wheel locks for Model T 
Fords and later was a sales engi- 
neer for the Portland Cement Assn 

Before he became a dealer, he 
was in sales work for National 
Bond & Investment Co., an early 
automobile financing organization 
that later was taken over by Com- 
mercial Credit. 


(Chrysler), 


Swenson on Philly Board 


PHILADELPHIA. — Raymond F. 
Swenson, Ray Swenson, Inc., has 
been appointed to the board of di- 
rectors of the Philadelphia Auto- 
mobile Trade Assn., to fill the un- 
— term of Robert E. Berto- 
ett. 


Federal Cars 


edge which we have is the “least 
we can do.” 

He also was hopeful that the ex- 
ample of the federal government 
would filter to the public as it has 
with other safety bills, 

In any case, Roberts noted that 
a tangible result of enactment 
would be a body of statistics made 
available so that more effective 
public-health protection could be 
provided. 


Senate Committee 
OK’s Revised Bill 
On Study of Smog 


WASHINGTON. — The Senate 
Public Works Committee has fav- 
orably reported a revised version 
of the third air-pollution research 
bill, proposed by Senator Thomas 
H. Kuchel, California Republican. 

The committee added a section 
under which the surgeon general 
of the United States Public Health 
Service could call hearings as part 
of the federal investigation of 
“smog” problems. 

The committee refused to lift the 
present money ceiling or to extend 
the act for an indefinite period of 
time. 

Under the revised bill, whenever 
the surgeon general believes such 
steps are warranted or is requested 
by a state or local air pollution 
control agency, public hearings 
may be called. 

They would be held by boards 
appointed by the new secretary 
and reports would be made to the 
surgeon general on such matters as 
cause, existence, and effect of the 
problem, progress toward abate- 
ment and recommended corrective 
action. 


AMA Directors 
Vote $1.7 Million 
To Safety Groups 


DETROIT.—The directors of the 
Automobile Manufacturers Assn. 
have approved grants totalling $1,- 
706,000 for the coming fiscal year 
to promote traffic safety and effi- 
cient use of highways, President L. 
L, Colbert announced last week, 

Such grants have been made an- 
nually by AMA vehicle manufac- 
turers for more than 20 years, sup- 
plementing the industry’s multi- 
million-dollar safety research and 
engineering activities. 

This will be the seventh consecu- 
tive year in which the total grant 
has exceeded $1 million and the 
third time it has topped $1.5 mil- 
lion, 

The largest AMA grant—nearly 
$1 million—will. be made to the 
Automotive Safety Foundation, a 
national organization providing fi- 
nancial aid and technical assistance 
for highway safety activities 
throughout the country. 

Supported by industry since its 
inception 23 years ago, the founda- 
tion has received more than half its 
funds from motor-vehicle manu- 
facturers. 
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NADA Is Lone Su ms : 


Makers Bar Bonuses, 
Scorn Enabling Bill 


(Continued from Page 1) 


the impression that the “majority| sures that we are all trying to 
of our own dealers do not want| avoid in this country.” 
legislated territory security and} Moreover, if reduced cross-selling 


would not be in favor of any of the and increased prices reduced total 
plans yet proposed.” sales volume, he said, there would 


- 3 be “further pressure to increase 
Ford's specific objections are: prices” and other adverse implica- 
‘1. If our company adopted a 


tions such as unemployment. 
plan under the legislation it might) ‘The third strong objection raised 
be subjected to serious charges, 


by Ford was the administrative 
both public and private, of having| burden imposed on manufacturers 
violated the antitrust laws. which Gossett described as “un- 

“2. Any such plan would require| bearable.” The system once used 
an increase in the prices of our|by Ford—infringement payments 
products to the public. 


between dealers—was difficult 

“3 The administration of the|@nm°ugh even with its built-in, self- 
plan would be extremely difficult policing feature, he said, and the 
if not impossible.” 


bonus payment system would be 
* Bd * 


even worse. 
Fore. like GM, felt that refer- 
ence to only the Robinson- 
Patman Act made auto makers ex- 
tremely vulnerable to antitrust 
suits “by the government, by dis- 
senting dealers and by third par- 
ties.” Gossett mentioned the pend- 
ing cases against Volkswagen and 
Renault. 
“Such suits could be directed not 
only against the manufacturers, 
but against the dealers as well,” he 


Ps Saas ach applies only to the automobile in- 
dustry, it might be adjudged to be 
unconstitutional class legislation.” 
Moreover, federal preemption over 
state laws should be clearly stated, 
he said. 

Questioned by Dingell on Chrys- 
ler’s policy of rebates, discounts 
and allowances, Quinn said they 
were all made uniformly and in 
compliance with the Robinson- 
Patman Act. 

* 





ae 








* * 


Dealer Objections 


A NUMBER of car dealers speak- 
ing for themselves and not as 
a formal organization testified 
against the Harris bill. 

R. K. Helmold, Helmold Motor 
Co., Apex, N. C., was accompanied 
by Jim Lee, Elm City, N. C.; John 
Sustare, Nashville, N. C., and R. E. 
Davenport jr., Farmville, N. C.; 
Ray Bradley, Broken Arrow, Olka., 
and Kenneth Krum, Vicksburg, 
Mich., associated themselves with 
the viewpoint expressed by Helm- 
old. 

Helmold said: “We believe that 

the purpose and intended effect 
se of the drive for protected terri- 
tory is to legalize price discrimi- 
nation on an area basis in auto- 
mobile marketing by special class 
legislation . . . We believe that 
the automobile buyer and the in- 
dustry will suffer substantially if 
this bill or one like it is enacted.” 

These dealers, speaking individ- 
ually, agreed that they did not 
want “security at the price of loss 
of opportunity.” 

They respectfully suggested that 
“the question is whether the nat- 














































Competitors and SAE Top Officers— 


Four top auto industry engineers who also are officers of the Society of Automotive 
Engineers meet at the summer meeting of the SAE in Chicago. From left: Robert John- 
son, a Curtiss-Wright executive engineer; Ralph Isbrandt, AMC's director of engineer- 
ing; Harry Chesebrough, Plymouth general manager, and Harry Barr, Chevrolet chief 
engineer. Chief topic: SAE’s International Congress and Exposition next January in 
Detroit's Cobo Hall. 





* * * 


OSSETT felt that it would be 

necessary under the Harris bill 
to delineate sales territories pre- 
cisely and then adjust them from 
time to time. 

This would not only give rise to 
serious disputes, he contended, but 
it “would be a very difficult task 
and would become more so as popu- 
lation patterns shift, more people 
move to the suburbs, new cities 
spring up and buying habits 


form of territory security, “It 
should be written in the broadest 
terms possible, leaving the method 
of implementing” it to the manu- 
facturer. If Congress does spell out 
a method, then the penalty ap- 
proach, Chrysler thinks, would be 
the “least undesirable.” 

The Chrysler survey of its own 
dealers about their attitude to- 
ward territory security wag ex- 
plained to the subcommittee, The 
poll was taken in January, 1959, 


majority of your dealers wished us 
to do so, our company would try 
to devise and place in effect a 
workable and sound system of ter- 
ritory security.” 

But he stressed that “we would 
not regard as workable or sound 
a plan that would result in signifi- 
cant increases in the costs or prices 
of our products, or that would in- 
volve substantial legal] risks to our 





said. 

“The private damage actions 
could be expected from dissenting 
dealers, claiming that the com- 
petitive disadvantage that they 
suffered in making extra-terri- 
torial sales damaged their busi- 
nesses, and from extra-territorial 
customers, including used-car 
dealers, claiming injuries from 
the higher new-car prices that 
they were required to pay.” 
Gossett was also concerned about 
the possibility of suits under the 
Good-Faith Act. “For example,” he 
said, “one basis of a claim under 
that act could be that the forced 
imposition of the territory bonus 
plan was coercive in effect in that 
it compelled the dealers to restrict 
their sales activities, on pain of 
losing their franchises if they did 
not. agree.” 

Ford also mentioned the possibil- 
ity of suits under state laws, many 
of which have comprehensive anti- 
trust laws patterned after federal 
laws. 

*” * om 


Fears Price Hike 


RD’S second main objection to 

the Harris bill is that its “in- 
evitable” effect would be to increase 
prices. Enactment would “force the 
manufacturers either to absorb all 
or part of the tremendous costs of 
the payments or to increase their 
prices to dealers with resulting 
price increases to the public or 
both,” Gossett said. 

Because auto makers could not 
absorb what Gossett estimated as 
about $600 million a year, the 
public would have to—“thus in- 
creasing the inflationary pres- 


Daal 






change, with the advent of express- 
ways and other means of rapid 
travel between communities, or be- 
tween home and work.” 

The burden of checking sales, 
registrations and residences was 
also great, the Ford spokesman 
attested. “While most dealers 
would not knowingly file false 
claims,” he said, “the many mil- 
lions of dollars involved would 
require the manufacturers to at- 
tempt to police the system close- 
ly and try to, establish a feasible 
means of verifying the claims. 
“In our opinion, the manufactur- 

ers could not do this without in- 
curring inordinate expense. But 
even if it were feasible to police 
the system and verify the claims 
with thoroughness, to do so would 
inevitably antagonize many dealers 
and their customers, Any disputed 
payments that might be withheld 
by the manufacturers, of course, 
would be withheld at their risk and 
might subject them to serious 
claims and litigation.” 

Ford’s representative stressed 
that his company would not parti- 
cipate if such a plan were put into 
effect. He said that just last week 
a representative group of Ford 
dealers (in Dearborn on other busi- 
ness) was asked for views and each 
was opposed to the bill and to the 
whole concept of territory security. 

Gossett quoted headlines from 
AUTOMOTIVE News as evidence that 
dealers were themselves badly di- 
vided on the issue. 

* * oe 
Ford Survey Cited 

N CONCLUSION, Gossett reiter- 

ated that “if adequate legisla- 
tion were passed and a substantial 





Newspaper Representatives Elect— 


Shown are new officers and directors of 


the Detroit Chapter of the American Assn. 


of Newspaper Representatives for the 1960-61 term. Standing, are, from left, Edwin 


Charney, director, Branham Co.; William E. 
Service, Inc.; Thad S. Hadden, secretary, Sawyer-Ferguson-Walker Co.; E. S. Stagg, 


Anderman jr., director, Hearst Advertising 


director, Kelly-Smith Co.; Richard T. Healy, treasurer, Katz Agency, Inc.; Wallace E. 


Bates, director, Chicago Tribune. Seated: Stanley E. Cloutier, first vice-president, Story, 


Brooks & Finley, Inc.; John L. Sterling, president, Cresmer & Woodward, Inc.; Carl B. 


Hicks, second vice-president, Gannett Advertising Sales, Inc. Robert Erickson, director, 


Moloney, Regan & Schmitt, Inc., is not pictured. 





company or our dealers, or that 
would entail undue administrative 
burdens and costs.” 

Ford put into the record a sum- 
mary of its own survey of its deal- 
ers. It covered the extent and prof- 
itability of cross-selling as well as 
what kind of plan, if any, their 
dealers wanted. 

Sixty-four percent said they did 
not favor any plan to minimize 
cross-selling if federal legislation 
were involved, but 65 percent 
would favor a plan if federal law 
were not involved, Of those deal- 
ers, 54 percent preferred the 
NADA plan to the old Authorized 
Dealers Survival Assn, plan. 

Under questioning by Rep. John 
Dingell, Michigan Democrat, Gos- 
sett said that all rebates, discounts 
or allowances the company made 
were equal to all dealers under the 
Same circumstances. 

Replying to an implication made 
earlier by a dealer, the Ford vice- 
president declared that all rebates 
were made in compliance with the 
Robinson-Patman Act. 

Gossett also said that he thought 
legislation on the federal level was 
not needed. Cross-selling and dealer 
competitive practices are a con- 
tinuing problem with manufactur- 
ers, he said, but companies are 
better able than the government to 
work out the difficulties. 

* oe * 


E C. QUINN, Chrysler Corp. 
* sales division vice-president, 
opposed the Harris bill on much 
the same grounds as manufacturers 
testifying earlier. 

He said the bonus-payment plan 
“would involve substantial addi- 
tional costs to the dealer and the 
ear-buying public to cover the 
costs of the dealer bonuses, the 
administrative and policing ex- 
penses required and the higher 
wholesale finance costs involved.” 

Quinn estimated that adoption 
by all manufacturers of such a 
plan would require that about 
$100 million be added in wholesale 
credit available to dealers and that 
new-car distribution costs to deal- 
ers or the public would be in- 
creased about $6 million. 

He asserted that “dealers would 
have to acquire many millions of 
dollars more in additional working 
capital to finance their operations 
during the year while they are 
awaiting repayment of their bonus 
money.” 

Chrysler felt that it would have 
to tabulate and verify cars sold by 
dealers. All those costs would prob- 
ably amount to the full bonus 
amount being passed on ‘to the 
public, although the figure might 
be lowered after some years of ex- 
perience. 

+ * bd 


Penalty ‘Least Undesirable’ 


HRYSLER’S position was that 
if Congress does pass some 





and showed that only 28 percent 
favored territory security and 72 
percent were either against it or 
expressed no opinion. 

Quinn asserted, “On the basis of 
our survey, it would seem that 
there is no clear-cut, preponderant 
opinion for or 
against territory 
security among 
our dealers.” He 
referred to 
NADA’s poll and 
found it is “quite 
likely that many 
dealers erroneous- 
ly believed that 
such a system 
could be put into 
effect without 

E, C. Quinn costing the deal- 
ers or the public anything.” 

The additional discount — bonus 
payment — Quinn insisted, “must 
come out of his selling price, if the 
manufacturer is to stay in busi- 
ness.” 

* cd * 
E CALLED the administrative 
problems “substantial,” and he 
outlined difficulties in delineating 
territories and the need to change 
boundaries. 

Quinn looked at it from the deal- 
er’s viewpoint and found problems 
with “two prices,” customer rela- 
tions and certification of addresses. 
He also mentioned the special 
problems of government cars and 
fleet owners and asked whether a 
lease with an option to buy would 
be a sale or a lease. 

Quinn, like the other manufac- 
turers, raised the need to broaden 
the law to include exemption 
from all the antitrust statutes as 
well as the Good Faith Act. 

He also noted that “since the bill 


ural operation of the market or a 
cartel system which penalizes the 
customer who crosses a boundary 
made in Detroit, offers the best 
assurance of a healthy automotive 
distribution system.” 

These car dealers denied that 
customers went out of their terri- 
tory because of dissatisfaction with 
service. They said they serviced 
sales and depended upon repeat 
sales. 

aK + * 

HE North Carolina dealers took 

issue with the figures NADA 
gave for dealer profits, They con- 
tended that figures which show a 
decline in profits from 6.3 percent 
in 1950 to 0.7 percent in 1957 “are 
AFTER all owner’s salaries and 
employe’s bonuses.” 

They continued: “We believe it 
is, for obvious tax reasons, a near- 
universal practice for the owners to 
take as much of the yield of the 
business as legally possible in sal- 
ary. Therefore, statistics on profits 
after this deduction are all but 
meaningless.” 

They also took issue with the 
NADA poll. “Even with this 
loaded question,” they charged, 
“projection of the NADA per- 
centages to the entire franchised 
dealer body discloses that more 
than 10,000 franchised dealers 
oppose this legislation and thou- 
sands more have taken no posi- 
tion. 

“As has been said, this is a split 
not a mandate and, naturally, those 
dealers opposed resent the pretense 
that the nation’s dealers favor this 
legislation.” 

The dissident dealers said they 
had been contacted personally by 
many dealers from all over the 

(Continued on Page 66, Col, 1) 








Delaware Dealers Choose Officers— 


Leaders of the Delaware Automobile Dealers Assn. are, from left, front row: Isadore 
Keil, Wilmington, treasurer; Howard S. Abbott, Georgetown, president; Nelson C. 
Quillen, New Castle, retiring president, and Ebe S. Townsend sr., Dover, first vice- 
president. Back row: Paul J. Roney, Wilmington, executive secretary; Lovis W. Burton, 
Georgetown, third vice-president; Frederick Schermerhorn, Wilmington, second vice- 
president, and Charles L. Hall, Smyrna, director. 
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For Full Information 
On The 
RAMBLER FRANCHISE 


_.. Mail this card today! # 


Yes, I’m interested in learning about the Rambler 
franchise. I would like to receive more information. I 
understand I am under no obligation, and that my in- 
quiry will be held in strictest confidence. 
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Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 


AIR MAIL CARD TODAY! 


Director of Dealer Development 
American Motors Sales Corp. 


Daa Mame 


Detroit 32, Mich. 


VIA AIR MAIL 
















Why It Pays To GO And GROW With Rambler... 


ONLY RAMBLER DEALERS SELL ALL 3 
DIFFERENT SIZES OF COMPACT CARS 


a ” 
Rambler American en i a 
Deluxe 2-Door Sedan 7 = lf Pe ih e a —— V7 WR - NX on tan a. 
: . \ hs 


athe. 



























By aT ail THE ECONOMY COMPACT— RAMBLER AMERICAN 


Here is America’s recognized economy king, sell- station wagons start at least $205.00* below any cores “4 79 5 

ing for at least $117.00* less than any other car wagon built by the other four major U. S. 

built in America! And the Rambler American manufacturers. ee ae 
Rambler Six 4-Door 


Custom Hard Top — 
cc VV wi __a 
ran see tt TOE EEA ete. 


ns 















Rambler Six 5-Door 
Custom Station Wagon 


| 


Ect THE ALL-PURPOSE COMPACT— RAMBLER 6 and V-8 


* 
Imagine selling a car that offers all the ad- is now the fastest selling six-cylinder wagon Prices ‘2098 


vantages of the old “low-priced field” —but with in America! No wonder Rambler dealers are oe 


comparable models priced as much as $240.00* smashing sales records month after month—and For Rambler Six 4-Door 
less! And the Rambler six-cylinder station wagon Rambler dealers’ profits are well above average! Coheeh SOCan et eee 


Ambassador 4-Door Custom Station Wagon 





TSE] THE COMPACT LUXURY CAR— AMBASSADOR V-8 by ramus 


s 

Only Rambler dealers sell a compact luxury car And Rambler dealers can sell this exciting car Prices a 587 
. a car that combines superb performance and for about $50.00* more than cars in the old low- art at 

engineering and finely tailored interiors with the priced field—based on comparable models! For Ambassador Ve 8 8 Super 

compactness that has made Rambler famous. 4-Door Seda 







*All prices and pri isons based ufacturers’ 
Only Rambler Dealers Sell 33 Compact Car Models saa pued Cee amar cae ee eee 
Including 17 Station Wagons! it any, and optional equipment extra 








There Are Still \ IMPORTANT! 
Rambler Dealer Franchises 


Available In Select Markets 
Including Some Metropolitan Areas 


‘ Seid Wid ai a= nee tmaace tok te eaaaintea reseas eti: oe DO ae TODAY! 
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AUTOMOTIVE 





else in the 


AUTOMOTIVE NEWS PLATFORM 


¥ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


1 2. Every dollar of auto excise 


gasoline and oil taxes, collected by states 

and U. S. governments, applied to building and maintenance of highways; 

1 3. Guard the precepts of individual freedom, which made the U, S. A. 

great and were citizens more of the better things of life than anywhere 
world. 





Capsule Comment 


NADA President Birkett Williams sees even hotter compe- 
tition growing out of introduction of additional compact 
cars 


What’s that someone said about the buyers’ market ar- 


riving in 1953? 


NADA has begun a study on making auto selling a pro- 
fessional career much like the life insurance industry has 


done for its salesmen. 


If the life insurance people can do it, so can the auto 


industry. 


An AUTOMOTIVE NEWS survey shows parts and service 
profit this year is running ahead of last year’s totals. 
Service profits can help the dealership in years when 
auto sales are strong, as ‘well as in the slower years. 


In the face of many reports of 


sales of imports, 


a number of the foreign makes have shaved their prices. 


Competition, like the rain, falls on one and all. 


An easing of the money market indicates that dealers 


won't face an increase in floor-plan charges in the near 


future. 


Good news at a time when stocks are well above the one- 


million mark. 


Dealers report many sales and dwindling profits as the 
cleanup gets off to an early start. 
What’s being cleaned up—the stock of 1960s or the 


dealers? 


Rambler announces it will build autos on the Island of 


Malta. 


If Ford did likewise, would we have a.Maltese Falcon? 
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Coming 
Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


July 21-24—Automotive Trade Assn, Man- 
agers, Grand Hotel, Mackinac Island. 
Aug. 7-9—Geo 
bile Dealers 

Atlanta. 


Aug. 14-17—Automobile Dealers Assn, of 

est Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 


Aug. 28-29—Wyoming Automobile Dealers 
Assn., Cody. om , 


Sept. 11-13—New Hampshire Automobile 
Dealers A F 


‘arragut House, Rye 
Beach, N. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 
apolis, 

- ~ 13-14—Federation of Automobile 

ealers of Canada, Toronto. 

Sept. 


16-18 — Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland. 


Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville, 


a 18-20—New York State Automobile 
ee The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee, 
Sept. 30-Oct. | — Montana Automobile 
ealers Assn., Rainbow Hotel, Great 
Falls. 

Oct. 10-12 — Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago. 


Oct, 23-25—New Jersey Automotive Trade 
Cin Chalfonte-Haddon Hall, Atlantic 
ity. 


ia Independent Automo- 
sn., Henry Grady Hotel, 


Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 


Nov. 15—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 


Jan. 15-19—National: Independent Auto- 
oo Dealers Assn., Eden Roc Hotel, 
iami. 


Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 


May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 


* * * 


Auto Shows 


Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23—International Foreign and 
Sports Car Show, Commonwealth Ar- 
mory, Boston. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov. 9-12—Denver Auto Show, Coliseum, 
Denver. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

e. 6 58 


General 

July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 

ackinac Island, Mich, 

Sep? 6-16, 1960—Production Engineering 
how, Navy Pier, Chicago. 

Sept. 6-16, 1960—Machine Tool Exposition, 
nternational Amphitheatre, Chicago, 
Oct. 16-2i—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 

New York City, 

Oct. 19-22— Automotive Wholesalers of 
Texas, Rice Hotel Convention and Booth 
Conference, Rice Hotel, Houston, 

Oct. 2426—Truck and Body Equipment 
Convention and Exhibit, Sherman Hotel, 
Chicago. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
‘ference, Edgewater Beach Hotel, Chi- 
cago. 


The Big Stories 
34 Years Ago—1926 
Eighty-seven percent of the 4,763,428 automobiles manufactured in 
the six leading motor vehicle producing countries of the world in the 


first six months of 1925 were built in the United States. The U. S. 
accounted for 4,154,269, Canada, France, Italy, England and Germany 


produced the remaining cars. 


20 Years Ago—1940 


Showing an increase over the comparable 1939 period, the auto in- 
dustry produced 2,541,202 cars and trucks during the first six months 
of 1940. 


10 Years Ago—1950 


Stocks of new cars at dealerships on June 1 totalled 396,243 units. 
Of that total, 236,043 were actually on hand while another 160,300 


were still] in transit. 




















Automotive Cartoon 


Of the Week 





‘Comments on Imports .. .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Rundown on Top 20 Imported Cars 


On receiving registration figures from R. L. Polk & Co. for the first 
four months, we were quite pleased to note the position Saab now holds 
within the industry. We hope you'll find a bit of space to recognize what 
we feel is a pretty good job. 

Following are some comments on import registrations through April. 
For your information, I am attaching a rundown of the top 20 makes: 





January to April Comparisons 













Four Months, Four Months, Change 
1960 1959 Units Percent 
Total Industry ........... 2,168,250 1,918,419 + 249,831 +13.0 
Domestic Cars .......... 469 1,738,660 + 247,809 +14.2 
(91.62% of (90.63% of 
total) total) 
Imported _..............0. 181,781 179,759 + 2,022 + 11 
* * * o * 
52,294 32,512 +60.0 
27,396 23,438 
10,941 14,400 
10,383 12,169 
8,753 11,665 
5,941 12,400 
6,944 








Seeeresereeseeeeeees 
Prrerrrrteeeee 
Prrererrirtttr 


19,782 
3,958 
3,459 
1,786 
2,912 
6,459 
1,546 

7132 
2,170 
4,405 

530 
1,064 
1,583 

608 

655 

65 
523 
92 
304 
954 
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10 increasing their sales and 10 
decreasing. 

2. Of the top 20, VW shows a 60 
percent increase, Peugeot increased 


1. Of the 57 makes listed by Polk, 
only 27 registered more than 500 
cars during the first four months 


of this year. Of these, 12 showed | by 29.8 percent and in third spot is 
an increase and 15 a decrease. Of| Saab, up 22.9 percent over the first 
the top 20 there was an even split,| four months of 1959. (Here we have 

‘discounted Sunbeam, since a com- 
parison of “Alpine” sports car with 
last year’s “Rapier’ is not at all 
valid. The combined Sunbeam-Hill- 
man figures show a substantial de- 
crease for Rootes group registra- 
tions.) 

3. The makes showing the great- 
est decrease are Simca, off 25 per- 
cent, and Hillman, which is down 
49 percent. 

4. Total registrations of the top 
20 were up 1.7 percent. 

Finding Saab in third spot 
points up the basic soundness of 
Saab’s approach to marketing. 
Since its arrival here in the 


We have experienced a growth 
(Continued on Page 16, Col, 4) 











LOWER PRICE WITH BENDIX HYDROVAC® POWER BRAKES 


Vacuum is the most popular power brake type by a big been sold is that they save money. They cost less to buy .. . 
margin—and, among vacuum power brakes, Bendix Hydro- less to maintain. Any way you look at it, whether you 
vac is specified more often than all other makes combined. build, buy, sell, or operate trucks, you'll find it pays to 
One big reason why over 5% million Hydrovac units have specify Bendix Hydrovac—the best in power braking. 





PROTECTION-—Hydrovac furnishes maximum de- PAYLOADS-—Hydrovac weighs considerably less, per- 
pendability—with built-in safety standby of manual braking mitting up to several hundred pounds more payload—and 
in case of power failure. thus adding to profit. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes 


Bendix sivision South Bend, inp. 
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Auto News in Brief 


TEMPLE, Tex.—Ira Young,| motive replacement parts that it 
president of Ira Young Motor Co.,| is manufacturing. The warehousing 
has received the Chrysler Corp.|of Transit Parts’ complete line is 
Quality Dealer Award. The award/ now located in the same building. 
was the seventh presented in Texas * * * 
ae the 78th in the nation, Chrysler 
sai 























VW Distributor Uses Plane 
To See Dealers in 3 States 


Avis Cars Have Phones JACKSONVILLE, Fla.—Thirty- 
CASPER, Wyo.—Robert C. But-/| five dealers scattered throughout 
scher, manager of the Casper; a three-state area would pose a 
branch of Avis Rent-a-Car System,| management problem to most 


has announced that telephone- 
equipped cars now are available in 
cars being rented here. The mobile 
phones have a range of about 40 
miles, he said. 


* + 

Marx Heads 
MINNEAPOLIS. 
8. manager of the Minnesota 


Marx, 
Auto Damage Appraisers, has been 
elected president of the National 


* 
Appraisers 
— Clifford 


Auto Damage Appraisers. The na-| gioioss And distri 
tional organization has offices in| jinout calling on hie "ale. 
105 cities in the United States. With our plane, we set our own 


Chrysler Honors Ganoe 
LEWISTON, Pa.—Ganoe Motors 
has received a Chrysler Corp. Qual- 
ity Dealer Award. 
* + * 


Renaults to Roll in Argentina 


CORDOBA, Argentina.—Produc- 
tion of the Renault Dauphine will 


James F. McCloud, 
president. He said IKA, a Willys 
affiliate, produced a record 8,683 
autos and trucks here in the first 
quarter. 

* e 


> 

Renault Building in Algeria 

ALGIERS, Algeria.—The corner- 
stone hag been placed at the new 
Algerian plant of Regie Renault, 
which is expected to be completed 
in about 18 months. The plant is 
due to turn out 50 Dauphines daily. 


Goodrich to Combine 


Cincinnati Facilities 

CINCINNATI.—B. F. Goodrich 
Co. will open a $250,000 tire center 
here in November at 3884 Spring 
Grove Ave. 

The new center will combine 
under one roof the firm’s present 
retail] and service facilities at 12th 
St. and Central Parkway and its 
Armory St. tire-recapping plant. 

- 


College Gets Engine 


Arkansas for use in its technical 

training program. Fred Ivey and 

Homer Fry head the dealership. 
- * 


Shatter proof Glass Begins 
New Detroit Headquarters 

DETROIT. — Shatterproof Glass 
Corp. has begun construction of a 
two-story administration building at 
4815 Cabot Ave., adjacent to its 
manufacturing plant. 

The new building will have more 
than 18,000 square feet of floor 
space. It is scheduled to be com- 
pleted in December. 

. 


+ + 
Midway Ford Builds. 

ST. PAUL.—Construction has 
started on the new $350,000 building 
for Midway Ford on University 
Ave. to replace the structure de- 
stroyed by fire last Dec, 10. 

o * o 


Worner Remodels 


FERGUS FALLS, Minn.—Worner 
Rambler has remodeled its building 
at 321 S. Mill St. here to provide 
more display space, according to 
Iram Worner, owner. 

* * * 


Transit Parts Building 


Seen as Aid to Service 


WILLOUGHBY, O. — Increased 
production and faster shipping of 
its line of automotive replacement 
parts will result from the 9,000- 
square-feet of production area at 
Transit Parts Co.’s new building 
here, according to company officers. 

Many new automatic machine 
tools have been installed to meet 
the production needs of Transit 
Parts’ increasing number of auto- 





schedules and travel quickly and 
comfortably to our destination. 
When our business is completed, 
we either head back or go to the 
next destination.” 


Bauer Named President 
Of Engineers in Detroit 

DETROIT.—Frederick Bauer has 
been elected president of the Engi- 
neering Society of Detroit for the 
1960-61 year. 

Other officers are: Robert M. 
Critchfield, first vice-president; 
Clyde L. Palmer, second vice-presi- 
dent; Howard M. Hess, secretary; 
Bertram Giffels, treasurer, and 
Glenn V. Edmonson, assistant 
treasurer. 





* ? * 
Seaway Slashes Costs 


In Shipping Ramblers 


KENOSHA, Wis.—American Mo- 
tors Corp. recently wag involved in 
a graphic example of how the St.| shipping overland and through 
Lawrence Seaway has reduced | ocean ports, according to William 
shipping costs. 8S. Pickett, director of automotive 

A shipment of 50 new Ramblers | €xport. 
for Kuwait, Arabia, was loaded at 
ree gg Kenosha on Lake Mich- 
gan and moved out over the St. 
Lawrence Seaway. The company New Memphis Branch 
saved more than $6,100—$122 a| MEMPHIS.—Universal CIT Cred- 
car—compared with the cost of|it Corp. formally opened its new 


“Since I do all the window signs 
around town, for a fast fe ru 
tell you where you can really get 
the best deal.” 





Universal CIT Opens 





$125,000 branch and division office 
here at a reception for 400 auto in- 
dustry representatives, bankers, fi- 
mance company Officials and other 
guests, 

G. Lewis Schaffer, vice-president 
and head of the Memphis Division, 
was host. The Memphis branch is 
one of 15 supervised by Schaffer. 


* * * 


Latter-Day Cord Planned 


By Tulsa School Teacher 


TULSA.—Glenn Pray, the high 
school teacher here who holds an 
option to buy the assets of the 
Auburn-Cord-Duesenberg plant in 
Auburn, Ind., hopes to design and 
manufacture a modern version of 
the Cord within five years. 

In the meantime, he plans to or- 
ganize a company to handle parts 
and to service and rebuild the three 
classic cars. Pray himself owns 13 
Cords. 

* * * 


Coast Foundry Licensed 


For U. S. Steel’s T-1 Alloy 


PITTSBURGH.—tThe first license 
to produce castings of United 
States Steel Corp.’s patented “T-1” 
constructional alloy steel has been 
issued to a Los Angeles factory. 

The foundry, Alloy Steel & Met- 

(Continued on Page 15, Col, 3) 





All196O0 U.S. cars use 


Parts made of high performance Enjay Butyl rubber are to be found on every 
one of today’s U.S.-made cars! Over 100 applications . . . dozens of separate parts 


on some cars! 


Butyl was selected because of its many outstanding properties . . . 


Resists weathering, sunlight, ozone, moisture, mildew — in weather-stripping, 


seals, convertible tops and other parts. 


Deadens vibration and sound Smooths the ride — in tires, tubes, and drive-shaft 
insulators. Muzzles squeaks — in shims, sheet-metal seals and insulation. 


Absorbs shock Dynamically softer as well as shock absorbent — cushions bodies, 


bumpers, and motors. 
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ters in Zug, Switzerland. He has ap- 
pointed Arthur Terry III, a mem- 
ber of the Mishawauka sales or- 
ganization since 1954, as European 
manager of the Swiss company, 
which was formed to acquire and 
render technical and management 
assistance to Dodge licensees 
abroad. 





Capsule Reports oo 
Auto News in Brief 


(Continued from Page 14) ® 


* * 
als Co., is authorized to produce| jected to proposals for the reduc- and. 
“T-1” steel castings in a wide range| tion of the amount oil companies 2 Dealers V alized, 
of products for the industries it| deduct from income for depletion One Loses $1,000 
serves in 11 western states, at the commission’s midyear meet- 
a ee ae ing here. 
Honorary Degree Conferred “I feel,” he said, “it is necessary 
for us to maintain the depletion 
On Head of Evans Products allowance in order to leave enough 
PLYMOUTH, Mich.—Edward S.| profit in the oil business to allow 
Evans We president of Evans Prod- for wildcatting and discovery of 
ucts Co., has received an honorary| new fields and the development of 
doctor of humanities degree from| old fields.” 
Hillsdale College, Hillsdale, Mich. * * « 


The college conferred the degree . j 
in recognition of his “business in- Dodge Mf 8 Corp Sets Up 
tegrity and for his service to the| International Organization 
industrial life of this nation.”"| MISHAWAUKA, Ind—Dodge 


Evans is a director of the National} Mfg. Corp. has set its sights on 
Defense Transportation Assn. new markets for mechanical power 













six other establishments, using a 

hammer to smash windows, fix- 

tures and vending machines. 
Andrews Motor Co, (DeSoto- 





* + 


* 
Maps and Travel Tips 


Fords Go to 'School'— * * * transmission products in Europe, 
Alan F. Magno, president, Alan Magno Ford, Inc., Victor, N. Y., bought this 77-| Docking Hits Plan to Cut aa and other parts of! nissributed by Texaco 


NEW YORK.—Texaco’s new ser-° 
ies of touring maps for all sections 
of the United States, Canada and 
Mexico and a new illustrated book- 
let of automotive travel tips are 
being distributed nationally through 
the Texaco Touring Service. 

The material is available on re- 
quest at Texaco Touring Centers 
in New York, Chicago, Houston, 
New Orleans and Los Angeles, and 
the 43,000 Texaco service stations. 

* * * 


Rental Firm Uses Radio 


To Speed Customer Service 


SAN BERNARDINO, Calif.—A 
fleet of cars and trucks equipped 
with two-way radios has proved its 
value in the form of better cus- 
tomer service and more efficient 
operation, according to Harry S. 
Holley jr., Avis Rent-a-Car licensee 
here. 

Six Falcons and two trucks with 
two-way radios cover 25 locations 
with three base stations in San 
Bernardino, Pomona and Santa 
Ana. A relay station is installed on 
the mountains surrounding the val- 
ley permitting a perfect reception 
covering approximately an 80-mile 
area. 


* 
Two Industrial Engines 


Added to Ford Lineup 

DEARBORN.—F ord Motor Co. 
announced the addition of two new 
industrial engines to its lineup of 
power units. 

The two new engines are a 292- 
cubic-inch gasoline engine and a 
172-cubic-inch four-cylinder diesel. 
Each new engine also is offered 
as a ready-to-run power unit, com- 
plete with instrument panel, radia- 
tor and sheet metal housing. 

* - 


GM Cars for Near East 


Shipped from Oshawa 

OSHAWA, Ont.—The 9,000-ton 
freighter Amstelhoek of Amster- 
dam left here with a shipment of 
General Motors cars for ports along 
the Persian Gulf—the first over- 
seas shipment from Oshawa since 
the early 1930s. 

Cars destined for overseas mar- 
kets are usually sent to Montreal 
by rail and shipped from there. 

* * % 


Ship Carries Crude Rubber 


To Inland Canadian Port 

HAMILTON, Ont.—Stevedores 
unloaded a cargo of 225 tons of 
crude rubber from the SS Hartis- 
mere here. 

The rubber was brought directly 
from Singapore by the Hartismere 
for Firestone Tire & Rubber Co. 

Firestone previously moved its 
raw material supplies by railway 
from east coast ports. 

* 


year-old school building and refurbished it as a unique and decorative showroom. | Qj] Depletion Allowance Macl. rf 
The finishing touch was a Schulmerich Carillon in the steeple. The carillon tolls the eee be Gov. George odicnuk ton Maneten ore akan 


hours of the day and marks holiday occasions throughout the year with festive music| Docking, chairman of the Inter-| owned subsidiary, Dodge Mfg. In- 
Customers are invited to choose their favorite tunes. state Oil Compact Commission, ob-| ternational, A. G., with headquar- 





ENJAY BUTYL rubber! 


Beats the heat Stands up in under-the-hood service — in radiator Sous Ofviin: 





hose, firewall grommets, hood bumpers, and gaskets. 15 West 51st Street, New York 19,N Y. * 8 
~ i ; z . io OTHER OFFICES: N Den Headquarter 
Resists tear, flex, abrasion Checks deterioration—in cable bushings, Akron Boston Charlotte x. ca ‘a Ti ’ 
m Chicago Detroit Houston Being t by mpte 
accelerator bellows, pedal pads and gear-shift lever boots. Los Angeles New Orleans Tulsa DENVER.—Timpte Bros. Inc, 


76-year-old Colorado manufacturer 
of truck bodies and trailers, has 
started construction of a new §$1,- 
500,000 facility to consolidate all 
production, engineering and sales 
operations.under one roof. 

Situated on a 20-acre site at 5900 
N. Washington in Denver's north- 
ern suburbs, the Timpte plant will f 
cover more than 115,000 square feet 
of floor space, while a separate of- 
fice and engineering building will 
occupy 12,000 square feet. 


Enjay Butyl rubber is second to none in good looks... it’s easy to 
color and finish smoothly. For more information contact the nearest 
Enjay office. 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 
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Added Task for Hogman eee 














Come to LONOOWN for these 
INTERNATIONAL 
MOTOR SHOWS 










The autumn of 1960 
will be of particular 
interest in London for 
this is a year when these 
two great Motor Shows 
are held. Between them 
they will present all that 
is new in commercial 
road transport and the 
most representative 
display of the world’s 
private cars. Visitors 
from overseas are par- 
ticularly welcome and 


















special facilities to en- 
sure their comfort and 
convenience will be 
available on presenta- 
tion of credentials at the 
Exhibition entrance. 
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THE SOCIETY OF MOTOR MANUFACTURERS AND TRADERS LIMITED 
FORBES HOUSE, HALKIN STREET, LONDON, S.W.1, ENGLAND 






Import-Car News Notes 


A. HOGMAN, president of 
Volvo Import, Inc., has been 
named one of seven new members 
of the Board of Governors of the 
Swedish Chamber of Commerce of 
the United States of America. 

The Swedish Chamber was estab- 
lished in 1906 to foster, facilitate 
and protect the trade between the 
U. S. and Sweden for the interest 
of those employed in trade, busi- 
ness, or the professions within 
Sweden and the U. S., Hogman 
said. 


Peugeot 


PPOINTMENT of Ronald Krei- 

ger as national service man- 
ager of Peugeot, 
Inc., has been an- 
nounced by Fran- 
coigs Daeschner, 
general manager. 
Krieger has been 
Peugeot’s East- 
ern regional serv- 
ice manager since 
1958. 

Daeschner also 
announced the 
appointment of 
Serge Valin as 
assistant national service manager. 

+ * * 


Renault 


JRENACLT Dauphines swept the 
first three places in their class 
in the Mobilgas Economy Run held 
in Sweden, according to word re- 
ceived by Renault, Inc. 


The winning Dauphine averaged 
52.3 miles per gallon over the 870- 





Ronald Krieger 


mile course. It was closely followed N.J. 


by the second and third-place Dau- 
phines, which averaged 50.6 and 
49.9 MPG, respectively. 


* * * 


Volkswagen 


Tes half-millionth Volkswagen 
to be imported into this coun- 
try arrived June 16 in Port New- 
ark, N. J., and was presented at 
dockside to Harold Kuhn, Nebraska 
farmer and owner of the oldest 
VW uncovered in a month-long 
search throughout the United 
States. 

Keys to the new auto were 
handed to the Emerson (Neb.) 
resident by Barbara Nordhoff, 





SLASH ROCKER PANEL RECONDITIONING COSTS IN HALF ! 


Now, In 30 Minutes Or Less Your Least Experienced Mechanic 
Can Install New, Universal Rocker Panel Repair Kits 
Cut Costly Delays .. . Display Trade-Ins Sooner ... Sell Them Faster .. . At Better Prices 


Are rusty, pitted rocker sills 
on trade-ins tying up your re- 
conditioning department, caus- 

costly delays in getting sal- 
atte units on the lot? 

Now, with the new Univer- 
sal Rocker Panel Repair Kit, 
you can slash rocker panel re- 
conditioning costs in half! 
You can display trade-ins 
sooner, sell them faster. 

Your least experienced me- 
chanic can install these kits in 
30 minutes or less! A drill and 
screwdriver are the only tools 

needs. 


Rust-proof back plates fit underneath gleaming stainless 





STOCK ONLY FOUR PAIR TO FIT 9 OUT OF 10 TRADE-INS 


steel moulding to cover rusted out holes. Screws fasten . 
out-of-sight on the bottom of the rocker panel. No weld- Rea 2%" width eee ee 
ing. No painting. No color matching. RP.3i, 314" width . van eao pair 
How many rocker panel jobs tied up your shop last Rp-4 4" width . . 13.65 a pair 
month? This month, order an assortment of Universal RP-4C . width . . 13.65 a pair 


Rocker Panel Repair Kits, See for yourself how you can 
cut rocker panel reconditioning costs in half. 














ORDER TODAY! WE PAY TRANSPORTATION Model 
CHARGES. FULL MONEY BACK GUARANTEE. Gauncar. & 
BUY FROM YOUR LOCAL JOBBER convaun 
OR, MAIL THIS COUPON TODAY Coens 
a NN es arn ce aes Cnt ees Gees sel em ee GA ED ‘ OPEL-VAUXHALL 
1 Groboski industries, inc., 319 W. Main Street | | cApisac 
| Dept. AN627, Sheffield, Pa. EDSEL 
| immediately send following pairs of Universal Rocker Panels: OO may 
j Sock No. No. Pairs Stock No. No. Pairs | FALCON 
AS. Seats ac )0CU Cs ae ome 
| Terms: 2% 10th Prox—n 30 da. We pay shipping charges. | CHRYSLER & 
| Money returned in full if you are not fully satisfied. | DE SOTO 
| Nome sarhesteaiiagan wedi a 
! Conpaty $$ 
| Address__ sidincniaditiinati ——— | 
| City. Lone State oe 


Use This Handy Chart to Select seibhe for Your Specific Needs 


Model Year Stock No. 
1948-60 RP-4 
1949-57 & 59-60 RP-2'1, 
1958 P-4 
1960 RP-4C 
1950-53 RP-2', 
1954-60 RP-4 
1959-60 RP-3'/, 
am 959-60 P-4 
~ 1958-59 RP-2'/, 
1951-56 RP-3'/, 
1957-60 RP-2'/, 
1960 


1959-60 
1958-60 


1957-59 
1953-56 
1957-59 
1960 
1951-56 
1951-56 
1959-60 


1959-60 RP-21/, 





daughter of Dr. Heinz Nordhoff, 
president of Volkswagen. 

On hand to greet the new car— 
one of a cargo of 930 cars, trucks 
and station wagons landed—was 
Kuhn’s “old faithful,” still going 
strong though born at the VW 
plant in Wolfsburg on Dec. 30, 1945, 
the last vehicle off the assembly 
line that year. 

The half-millionth Volkswagen 
import went to the Nebraska farm- 
er in exchange for the car he 
bought last winter from an Air 
Force sergeant who brought it 
home with him from Germany in 
July, 1959. The veteran VW, with 
countless miles under its wheels, 
will be exhibited at the more than 
500 authorized Volkswagen dealer- 
ships throughout the U. S. in com- 
ing months. 


Letterbox 


(Continued from Page 12) 


that has been slow but one that 
through sound planning has 
brought us an extremely effective 
dealer organization, Our policy has 
been and will continue to be grad- 
ual growth. We plan to continue 
the appointment of sound dealers 
only, dealers equipped for the long 
haul. 

This week will see the opening of 
another Saab depot, this one in 
Jacksonville, Fla. This new depot 
will enable us to offer to our deal- 
ers in the Southeast the same kind 
of personalized service that has 
long been provided by our depots 
at Hingham, Mass, and Carteret, 


AUTOMATIC | 
Ses. 


in the 


$1,500 Price Field 


TOP 
ROADMEN 
WANTED! 


.. For contacting present 
DAF dealers and establishing 
new dealer outlets, the new 
factory owned DAF distrib- 
utors for the east coast has 
openings for some top road- 
men with extensive experi- 
ence in the foreign car field. 


A. New York City Area and 
Connecticut 

B. New York State Area 

C. Pennsylvania Area 

D. New England Area 


Applicants are kindly requested 
to send resume stating back- 
ground and financial require- 
ments. Please do not call until 
you are notified regarding an 
appointment. All replies held in 
strictest confidence. 


Eastern Cars of Holland Inc. 


2222 Flatbush Ave., Brooklyn 
DE 8-3000 
Dealerships Available 










The introduction of the Detroit! 
compacts has brought about vast 
and far-reaching changes in the 
imported-car business. As you 
know, these changes were all fore- 
seen many months ago by Saab 
management. In order to meet the 
“challenge of the compacts,” we 
have taken the following steps: 

1. We have established regional 
offices in Hingham, N. Y., and 
Jacksonville which are completely 
responsible for the overall opera- 
tion within their respective areas. 

2. We have made our field men 
responsible for the total dealer pro- 
gram, Saab representatives in ine | ccc 
field are now assisting the dealers 
with not only sales, but also serv- 
ice, parts and warranty. They are, 
of course, fully supported by a 
team of travelling service special- 
ists. 

3. Dealer contact has been in- 
creased. It is now our policy to 
have each dealer contacted by his 
Saab representative at least twice 
each month. We hope that in this 
way we will stay on top of any 
problem a dealer might have, thus 
making him more efficient and ef- 
fective. 

Saab is a basically different 
car, built by a company that has 
been a leader in the aviation in- 
dustry for decades. Because 
many of the men who worked on 
the design of our car were air- 
craft engineers, the Saab auto- 
mobile is designed and built to 
aircraft standards of precision, 
efficiency and safety. 

We are convinced that the intro- 
duction of the compacts from De- 
troit has broadened the market for 
small family sedans through open | - aioe’ 
recognition that small cars make 
sense, No longer is the public faced 
with the choice between big Ameri- 
can cars and small imported ones. 
The chips are down. 

Success will come to those com- 
panies offering something different 
in design, that do not compromise 
where quality is concerned and that 
are honest with themselves and 
their dealers. We know that Saab 
will be among them.—Rosert J. 
Sinciair, Regional Sales Manager, 
Saab Motors, Inc., New York. 










Modern Care 
For MODERN CAR INTERIORS 


... Of plastic or leather 
—_ 


ag" 


LEATHER CLEANER 


Not a saddle soap or a 
detergent, but a bland 
compound that cleans and 
preserves plastics, imita- 
tion and genuine leathers. 
Equally efficient on lug- 
gage, leather covered furniture, leather 
sporting equipment, etc. Eight-ounce 
aerosol can or gallon can. If jobber 
can’t supply, order direct. 


The LAS-STIK Mfg. Co., 


HAMILTON, OHIO 








ROCOL 


MOLYSPEED 





Lubricants Put 
NEW LIFE } 
Automobile 





Into Every 
Used - Proved - Accepted 
‘ROUND THE WORLD 


RETAIL $1 95 


PRICE . 
Normal Trade Discounts 


\ od 
see 
Dealer inquiries invited 


ROCOL CORP. OF AMERICA 
Bloomfield Ave., Clifton, N. J. 





Muller Joins Central Motors 


PUEBLO, Colo.— Claude Muller 
has been named vice-president and 
general manager of Central Motors 
(Lincoln-Mercury-C o m e t-English 
Ford), 12th and Santa Fe. He suc- 
ceeds W. W. Ridler, who resigned 
to become a partner in a Lincoln- 
Mercury dealership in El Paso, Tex. 
Muller had been new-car sales 
manager for Jess Hunter Ford. 


MOTOR ay 
MASTER 


DEFIANCE: OHIO 
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You can profit by a new series of market studies which focus on 
customers for a score of major purchase products, family bought 
and company bought. 


Included is the one product you’re most interested in—new cars. 


Some 6 million families (one-ninth of the nation’s families) will 
buy a new car this year. This isn’t everybody, obviously. Just 
who, then, are your customers? And who are your best prospects 
—the families best in the position to expand your sales and the 
future size of your market? 


Income is the single most important characteristic that helps 
describe and identify these people for you. 


HB Only one-half (51%) of the nation’s families 
have incomes of $5,000 or more. Yet this one-half 
buys 86% of the new cars sold. , 


Wi These new car buyers also are rich in liquid 
assets. Median holdings of $4,000 is 12 times the 
figure for the nation’s families. 


It’s not surprising, then, that the three news 
magazines, which have always concentrated their 
circulation among high-income people of respon- 
sibility, provide the best coverage of your 
advertising target—more, for example, than 
many media with much larger circulations. 





The most important magazine of all 


The new study (conducted among a national cross section of car 
owners) shows that ““U.S.News & World Report” covers more 
than one-fifth of the people who went out and bought a new car 
last year. And of the 14 major magazines studied, it covers these 
known buyers at lowest per thousand cost. 


It’s another case of where customers and audience characteristics 
match up. Almost nine out of ten ““U.S.News & World Report” 
family heads hold managerial or professional positions. They 
average 159 cars per 100 car owning families, 
73% bought new. Their family incomes average 
$15,496—highest of all magazines with more than 
1,000,000 circulation. 


These are the kind of people who depend the most 
on the essential news of national and international 
affairs which ““U.S.News & World Report” gives 
them every week, to the exclusion of all that is 
trivial or superfluous. 


Ask to see the new film report of the study, ‘‘The Market for New 
Car Sales Today.” It’s packed with information useful to you. Ask 
also for your copy of Research Report No. 86, ‘‘New Car Dealers— 
How They Read and Rate the News and Management Magazines,’’ 
from Market Research Division, ‘‘U.S.News & World Report,” 2300 
N St., N.W., Washington 7, D.C. or from our Detroit office, 1006 
Fisher Building (Trinity 5-3046). 


U.S.NEWS & WORLD REPORT 
America’s Class News Magazine 


Now more than 1,1 50,000 net paid circulation 


Advertising offices at 45 Rockefeller Plaza, New York 20, N. Y. 
Other advertising offices in Boston, Philadelphia, Pittsburgh, Cleveland, Detroit, Chicago, St. Louis, San Francisco, Los Angeles, Washington and London 
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20 Pct. Increase 
In Use of Tyrex 


Cord Seen by *62 


NEW YORK.—An increase of as 
much as 20 percent in the use of 
Tyrex tire cord by 1962 has been 
predicted by William Dalton, presi- 
dent, Tyrex, Inc. 
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greater increases between 1962 and 
1965. He said many truck fleet op- 
erators are turning to Tyrex cord 
tires for replacement purposes. 

Dalton added that reports from 
tire dealers across the country also 
indicate increased acceptance of 
Tyrex units in the passenger-car 
replacement market. 

In 1959, Dalton said, 313 million 
pounds of viscose tire cord were 


Addressing a group of suppliers,| produced, an increase of 60 million 


Dalton said he looked for even 


he 
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MODEL 
#1800 


Control 


SPOTLIGHT 
MIRROR 


Universal mount, 
fits all cars, all years. 
Sleek, modern 
design — simple 
installation. 


the compact and 


pounds, or 20 percent, over 1958. 





LOA AB O2P sO. & Ost as “ 


~ 


Sensational New 


* VACUUM 







“Bantam” 
SIDE-VIEW 
MIRROR 


Tailored 
specifically for 


foreign car. 


Designed by 
Ruffini of Turino 


YODA LMAGL A728 SSE AALS DORMS. 





LAKE ERIE INDUSTRIES, 


CLEVELAND 32, 





#800 Marine Model available 


+ ip lah car OS-0 62°C 0 0 SOREL CESS 


POWER MIRROR 


¢ WEATHER-SEALED 


¢ INSTALLED in MINUTES 


Sells itself from 
operating display 


MODEL #1490 
FROM YOUR JOBBER-DISTRIBUTOR 











The total market for tire cord is 
estimated at $300 million. 

“Since the introduction of Tyrex 
cord in 1958,” Dalton said, “makers 
of competitive tire cords have pre- 
dicted each year that they would 
take over the original-equipment 
tire market. 

“Yet, through three successive 
new-car model years, tires made 
with Tyrex cord have been specified 
as standard equipment on every 
American passenger car, including 
the ’61 models.” 
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Model 
#1670 PM 


OPERATED 


“Futura” 
SIDE-VIEW 
MIRROR 


Tomorrow's 
design for 
the car 
of today. 


OHIO 
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Pipe-Dream Cars Bow 
With Political Design 


By William Ullman 

Washington Bureau Chief 
No they’ve dragged automobiles into the race for the 
presidency, along with several makes that are new to 
Detroit. Senator Kenneth Keating, New York Republican, 
o—— 


started the battle with a 


press release. Among the 
models that attracted his fancy is 
a “glamour job” called the “Jack- 
mobile.” 

“Terrific get- 
away,” comment- 
ed Senator Keat- 
ing, “and you 
won’t see a 
smoother, sleeker 
model from here 
to Los Angeles, It 
comes only in a 
sports top model, 
by the way. A 
great deal of 
money has gone 
into the development of this model. 
It has little extra touches that ap- 
peal, like real gold instead of 
chrome.” 

The only trouble, the senator 
adds, is that the people who want 
a Jackmobile “are, for the most 
part, too young to have a driver’s 
license.” 

This sort of thing was too much 
for Senator A, S. Mike Monroney, 
Oklahoma Democrat. He replied 
with a press release barrage of his 
own, “so the car market wouldn’t 
look partisan.” 

” 





William Uliman 


HE Oklahoman described an ex- 

clusive GOP model, the “con- 
vertible Nixon IV.” This car, he 
said, “is a re-do of the Nixon I, II 
and III, combining the best vote 
performance of all three previous 
models. While it still has the IKE I 
1952 motor, with smaller bore and 
longer stroke, it can be quickly 
changed by moving the chromium 
and tinwork.” 

Undaunted, Keating told of 
some other new makes, including 
“the new Stu, a prime example 
of what an ambitious gadgeteer 
can turn out just by tinkering in 
his own garage.” 

The New Yorker also described 
the Adlai, which “comes in only 
one body style—a gleaming hard 
top.” 

By the way, he added, “this is the 
Adlai Mark III .. . the sad fate 
of the two previous models has, 
understandably, given rise to some 
misapprehension on the part of 
potential buyers.” 

In 1952 and 1956, said Keating, 
“they crashed into nationwide 


polls.” 
+ * ” 


Bo Monroney noted that the 
GOP plans to have only one 
model this year, although “an anti- 
trust suit in restraint of delegates 
is still pending by the makers of 
the revolutionary jet-powered Nel- 
son R.” 

Both senators had better watch 
their step, considering the cur- 
rent furor over the contribution 
of automobile exhaust to air pol- 
lution. 

There’s a good chance that all 
the models they mentioned will 
give off a lot more fumes this sum- 
mer than any of the makes turned 
out by Detroit. 

* 


FTC Cracks Down 
E Federal Trade Commission 
evidently means what it says 
about cracking down on deceptive 
auto advertising. 

FTC has accused five Washing- 
ton used-car dealers of running ads 
that are “false, misleading and de- 
ceptive.” 

In issuing the complaints, FTC 
Chairman Earl Kintner said: 
“We at FTC are determined that 
citizens in the nation’s capital 
and the many servicemen and 
tourists that visit it will not be 
cheated or misled by shoddy bus- 
iness tactics, Truth in advertis- 
ing must become the byword, es- 
pecially in Washington.” 

He noted that the majority of 
advertisers in the city already have 
made honesty their policy. 

The complaints were directed 





against ads that promised cars for 
“just $1 down,” that promised 
“bank rate terms,” and that de- 
scribed “100 percent” parts-labor 
warranties for one year at no extra 
cost to the buyer. 

* + 


Auto-Inventions List 


AVSCMOTiVS inventions take 
the spotlight in the June issue 
of Products List Circular, published 
by the Small Business Administra- 
tion. Most of the listings are pri- 
vately owned inventions, which are 
available for commercial develop- 
ment and distribution through pur- 
chase, licensing, or other agree- 
ments. A few are government- 
owned. 

Described in the June issue are 
an antechamber type spark plug 
mechanism, “which improves en- 
gine performance very notice- 
ably”; a dashboard instrument 
panel with uniform, indirect illum- 
ination; an air-cooled spark plug 
for high-temperature combustion 
engines, and an apparatus for re- 
surfacing rubber tires while-you- 
wait, 

There is an idea for an attach- 
able and detachable car-top carrier 
which can be tightened from one 
side of the automobile. 

Also described are a_ simple, 
rugged trailer hitch, a collapsible 
trailer and a protective cover for 
windshields. 


ca + + 
Everybody Savvy? 
ASHINGTON’S motor vehicle 
department soon will begin 
testing applicants for drivers’ per- 
mits in six foreign languages—Rus- 
sian, French, Italian, Arabic, Portu- 
guese and German. 

The translations of the exami- 
nations are being prepared by the 
Department of State to accom- 
modate Washington’s large non- 
English-speaking population. 
(While diplomats do not have to 
take the tests, all of them do so 
as a matter of courtesy.) 

At present, applicants who do not 
speak English may bring along an 
interpreter, but Washington offi- 
cials have no way of knowing who 
really answers the questions—the 
applicant or the interpreter. 

* * + 


Safety Film Premiered 


Wy AsetaraToN saw the premiere 
of a new traffic and safety film 
this month—Auto USA. 

Sponsored by the Automotive 
Safety Foundation and the Insti- 
tute of Traffic Engineers, the 28- 
minute, sound, color film covers 
problems caused by auto conges- 
tion and recommends solutions 
for city planning officials. 

Auto USA was shot on location 
in New York, Detroit and Balti- 
more, and it was produced under 
a public service grant from Perfect 
Circle Corp. 

Information can be obtained by 
writing Dynamic Films, Inc., 405 
Park Ave., New York 36, N. Y. 

aH * * 


Over There ... Cash! 


AMERICANS spent $2.4 billion on 
foreign travel in 1959, reports 
the Department of Commerce. This 
is 11 percent more than we spent 
in 1958. 

More than 1.5 million Americans 
journeyed to overseas countries last 
year. 

+ + > 


4,000 Survivors a Year 


EN completed, the 41,000-mile 

Interstate System will save 
4,000 deaths a year, according to 
Better Highways Information 
Foundation. 

George M. Foster, executive di- 
rector of the Foundation, points 
out that the traffic fatality rate on 
US-1 in nearby Virginia is 13 times 
as high as the death rate on Vir- 
ginia’s Shirley Highway, a modern 
limited-access, dual-lane road. 


ae 
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Sales Conditions in Various Areas. . 





Auto Market Reports 


Louisville 

New-car sales in the Louisville 
area totalled 1,775 units in May, 
compared with 2,003 in April. 

The five-month total was 9,196, 
compared with 8,262 in the corre- 
sponding period of 1959. 

By makes, May registrations 
were: Chevrolet, 518; Ford, 431; 
Rambler, 122; Pontiac, 103; Olds- 


Cadillac, 17; Volkswagen, 15; 
Metropolitan, 10; Checker, 8; Au- 
stin-Healey, 6; Chrysler, 6; Opel, 
6; Renault, 5; Lincoln, 4; Mer- 
cedes-Benz, 4; Triumph, 4; MG, 
3; DeSoto, 2; English Ford, 2; 
Imperial, 2; Jaguar, 2; Simca, 2; 
Willys, 1, and miscellaneous, 6. 

New-truck sales totalled 162 in 
May, compared with 258 in April. 
Five-month totals are 1,104 for 1960 
and 1,048 in 1959. 

New-truck registrations by makes 
were: Chevrolet, 69; Ford, 54; GMC, 
11; International, 9; Volkswagen, 9; 
White, 5; Dodge, 3, and miscellane- 
ous, 2. 

—A. W. WiLuiaMs 
+ * + 


Milwaukee 

Imported-car sales numbered 207 
during May in Milwaukee, compar- 
ed with 174 in April. 

By makes, they were: Volks- 
wagen, 72; Triumph, 29; Renault, 
15; Volvo, 10; Austin, 9; English 
Ford, 8; Opel, 8; Mercedes-Benz, 6; 
Peugeot, 6; Fiat, 5; Hillman, 5; 
Saab, 5; MG, 4; Vauxhall, 4; Borg- 
ward, 3; Porsche, 3; Sunbeam, 3; 
Daimler, 2; DKW, 2; Metropolitan, 
2; Morgan, 2; NSU, 2; miscellane- 
ous, 2. 

—BENN OLLMAN 
a * + 


Charleston, S. C. 

New-car registrations totalled 
510 in Charleston, S. C., during 
May, compared with 592 the previ- 
ous month. 

With the overall decline put at 
13.9 percent, domestic makes were 
off 9.7 percent and imports plunged 
37.9 percent. 

By makes, registrations were: 
Ford, 146; Chevrolet, 117; Dodge, 
37; Oldsmobile, 24; Pontiac, 23; 
Rambler, 22; Buick, 21; Comet, 
16; Volkswagen, 14; English 
Ford, 12; Plymouth, 11; Mercury, 
9; Studebaker, 9; Valiant, 8; 
Vauxhall, 8; Cadillac, 5; Renault, 
5; Austin, 4; Chrysler, 4; Metro- 
politan, 4; Opel, 2; Triumph, 2; 
Volvo, 2, and miscellaneous, 5. 
New-truck registrations, mean- 
while, declined from 73 to 67. By 
makes: 
each; International, 8; GMC, 5; 
Mack, 4; Volkswagen, 3; Dodge, 2; 
Willys, 2, and English Ford, 1. 

om * * 


San Antonio 

New-car registrations in San An- 
tonio and Bexar County totalled 
1,395 in May, compared with 1,358 
a month earlier. 

Registrations by makes includ- 
ed: Ford, 340; Chevrolet, 337; 
Comet, 138; Pontiac, 97; Rambler, 
86; Dodge, 77; Oldsmobile, 66; 
Buick, 47; Valiant, 39; Cadillac, 
32; Mercury, 31; Plymouth, 29; 
Chrysler, 16; Opel, 13; Imperial, 
8; Volvo, 7; English Ford, 5; MG, 
5; Lincoln, 3; Morris, 3; Simca, 
$8; Willys, 3; Citroen, 2; DeSoto, 
2; Studebaker, 2, and miscellane- 
ous, 4, 

New-truck registrations, mean- 
while, fell to 203 from 265. By 
makes, they were: Ford, 80; Chev- 
rolet, 71; International, 19; GMC, 
15; White, 6; Willys, 6; Dodge, 5, 
and Mack, 1. 

—J. H. Reep 


* ag * 


Dallas 

May saw 4,238 new cars regis- 
tered in Dallas, compared with 
3,738 a month earlier. 

New-truck registrations, however, 
declined from 579 to 560 in the 
same period. 

By makes, new-car registra- 
tions were: Chevrolet, 1,437; Ford, 
1.080; Oldsmobile, 305; Pontiac, 
204; Rambler, 180; Buick, 145; 
Valiant, 137; Volkswagen, 99; 
Plymouth, 98; Dodge, 96; Cadil- 


Chevrolet and Ford, 21 4 


lac, 84; Comet, 43; Studebaker, 
38, and Chrysler, 30. 

Renault, 26; Vauxhall, 22; Mer- 
cury, 20; Fiat, 16; Triumph, 16; 
Metropolitan, 15; Peugeot, 12; Opel, 
11; DeSoto, 9; Austin-Healey, 8; 
Lincoln, 8; MG, 8; Mercedes-Benz, 
7; English Ford, 6; Imperial, 6; 
Volvo, 6; Hillman, 5; Willys, 5; 
Morris, 4; Jaguar, 2, and miscel- 
laneous, 10. 

New-truck registrations were: 
Chevrolet, 250; Ford, 164; Interna- 
tional, 75; GMC, 33; Dodge, 13; 
Volkswagen, 7; Willys, 5; Ken- 
worth, 4; Mack, 3; Studebaker, 3; 
White, 2, and Autocar, 1. 


—Rusy FENoGuI0 
x * * 


Salt Lake City 

A total of 1,255 new cars were 
registered in Salt Lake County 
(Salt Lake City) in May, compared 
with 1,478 in April. 

Registrations by makes were: 
Chevrolet, 317; Ford, 278; Plym- 
outh, 109; Rambler, 89; Pontiac, 
75; Mercury, 70; Oldsmobile, 60; 
Dodge, 52; Buick, 50; Cadillac, 
21; Studebaker, 18; Chrysler, 6; 
Lincoln, 5; DeSoto, 4; Imperial, 3, 
and miscellaneous, 98. 

New-truck registrations fell to 
295 in May from 307 the previous 
month. By makes: Chevrolet, 98; 
Ford, 93; GMC, 41; International, 
34; Dodge, 8; Willys, 7; Kenworth, 
6; White, 3, and miscellaneous, 5. 


Cleveland 


A total of 8,428 new cars were 
sold in the Cleveland area in May, 
compared with 8,985 in April and 
7,704. in May, 1959, 

By makes, registrations were: 
Chevrolet, 1,837; Ford, 1,216; Dodge, 
703; Pontiac, 611; Comet, 566; Fal- 
con, 487; Oldsmobile, 428; Rambler, 
392; Buick, 386; Valiant, 361; Plym- 
outh, 262; Mercury, 217; Corvair, 
169; Cadillac, 168; Studebaker, 118; 
Chrysler, 73, and Volkswagen, 46. 

Renault, 45; Checker, 39; Fiat, 
35; DeSoto, 24; Opel, 21; Austin, 
20; Lincoln, 18; English Ford, 

15; Imperial, 15; MG, 15; Peugeot, 
14; Triumph, 13; Simca, 12; Jag- 
uar, 10; Metropolitan, 10; Saab, 

10; Hillman, 9; Morris, 9; Volvo, 
9; Alfa Romeo, 8; Mercedes-Benz, 
8; Sunbeam, 4; Taunus, 4; Vaux- 
hall, 4; Citroen, 3; DKW, 3; Riley, 
2, and miscellaneous, 9. 

Used-car sales numbered 28,658 
in May, compared with 31,285 in 
April and 27,572 in May a year ago. 

New-truck registrations totalled 
507 in May, compared with 476 a 
month earlier and 483 a year 





A Mobile Home— 


All the comforts of home are found 
in the Hillman-Commer Caravan, a mobile 
“home™ introduced in the United States 
by England's Rootes Group. The Caravan 
is said to combine living-sleeping quarters 
and automobile on a single chassis three 
feet shorter than most American cars. 
The wnit will sleep four adults and a 
child. During the day, beds fold up 
into divan-type seats. Features include a 
two-burner stove and broiler, cupboard 
and closet space, dining and kitchen 
tables, wash basin, water supply, con- 
tainer for waste water, and a roof which 
extends up to give ample headroom 
for adults. Price at East Coast port of 
entry is $3,655, fully equipped. 










earlier. Used-truck transactions 
amounted to 1,081 in May, com- 
pared with 1,298 in April and 1,139 
in May last year. 

By makes, new-truck registra- 
tions were: Ford, 128; Chevrolet, 
122; International, 60; GMC, 49; 
Dodge, 45; White, 28; Kenworth, 20; 
Willys, 19; Mack, 13; Studebaker, 
7; Volkswagen, 7; Divco, 3; Reo, 
3; Autocar, 1; Brockway, 1, and 
English Ford, 1. 


—SaNForp MARKEY 
* * * 


Detroit 

New-ear sales in Detroit and 
Wayne County totalled 13,998 in 
May, compared with 15,429 in April. 

By makes, registrations (with 
percent of total sales in paren- 
theses) were: Chevrolet, 3,286 (23.47 
percent); Ford, 2,435 (17.39); Dodge, 
1,338 (9.56); Falcon, 1,020 (7.29); 
Pontiac, 870 (6.21); Comet, 697 


(4.98); Oldsmobile, 614 (4.39); Mer-| 9. p 


cury, 610 (4.36); Rambler, 520 (3.71), 
and Buick, 498 (3.56). 

Plymouth, 486 (3.47); Valiant, 
410 (2.98); Cadillac, 311 (2.22); 
Corvair, 243 (1.73); Chrysler, 136 
(0.97); Studebaker, 50 (0.36); De- 
Soto, 43 (0.31); Lincoln, 42 (0.30); 
Continental, 39 (0.28); Imperial, 
26 (0.19); Willys, 1 (0.01); and 
foreign, 323 (2.31). 

The 323 imported-car registra- 
tions were shared as follows: 
Volkswagen, 84; Renault, 59; Met- 
ropolitan, 22; Triumph, 21; English 
Ford, 18; Fiat, 17; Opel, 15; MG, 
10; Mercedes-Benz, 8; Peugeot, 8; 
Simca, 8; Hillman, 7; Saab, 7; Sun- 
beam, 6; Austin-Healey, 5; Volvo, 

5; Austin, 4; DKW, 4; Singer, 4; 
Morris, 3; Taunus, 3; Citroen, 2, 
and miscellaneous, 3. 

Used-car sales totalled 10,108 in 
May, compared with 9,557 a month 
earlier. 

New-truck registrations total- 
led 738 in May, compared with 
784 the previous month. Used- 
truck sales rose to 518 from 417. 

By makes, new-truck registra- 
tions were (percent of penetration 
in parentheses): Ford, 230 (44.40 
percent); Chevrolet, 186 (35.91); 
Dodge, 26 (5.02); International, 23 
(4.44); GMC, 21 (4.05); Mack, 6 
(1.16); Diveo, 5 (0.96); Willys, 4 
(0.77); Diamond T, 3 (0.58); Stude- 
baker, 3 (0.58); White, 3 (0.58); 
Autocar, 2 (0.39); Reo, 2 (0.39), and 


miscellaneous, 4 (0.77). 
* * * 


Toledo 
New-car sales in Toledo and 
Lucas County numbered 2,026 in 
May, compared with 1,933 a month 
earlier and 1,829 in May, 1959. 

By makes, registrations were: 
Chevrolet, 561; Ford, 283; Falcon, 
164; Oldsmobile, 132; Pontiac, 
128; Dodge, 121; Rambler, 90; 
Comet, 73; Buick, 68; Plymouth, 
64; Valiant, 64; Mercury, 57; Cad- 
illac, 45; Corvair, 39; Studebaker, 
33; Chrysler, 28; Renault, 24; 
Volkswagen, 17; DeSoto, 5; 
Willys, 2; Imperial, 1; Lincoln, 
1, and miscellaneous, 24. 
New-truck registrations number- 
ed 154, compared with 161 a month 
earlier and 147 a year earlier. By 
makes: Chevrolet, 48; Ford, 40; 
International, 20; GMC, 17; Dodge, 
9; Mack, 6; Willys, 5; Volkswagen, 
2, and Reo, 1. 


—Ernest C. Kisu 
* * of 


Philadelphia 

Total new-car registrations in 
Philadelphia County in April, were 
5,904, compared to 4,106 in March 
and 5,366 in April, 1959. 

By makes: Chevrolet, 1,700; Ford, 
862; Dodge, 630; Rambler, 516; 
Plymouth, 398; Pontiac, 338; Olds- 
mobile, 297; Buick, 175; Cadillac, 
152; Comet, 119; Chrysler, 116; 
Studebaker, 101; Mercury, 97; De- 
Soto, 48; Imperial, 15; Lincoln, 23, 
and miscellaneous, 317. 

—ALLEN SOMMERS 


* * * 


Indianapolis 

New-car registrations in Marion 
County (Indianapolis) totalled 4,028 
in May, compared with 3,794 in 
April: 

By makes, registrations were: 
Chevrolet, 1,159; Ford, 567; Pontiac, 
345; Oldsmobile, 271; Falcon, 242; 
Dodge, 217; Buick, 176; Rambler. 


153; Plymouth, 117; Corvair, 108; 


Valiant, 100; Mercury, 88; Stude- 


baker, 77; Comet, 70; Cadillac, 61; 
Volkswagen, 56, and Volvo, 36. 

, 27; Lincoln, 22; Opel, 
17; Checker, 18; Renault, 13; 
English Ford, 11; DeSoto, 10; Tri- 
umph, 10; Austin-Healey, 9; 
Simca, 8; Benz, 7; Im- 
perial, 6; Fiat, . 4; 
4; MG, 4; Vauxhall, 4; Vespa, 4; 
Jaguar, 3; oak 2; Edsel, 1, 
an miscellaneous, 


New-truck registrations totalled 
442, compared with 558 a month 
earlier. By makes, registrations 
were: Chevrolet, 134; Ford, 118; In- 
ternational, 69; White, 24; GMC, 21; 
Dodge, 20; Volkswagen, 15; Willys, 
13; Mack, 10; Reo, 8; Studebaker, 
3; FWD, 2; Diamond 2, 1; Divco, 1; 
and miscellaneous, 2. 

—C, L. Kern 


Boise, Id. 

A total of 268 new cars were reg- 
istered in Ada County (Boise), Id., 
in May, compared with 223 a 
month earlier. 

By makes, registrations were: 
Chevrolet, 48; Ford, 42; Rambler, 
28; Oldsmobile, 24; Chrysler, 20; 
Pontiac, 19; Volkswagen, 17; Dodge, 
16; Cadillac, 9; Buick, 8; Mercury, 

; Plymouth, 6; ial, 4; Stude- 
baker, 4; Austin, 2; Metropolitan, 
2; Peugeot, 2; Renault, 2; Willys. 
2, and miscellaneous, 5. 

New-truck registrations number- 
ed 159, compared with 91 the previ- 
ous month. By makes: Chevrolet, 
59; GMC, 37; Ford, 27; Interna- 
tional, 23; Dodge, 6; Kenworth, 5; 
Studebaker, 1, and Willys, 1. 

* * ~ 


Peoria, Il. 


New-car sales in the two-county 
Peoria market increased 28 per- 
cent during April over the pattern 
for the first three months of the 
year, delayed figures revealed. 

Sales of imports took a dive from 
overall fifth in March to overall 
ninth in April, with late-starting 
Comet accounting for more sales 
in April than all imports combined. 

With 1,253 units sold, the year-to- 
date total was 4,222. Chevrolets con- 
tinued as top-seller, accounting for 
more deals than Ford and Falcon 
combined, just as Corvair continued 
to outsell Mercury. 

Sales totals for April were: 
Chevrolet, 295; Ford, 182; Ram- 
bler, 100; Falcon, 87; ee 84; 
Dodge, 75, and Oldsmobile, 60. 

Comet, 56; Plymouth, 50; Buick, 

42; Corvair, 40; Mercury, 35; Val- 
iant, 29; Cadillac, 24; Studebaker, 
21; Chrysler, 9; Lincoln, 4; DeSoto, 
3; Imperial, 2, and miscellaneous, 
55. 


—Gene Boorn 
* 


Cincinnati 

May new-car registrations total- 
led 3,342 in Cincinnati, compared 
with 3,504 in April and 3,915 in 
March. 

By makes, registrations were: 
Chevrolet, 867; Ford, 748; Oldsmo- 
bile, 238; Dodge, 226; Rambler, 222: 
Pontiac, 218; Buick, 184; Comet, 












23 
111; Plymouth, 80; Valiant, 63; Cad- 









47; Studebaker, 40; Chrysler, 29; 
a 18, and M 14 
3 DeSoto, 13; 
; Engitsh Ford, 12; Fiat, 10; 
3 Vi 9; ’ 
7; Simca, 7; , 8; 

; Mercedes- 5; Jaguar, 4; 
MG, 4; ; DKW, 2; 
2; Porsche, 2; 

2; Willys, 2, and 6. 


miscellaneous, 

Used-car transactions numbered 
3,955 in May, compared with 4,284 
in April. 

New-truck registrations totalled 
367 in May, compared with 285 a 
month earlier. Registrations were: 
Chevrolet, 136; Ford, 82; White, 46; 
GMC, 40; International, 25; Willys, 
9; Mack, 6; Dodge, 5; Volkswagen, 
4; Oshkosh, 3; Cadillac, 2; Divceo, 1; 
Hendrickson, 1; Reo, 1, and Dia- 
mond T, 1. 

Used-truck sales declined to 200 
in May from the 228 recorded a 


month earlier, 
—ALLEN Hem 
* * * 


Columbus, O. 

A total of 2,575 new-car titles 
were filed in Franklin County 
(Columbus), O., in May, compared 
— 3,012 pra ee month. 
_New-car registrations by make 
(with previous month’s’ total fh 
parentheses) were: Chevrolet, 593 
(706); Ford, 431 (464); Dodge, ‘304 
(258) ; Falcon, 203 (258) ; Pontiac, 
165 (201); Oldsmobile, 141 (129); 
Plymouth, 110 (122); Rambler, 106 
(169); Valiant, 88 (105); Buick, 68 
(78); Comet, 62 (73); Corvair, 55 
(53), and Mercury, 39 (53). 

Volkswagen, 31 (87); Cadillac, 
30 (50); Studebaker, 29 (29); 
Imperial, 9 (7); Metropolitan, & 

9 ; Me 8, 

(3); Triumph, 8 (4); Mercedes- 
Benz, 7 (5); Opel, 7 (9); English 
Ford, 5 (7); Fiat, 5 (4); Willys, 5 
(5); Austin, 4 (7); Lincoln, 4 (5); 
MG, 4 (4); Simca, 4 (6); Peugeot, 
8 (3); Vauxhall, 3 (2); Volvo, 3 
ta Jaguar, 2 (2); and Renault, 2 

14). 

New-truck registrations number- 
ed 184 in May, compared with 217 
in April. 


Ford Dealers 
Honor Snyder 


CHARLOTTE, N. C.—Some 200 
Ford dealers and company execu- 
tives gathered here for a dinner 
to pay tribute to Jack F. Snyder, 
Ford Division Southeastern re- 
gional manager, who has been 
transferred to the Midwest regional 
office in Kansas City. 

Snyder headed the Charlotte dis- 
trict for several years before going 
to the Southeastern regional office 
in Philadelphia in 1955. 

Among executives attending the 
dinner here were James O, Wright, 
Ford Division general manager; 
C. J. Seyffer, dealer relations man- 
ager, and O. F. Yando, who suc- 
ceeds Snyder as Southeastern re- 
gional manager. 





How They're Pushing Sales... 


Dealer Ad Ideas 


full story and, in Waters’ own 


The Long and the Short 
"lo best for all, the short or the 

tall,” said an ad inserted by 
Union Motors, North Little Rock, 
Ark., in the Arkansas Democrat to 
promote Comet sales. 

There was a photo of a Comet, 
beside which two men stood, one 
6 feet 7 and the other 5 feet 7. 

“Both find comfort in the Comet,” 
said the ad. “It fits everybody in 


size and price.” 
* ” * 


Billboard Memo 


HAT does a dealer do who 

wants to make a quick, dra- 
matic and lasting impression on 
prospects in his dealership area? 

Bob Waters Plymouth Center, 
Inc., San Francisco, has an answer 
that worked well for him. It was 
“50” postings on well-located out- 
door boards. 

Waters’ problem was to pin- 
point in an impressive way its 
move to a new location and 4@ 
changed corporate name. 

The campaign opened with a 
“teaser” board created to stir com- 
ment and guessing. This was fol- 
lowed by a board which told the 


words, “gave the terrific impact we 
needed to quickly identify our 
move.” The twin-boards were used 
in 68 locations. 

According to Waters, “we feel 
these boards fixed indelibly in the 
minds of many thousands who we 
are, what we sell, and where we 
are—ready and alert to do big vol- 
ume business in the well-known 
Waters manner.” | s 

” 


‘Buyer’s Guide’ Offered 


Cea and imported-car 
dealers in the Syracuse (N. Y.) 
area joined in a cooperative pro- 
motion aimed at spurring sales in 
the warm weather season. 

They teamed up with the Syracuse 
Herald-Journal in staging the pro- 
motion, using an eight-page tab- 
loid supplement devoted entirely to 
compact and imported cars. 

The tabloid was labelled a “Buy- 
er’s Guide” for compact and im- 
ported cars, giving complete details 
on 1960 models, where to. buy and 
facts about performance. 

Each dealer took an ad in the 
tabloid to feature his own line or 
lines. Editorial copy gave aetaile 
on the cars. 
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SHERROD E. SKINNER 


. reliability booster 
* * a 


Skinner Explains Goals ... 


4-Cylinder Engines 


Better Engineered 
For Comeback Try 


oe in engine engi- 
neering made during the 
last 30 years should result in 
some extremely good four-cylinder 
engines when they are reintroduced 
by American auto makers this fall 


and next year. 
This is the principal conclusion 





GM’s Reliability Program 


Aisacues changes by new top- 
management teams at General 
Motors appear to the outsider to 
occur with a glacier-like slowness, 
the current GM team already has 
embarked on a major project— 
product reliability. 


It’s an effort to put more value 
into the corporation’s products by 
ee ee eee ee 
design, engineering, 


manufacture, with the elite 
“3 making them more depend- 


Chief booster of the reliability 
program is Sherrod E. Skinner, ex- 
ecutive vice-president in charge of 
GM’s automotive, body, assembly, 
parts and Defense Systems divi- 
sions. Skinner, who formerly was 
group vice-president in charge of 
the corporation’s accessories divi- 
sions, brought the program. from 
one of his former units, AC Spark 
Plug. An early user of the program 
was Allison Division, and the sys- 
tem later spread through Skinner’s 
accessories group. 

AC Spark Plug became acquaint- 
ed with product reliability through 
its participation in the United 
States missile program where it 
was developed at considerable cost. 
While it’s true that U.S, missiles 
are not yet synonymous with re- 
liability, the chances for a “goof- 
up” in a missile are so numerous 
that a great effort must be made 
to achieve even the results the gov- 
ernment has had 

os * + 

pease the program in an 

Automotive News interview, 
Skinner emphasized that product 
reliability is not an overall plan 
that each division management is 
compelled to adopt but, instead, it’s 
@ new tool that each division may 
ory to the best of its ability. 

ming out of the missile field 
as it does,” he continued, “reliabil- 
ity is all-inclusive of quality control 
and other things. It’s the quantita- 
tive evaluation of the reliability of 
components and finished products 
of a system. 

“We feel 


the military and the missile field 
where the nature of the product 


Although some may question the 
reliability of U. S. missiles, Skinner 


Engineering New Products 
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said the military has made progress 
in reliability, particularly on the 
Thor missile. 


He added that results now are 
being counted in good, healthy 
numbers, largely because of the in- 
sistence of the government scien- 
tists on environmental testing. 

* * + 


How Program Works 


ap I TURING to an explanation on 
how the reliability program 
functions at GM, he said, “The 
reliability engineer works with, but 
not for, the design engineer. The 
reliability engineer will report to 
top management—this will result in 
independent testing. 

“This program will result in en- 
gineering standards which quality 
control will try to maintain. Also, 
we have to tie in reliability with 
results in the field—with feedback 
from the customer, We're trying to 
pin down the causes of failures. We 
want to know whether it’s basic 
design, standards or what.” 

Skinner said a division’s director 
of reliability would: 

1. Participate in the early de- 
sign of a product to insure its 
reliability, because he is one of 
the division manager’s right-hand 
men. 

2. Be in on the decisions regard- 
ing what process would be used to 
make the product, because reliabil- 
ity is also tied in with this. 

8. Participate in the “pilot-lining” 
of the process, He said it’s quite 
obvious that it’s better to test a 
part made with production tools 
than to test a hand-made product. 

4. Possibly make refinements in a 
(Continued on Page 37, Col, 1) 


gleaned from interviews with 
several veteran and impartial en- 
gine authorities who were ques- 
tioned about the pros and cons 
of the four-cylinder power plants 
generally. 

Giving these views a certain time- 
liness is the fact that four-cylinder 
engines are slated for the 1961 Pon- 
tiac Tempest and Ford Motor Co.’s 
small, small car, due next year. 

Pontiac’s four is expected to be 
made of cast iron, tilted 45 degrees, 
with about 200-inch displacement 
and some 125 horsepower. The 
small Ford four-cylinder reportedly 
also will have a cast iron head and 
block, with 90-inch displacement 
and 50-60 horsepower. 

* * *~ 


AC to these engineers, 
one of the biggest reasons for 
the gradual phasing out of the 
four-cylinder engine was its exces- 
sive vibration. Because the periods 
between piston firings are longer, 
there is still more vibration with 
a four-cylinder plant, but the engi- 
neers have developed engine 
mounts over the years that dampen 
this vibration. Also, much of this 
vibration has been eliminated. 

The Plymouth with its “floating 
power” in the early ’30s was the 
first U. S. production car to use 
rubber engine mounts located on 
flexible members. This prevented 
the transferring of the vibration 
to the body. At first, four mounts 
were used. Later three mounts were 
employed, further isolating the en- 
gine vibration. 

Of course, the major reason 
for the decline of the four-cyl- 
inder engine was that it didn’t 
fit in with the U. S. horsepower 
race which began, in one manner 
of speaking, in 1929 when Chev- 
rolet brought out its six-cylinder 
car against Ford’s four-cylinder 
Model A. 


Although there is still a ceiling 
on the horsepower deliverable from 
a four-cylinder engine, the limit has 
been lifted considerably by the in- 
dustry’s switch from L-head en- 
gines to overhead-valve engines. 
This switchover made possible the 
high-compression engines intro- 
duced first by Cadillac and Olds- 
mobile in 1948. 


Breathing Problem 


yro® several reasons, the engi- 
neers agreed, the four-cylinder 
(Continued on Page 26, Col, 3) 
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Stock Four-Cylinder Engines— 





These two four-cylinder engines are now being produced. On the left is a conven- 
tional 55-horsepower Jeep engine made by Willys Motors, largely for industrial appli- 
cations. On the right is the aluminum V-4 air-cooled engine developed by American 
Motors for the Mighty Mite. It also has 55-horsepower. 


TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





N° METAL in the world has a story that matches ductile 


iron’s. 


Although this iron alloy has spread to almost every indus- 


try in almost every country 


during its 17-year lifetime, 
its past, present and future is 
largely being shaped by Detroit’s 
auto makers. 

The story begins in 1943 when 
Keith Millis, a research engineer 
at International Nickel Co.’s Bay- 
onne (N, J.) Lab, was attempting 
to develop alloys that could be sub- 
stituted for chrome plate. He put a 
small amount of magnesium in a 
batch of iron and came up with a 
metal whose properties — tensile 
strength, yield strength, elongation 
and hardness—were “out of this 
world.” 

Under microscopic examination, 
it was learned that this magical 
transformation occurred because 
these “dabs” of magnesium and 
other materials, including silicone, 
changed the structure of the graph- 
ite molecules from corn-flake 
shapes in the gray iron to round 
or nodular shapes in the ductile 
iron. For this reason, it’s also call- 
ed nodular iron. 

oe * © 
| magnesium content of the 
most common ductile iron al- 
loy is .045 of one percent, although 
it ranges from .02 to .07 of one per- 
cent in various alloys. 
Almost unable to believe the 


results forthcoming from _ the 
new metal, International Nickel 
applied for a patent (in Millis’ 
name) and worked on it and re- 
lated processes at Bayonne until 
1948. Then the company an- 
(Continued on Page 42, Col, 3) 


Showcase 


@ Cadillac will install premium- 
priced ethylene glycol in the 
radiators of its ’61 models. 
Hitherto, all factory-fill anti- 
freezes have been methanol- 
based (alcohol). a 

om” o* 


e@ Insiders report that the United 
States auto industry will have 
a central hydraulic system 
within a year. It reportedly 
will be used to power a Big 
Three vehicle’s brakes, steer- 
ing and possibly wipers, 

‘* 


eA lubrication engineer reports 
that the crankcase breather 
vent tube that is being readied 
for installation on the Califor- 
nia cars this fall will not do 
the job because the oil fumes 
from the crankcase will create 
additional deposits in the com- 
bustion chambers. 








Value Analysis Is Cost Cutting, SAE Told 


By Joseph. M, Callahan 
Engineering Editor 
(Aa. — Value engineering — 

greater gasoline economy—en- 
gine mountings—windshield wipers 
—upholstery—plastic-clad metals— 
common axle and transmission lu- 
bricants. 

These were probably the most 
worthwhile and interesting auto- 
motive topics at the summer 
meeting of the Society of Auto- 
motive Engineers at the Edge- 
water Beach Hotel here earlier 
this month. 

Traditionally held in Atlantic 
City, the meeting was moved to 
Chicago this year because of its 
proximity to several industrial cen- 
ters and its accessibility to 6,000 
SAE members. The attendance of 


about 1,500 engineers—considerably 
larger than recent Atlantic City 
turnouts—s eemed to justify the 
move. 

Next year’s summer meeting will 
be held in St. Louis, followed by 
Chicago in 1962, Montreal in 1963 
and Washington in 1964, 

This year’s meeting, which con- 
sisted of 32 sessions, 78 papers, the 
remarks of 12 panelists and dozens 
of behind-the-scenes committee 
meetings, was a little surprising in 
that it scrupulously avoided most 
of the mainstreams of engineering 
thought and endeavor now current 
in the auto industry. 

* * + 


Nothing on Compacts 


Fo instance, one member com- 
mented that he was unable to 
find one session that even touched 


on the trend to compact cars—a 
trend that is now revolutionizing 
the U. 8S. auto industry and its 
engineering. 

Possibly typifying this effort to 
avoid the “meat” of contempo- 
rary auto engineering was a 
paper billed by the Truck and 
Bus Activity as “the trend of and 
needs for future developments.” 
This paper, delivered by C. W. 
Jackman, Chevrolet, appeared to 
be promising, but it turned out 
to be “The European Approach 
to Braking Standards.” 

The session attracting greatest 
attention probably was the one on 
fuel cells, Papers on this subject 
were delivered before an audience 
of about 180 men by L. D. McGraw, 
Battelle Memoria] Institute; Sidney 


Magram, United States Army Re- 
search Office, and W. E, McKee, 
Sundstrand Corp. 

Fuel cells, which can be de- 
scribed as electricity-producing bat- 
teries with a continuing supply of 
chemical reactants or fuel, were 
appraised by T. F. Nagey, GM’s 
Allison Division, ag the one new 
source of energy that offers more 
possibilities than any other. 

The consensus of the speakers 
and other participants seemed to 
be that fuel cells, while having a 
definite future as a power source 
five or 10 years hence, will be first 
used for space vehicles. Auto fuel 
cells, it was felt, are quite remote 
at present because the cells have 
@ poor power-to-weight ratio— 

(Continued on Page 38, Col, 1) 





Research News for AUTOMOTIVE EXECUTIVES 


NEW BRAKE FLUIDS 


keep cool under sky-high heat! 


Over 550 degrees of heat is sky-high to a brake, but it doesn’t faze 
some of the new hydraulic brake fluids coming out of Dow’s Auto- 
motive Chemicals Laboratories at Midland, Michigan. And at the 
other end of the thermometer, these same fluids operate well even at 
minus 60°F., and below. 


Those new brake fluids shrug off the tremendous heat built up in 
drums and linings during the braking of today’s heavy, high-speed 
cars. But these new fluids are only forerunners of even more advanced 
formulations now in development by Dow—fluids designed to with- 
stand even anticipated brake operating conditions of a decade hence. 


Work at the Dow automotive lab involves new fluids to satisfy require- 
ments of multifunctional hydraulic systems. Such work is directed to 
new automotive developments in “Central Hydraulic Systems” where 
the fluid not only must meet brake fluid specifications, but must also 
satisfy the requirements of power steering and automatic transmissions. 


These are but two of the significant developments under way at the 
Dow Automotive Chemicals Laboratories. There’s much more than this 
in progress . . . new cooling system concepts and materials, and de- 
velopment of new gasoline and oil additives, for example. From this 
work may come answers to your pressing problems. Why not inquire? 


THE FULL FACILITIES OF DOW’S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


Dow’s development staff constantly works with manufacturers on problems involving automotive 
chemicals . . . problems of all kinds, like those mentioned above. And because Dow is located at 
Midland, Michigan, close to the heart of the automotive industry, distance is no problem. Call us in 
Detroit at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising Dept. 405 U6-27. 


THE DOW CHEMICAL COMPANY - MIDLAND, MICHIGAN 
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STAINIESS STEEL 


is Solid 
All the Way Through 


An angry shout against thin veneers is a protest against 
the peeling, chipping, flaking, and fading of protective 
or decorative coatings required for less versatile or 
softer trim metals than stainless steel. 

Beautiful, lustrous stainless steel depends upon 
nothing but its own toughness and inherent strength. 
Stainless is solid, uniform metal all the way through. 
Never needs plating or painting to enhance its famed 
corrosion-resistance. Will never fade from sun or 
weather. It stays bright for life despite long use. 

Know the many uses of stainless steel on your 
product. Point out the advantages of stainless to your 


prospects. Put a stop to these angry shouts. 


E/ 


REPUBLIC STEEL 


GENERAL OFFICES e@ CLEVELAND 1, OHIO 
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This STEELMARK of the American Steel Indus- 
try tells you a product is made of Stainless 
Steel. Look for it when you buy. Place it on 
products you sell. 


















Early Ills Cured .. . 





Engineering Advances 
Aid Comeback of ‘4s’ 


(Continued from Page 24) 


plants were unable to do enough 
breathing to exploit the higher oc- 
tane fuels that made high-compres- 
sion engines feasible. 

They pointed out that the over- 
head-valve engines can successfully 
improve their breathing or volu- 
metric efficiency by using multiple 
carburetors and better manifold- 
ing. These devices could also be 
used on the old L-head engines, but 
they would knock at high speeds. 

It is generally agreed that the 
displacement ceiling for a four- 
cylinder engine is about 270 cubic 
inches, or around 180 horsepower. 
There are some very efficient 
tractor engines with 300 cubic 
inches of displacement, however. 
The consensus is that four-cyl- 
inder engines are definitely re- 
stricted to compact cars, or cars 
with a curb weight of 2,300-3,000 
pounds or less. 

The bore and/or stroke of a four- 
cylinder engine could be increased, 
but it was explained that this would 
hike the reciprocating weight too 
much, If you increase the piston 
bore, you’re in danger of getting it 
out of proportion to the stroke. If 
the stroke is increased, high piston 
speeds are necessary and this mag- 
nifies the friction problem. 


* * * 


few boosted piston speed and 
the resultant hike in friction is 
the primary reason why fuel econ- 
omy declines as speed mounts. 

Many of the Indianapolis race- 
car engines hit 8,000 revolutions 
per minute, compared to the 4,000 
to 5,000 RPM of passenger cars, 
but the ‘500’ engines are designed 
for shorter lives and they use 
special components, such as 
short-skirt pistons and light- 
weight rods, 

There is widespread belief that 
the four-cylinder engines have very 
good torque at low speeds. But 
these experts generally refused to 
accept this, maintaining that the 
torque curve depends largely on 
the valving, manifolding and 
breathing of the engine. 

However, they did agree that the 
four lends itself to valving and 
other tinkering that will result in 
better performance at low speeds. 
This characteristic makes it very 
compatible with an automatic 
transmission. 

a * om 


Difference in Force 


- THE past a major defect of 
the four-cylinder power plant 
has been its roughness, particularly 
at low speeds. This is caused by 
the failure of all cylinders to apply 
the same amount of force. 

One engineer asserted, “The car- 
buretor problems of this engine are 
not simple to master. There’s a 
tendency for piston No. 2 and No. 
3 to get a more efficient charge 
than pistons No. 1 and No, 4, It’s 
vitally important to properly shape 
the manifold and to carefully tune 
the induction system. As the speed 
steps up, much of this roughness 
disappears.” 

It was generally conceded that 
there is a tendency for the tun- 
ing to go off with a four-cylinder 
engine. 

Modern combustion chambers 
have done a great deal to elimi- 
nate much of this roughness by 
getting the proper relationship be- 
tween the spark plugs and the 
main charge of fuel. This has per- 
mitted the fuel to burn more even- 
ly, without developing an excessive 
rate of pressure rise. 

* * of 


HERE was considerable belief 

among the engineers that a 
four is more economical, although 
no one was sure why. One man said 
he had often “blown” a four into 
a six and seldom had developed 
1% times as much power. 

Explained another engineer, “My 
general experience is that a four 
is somewhat better from the econ- 
omy standpoint, although the rea- 
sons are hard to pin down. Pos- 
sibly, it’s just because they gen- 
erally don’t run as fast, producing 
less friction. 

“If you go up in speed, this 


engine’s economy will suffer. One 
thing is for sure, with a four, 
youre dragging less stuff 
around.” 


Many people tend to associate 
the four-cylinder engine with ex- 
cessive noise, although the im- 
provements that have come along 
in this area could have been made 
with fours just ag they have with 
six-cylinder engines. 

+ + * 
Additional Changes 

N ADDITION to the improved 

mountings, the noise reduction 
has been achieved by better bal- 
ancing, better parts alignment and 
closer tolerances, by using stiffer 
crankshafts and crankcases and 
more main bearings. An early prob- 
lem of the Chevrolet six reportedly 
was that its crankshaft was not 
rigid enough. 

“Some modern four-cylinder 
engines are quieter than the 
sixes,” said one veteran. “At low 
speeds, the exhaust of a four is 
more staccato, but no more 
noisier. If the exhaust is muffled 
so you can’t detect the firing 


Technical 


A realignment of functions to 
provide for increased activity in 
product research and development 
has been announced by Goodyear 
Tire & Rubber Co., Akron. 


A. J. Gracia, former research and 





A. J. Gracia W. J. Lee 

development manager, was named 
general research and development 
director, and W. J. Lee, former tire 
engineering director, was appointed 
tire research and development di- 
rector. M. J. DeFrance, former new 
products director, be comes com- 
mercial development manager, and 
J. A. Merrill, associate research 
director, was named assistant di- 
rector in the research division. 


* * * 


Vickers Promotes Gardiner 
In Corporate Engineering 


Duncan B. Gardiner has been 
appointed manager of corporate 


AMC Appoints 2 
In Fleet Sales 


DETROIT.—American Motors 
has added two regional sdles man- 
agers to its fleet sales department. 
Robert Davis heads the Southwest 
area, covering the Dallas, Houston, 
Memphis and Kansas City zones, 
and Thomas J. Gibbons directs the 
Mideast zones of Cleveland, Pitts- 
burgh and Buffalo. 

Davis, a 14-year auto veteran, 
joined AMC after two years as an 
automotive sales engineer. Gibbons 
has been with the company since 
1945. Since 1952, he has been a spe- 
cial representative at AMC’s parts 
and service warehouse in Cleveland. 

W. B. Ramsey, AMC fleet sales 
director, said the 1960 sales goal is 
50,000 Ramblers, compared with 27,- 
000 in 1959. 





Lamp-Christenson Buy Deal 


SHAKOPEE, Minn. — Fred J. 
Lamp has purchased an interest in 
Christenson Motors, Inc. (Chevro- 
let-Pontiac- Oldsmobile) here and 
also an interest in the Fairfax 
Leasing Corp. at Fairfax, Minn. His 
partner in the dealership and leas- 
ing firm is Don Christenson, 


order, you generally can’t tell 
which ig the four.” 

One engineer liked the four-cyl- 
inder because it better lends itself 
to different shapes and positions. It 
can have horizontally opposed cyl- 
inders, or be canted or even laid 
on itg side, although this would 
require redesigning the crankcase. 

o * + 


Ao advantage of the four 
is that its relative lightness 
and shortness permits moving it 
farther forward. This is greatly de- 
sired by U. S. engineers today, 
largely because it affords an op- 
portunity to reduce the transmis- 
sion hump. 

The practicality of the four-cyl- 
inder power plant is probably at- 
tested to by the fact that 51 of 
the 81 popular European series of 
cars have fours. The Lancia Appia 
even has a V-4, although it’s only 
about a 10-degree V. With all fours, 
of course, more down-shifting is 
required. 

Interesting also is the fact that 
the four-cylinder Offenhauser en- 
gines have been in the winning 
cars in all but three of the last 
25 Indianapolis races, The Offy’s 
superior acceleration power com- 
ing out of the corners at Indian- 
apolis has been the key factor. 

One engineer summed up the 
general thinking when he said that 
there is still a place for the four- 
cylinder engine if you're looking 
for something besides high power— 
low initial cost, low gas consump- 
tion and low maintenance costs, for 
instance. 


Personnel 





engineering for Vickers, Inc., a 
division of Sperry Rand Corp. 

Gardiner joined Vickers in 1934 
and was named chief product de- 
velopment engineer in 1948. He be- 
came assistant chief engineer in 
1950 and in 1956 was named director 
of research and development. 

+ * + 


GMC Makes Changes 


PONTIAC—Appointment of Don- 
ald J. LaBelle as assistant chief en- 
gineer of GMC Truck & Coach 
Division is announced. LaBelle, for- 
merly truck engineer in the engi- 
neering department, succeeds 
Sheldon G. Little, who was named 
director of the newly created prod- 
uct reliability department for GMC 
Truck & Coach. Robert E. Field, 
former administrative engineer, 
succeeds LaBelle as truck engineer, 
while Harold N. Steinbaugh, for- 
merly general supervisor of budgets 
and planning for the engineering 
department, becomes administra- 
tive engineer. 

* J * 


B-O-P Names Sherwood 


Joe Sherwood has been appointed 
general supervisor of engineering 
specifications at the Buic k-Olds- 
mobile-Pontiac assembly plant in 
Kansas City. He succeeds Darrel 
W. Kegerreis, who is on leave to 
study at Massachusetts Institute of 
Technology. 





Double Milestone— 


M. C. Patterson, Dodge general man- 
ager, had two reasons to celebrate re- 
cently. He marked his 40th year at Dodge 
and, at the same time, the company pro- 
duced the 300,000th 1960 Dodge car. Pat- 
terson joined the Dodge Bros. Co. in 1920 
as a die sinker. Since that time nearly 
8,000,000 Dodges have been built. Pat- 
terson is shown at the Hamtramck (Mich.) 
plant with the 300,000th 1960 model— 
a Dodge Polara—and a 1920 Dodge town- 
car. 
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the 1960“Oscar” winner“ now appears in ‘Jeep’ TV commercials! 





* Buster Keaton won the 1960 special honorary award of the Academy of Motion Picture ts and Scienc 
for hia performance in: “PICTURES THAT WILL PLAY AS LONG AS PICTURES ARE SHOWN" 











these 2 big shows in prime TV time make the ‘Jeep’ franchise more valuable than ever! 


Keaton commercials will appear on Maverick— America’s famous Keaton commercials will appear on Hong Kong too! — America’s 
high-rated 1 hour TV show! The proved appeal of the ‘‘Maverick” most exciting new 1 hour adventure show premiers Sept. 25th. 
show 7:30-8:30 P. M. Sundays will deliver a big, loyal audience for Hong Kong 7:30-8:30 P. M. Wednesdays has all it takes to be- 
Buster Keaton ‘Jeep’ commercials. Buster will make these among come one of 1960’s biggest new hits. Suspense, excitement, 
the best-remembered commercials of the year with his inimitable glamour— Hong Kong has them all. And when you add the force 
antics on behalf of ‘Jeep’ vehicles. The demonstration shots and of Keaton commercials on this Wednesday night TV show to the 
sales pitch in the commercials will make them among the hardest commercials appearing on ‘‘Maverick” on Sunday nights, you’re 


selling of all automotive commercials ! 





‘Jeep’ dealers 
are flyin’ high! 
Read why! 







really making a strong impression on an entirely new audience. 


1 Retail sales for the entire ‘Jeep’ family of vehicles are at an all- 
time high! 2 Demand for ‘Jeep’ vehicles is growing in urban as well 
as rural areas. 3 About half of ‘Jeep’ vehicle sales are clean deals. 4 2-year old ‘Jeep’ vehicles 
sell for as high as 90% of factory list. 5 Added to an existing line, a ‘Jeep’ franchise increases profits 


with little increase in overhead! 6 The ‘Jeep’ family is the world’s only complete line of 4-wheel 


drive vehicles. 7 ‘Jeep’ dealers are the only commercial vehicle dealers with the continuous backing of a high-rated 


national TV show. Starting this September they also will be backed by a second hour long TV show that delivers 


commercials to viewers Wednesday in addition to Sunday—an increase of 41.5% more commercial minutes. x Dealer 


gross profits average over *400 after washout! 9 Sales of special ‘Jeep’ equipment (snowplows, winches, trenchers, 


etc.) average *249 on each new ‘Jeep’ vehicle sold—not counting sales of parts and accessories. ] O The number of 


dealerships open is limited—since Willys franchises are established on a market-potential basis only! 


Remember ... this Fall ‘Jeep’ TV advertising will be bigger than ever... 41.5% more commercial minutes. 





Jeep 






Want your profits to zoom? 
Then fly this coupon in as 
quickly as you can! 


V 
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DEALER FRANCHISE MANAGER, DEPT. 650 
Willys Motors, Inc., Toledo 1, Ohio 

Yes, without obligation, I’m interested in learning the 
detailed facts about the ‘Jeep’ vehicle franchise. 
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vehicles are made only by Willys Motors 


...one of the growing KAISER Industries 


VERICK+ HONG KONG 
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Ceramic Powders Developed 
For Use in Hot Tooling 


Corning Glass Works, Corning, N. Y., 
has developed two ceramic powders that 
can be formed into shapes used in hot 
tooling. They are named Corcast and Cor- 
tamp. 

The glass firm cited these chief fea- 
tures: 1. Users of the powders form the 
shapes they want—when and where they 
desire; 2. No separate firing is required, 
bonding occurs in use; 3. Temperature 
capabilities go up to approximately 2500 
and 4000 degrees Fahrenheit; 5. Dimen- 
sions remain stable in use. 





Chevrolet Designs Machine 
To Test Rubber Resiliency 


Designed by Chevrolet engineers, this 
electronic device is said to determine 
the type of ride a new car will deliver. 

The machine gives readings on the 
energy absorbing characteristics resiliency 
of rubber and butyl samples. A steel ball 
is dropped on a sample and the height 
of its rebound is recorded by the spark 
which jumps from the ball to sensitized 
paper. Rubber samples are shown in fore- 
ground. 





Transistorized Tachometer 
Announced by Fox 


An ignition-actuated induction tachom- 


eter, utilizing transistors for accurate 
revolutions per minute measurement on any 
gasoline engine, has been announced by 
Fox Valley Instrument Co., Highway 27, 
Cheboygan, Mich. 

Powered by four standard flashlight 
batteries, the unit requires no electrical 
or mechanical connections. The instrument 
has multiple ranges for engine speeds 
as high as 18,000 r.p.m. and is calibrated 
for use on two-cycle or four-cycle engines 
having any number of cylinders. It is 
reported to work equally well on magneto 
or battery ignition at any voltage. The 


unit also will indicate spark polarity. 
eo ee 


GE Announces Addition 





motors now available from General Elec- 
tric Co., Schenectady 5, N. Y. 

The motor is designed for use on pumps, 
gears, hoists and propeller-type fans. Both 
dripproof and totally enclosed construction 
are available in ratings from one through 
5 horsepower at 1,800 revolutions per 
minute, % through 3 horsepower at 1,200 
r.p.m. and Y through 2 horsepower at 


900 r.p.m. fg 


Phofosensitive Glass 
Developed for Dials 


Photosensitive glass that can be pre- 
cision patterned by chemical machining 
is being produced by Corning Glass 
Works, Corning, N. Y., for aircraft dials. 

Corning is producing dial blanks made 
of Fotoform B glass. This heat-resistant 
material is said to hold under tempera- 
tures that deform other dial material. 
These materials can be produced in vol- 
ume. 


Researchers Still 
Holdout Hope 
For Skidless Car 


BUFFALO.—A new tool has beén 
added to the field of automotive 
research that some day may make 
possible a skidless car that would 
sharply cut the highway accident 
toll. 

It lies in a mass of research on 
auto side-skidding and spinning 
by scientists in Cornell Aeronau- 
tical Laboratory’s Vehicle Dy- 
namics Department, 

Some of the findings of this re- 
search team were disclosed by Wil- 
liam F.. Milliken jr., head of Cornell 
Lab’s Full-Scale Division, and 
Hugh S. Radt jr., an engineer in 
Vehicle Dynamics. 

Using an electronic computer and 
a big helping of auto-racing experi- 
ence, the lab scientists have demon- 
strated that the skidding character- 
istics of a car can be predicted 
mathematically, rather than just by 
the old “seat-of-the-pants” method. 

Furthermore, they think that 
with their scientific methods it is 
possible to improve skidding be- 
havior of cars by making changes 
in a car’s chassis and suspension 
system, as well as tires. 

“We feel certain also that con- 
trol equipment can be built that 
will never let a car skid or spin,” 
Milliken says. “The problem is a 
lot like the airplane spin and roll 
which existed for many years. 
Our people were able to devise a 
plane in which spin and roll did 
not exist.” 

Milliken thinks that a real under- 
standing of skidding motion and 
control will go a long way toward 
aiding in the development of de- 
vices that could warn a driver 

when he was “getting close to a 
skid.” 

It may also aid in the develop- 
ment of automatic or semiauto- 
matic equipment that would do 
away with the skid on the “auto- 
matic highway of tomorrow.” 

Milliken notes that virtually all 
accidents are preceded by some 





Engineering and Production 
New Products 





Prisms Used to Control 


Light Hlumination 


Glar-Ban Corp., 3807 Harlem Rd., Buf- 
falo, N. Y., has announced a patented 
“Bolt-lite’ for illuminating instruments, 
instrument panels, control panels and 
other applications that require subdued 
nonglare illumination. 

Through the use of prisms, the upper 
and lower limits of light are controlled, 
eliminating light ‘‘spill-over"’ and reduc- 
ing.eye strain, it is said. The unit makes 
it possible to predetermine the light illu- 
mination pattern with precision accuracy. 
It is available * 6, $3 o 28-volt models. 





Electrical Controls Designed 
For Air Suspensions 


Sway Control, Inc., 111 Broadway, New 
York 6, N. Y., has introduced a control 
for air suspension systems that is said 
to maintain the platform of an air sus- 
pended vehicle at a preset height, and 
keep it at a true level while the vehicle 
is being loaded or unloaded. 

Called the Phalco System, it is almost 
totally electric. The system uses electrically 
controlled air valves in place of mechan- 
ically operated ones to let air in and out 
of the air spring bellows. The system's 
electric components go ‘‘dead" when load- 
ing or unloading is completed. 


Synthetic-Fluid Line 
Is Offered by Dow 


Commercial availability of a new 
family of synthetic fluids and lub- 
ricants has been announced by Dow 






Chemical Co., Midland, Mich. 

Dow said the new product line, 
trademarked Ambiflo, offers ad- 
vantages over existing polyalkylene 
glycol type materials in stability, 
temperature - viscosity relationship, 
higher flash point and lower pour 
point. 


Gordos Corp. Develops 
Small Mercury Switch 


Gordos Corp., 250 Glenwood Ave., 
Bloomfield, N. J., has developed a mer- 
cury switch, with specifications of ¥-inch 
maximum length, .162-inch diameter, and 
1/10 ampere rating. 

Although it was initially developed as 
@ reversing switch for a portable electric 
device motor clutch, the miniature switch 
(Gordos Type HG220L0) is said to be 
suited for such applications as miniature 
on-off switch, paging devices, hearing aid 
switch, switching requiring slight force, 
or applications that have a low load, 
light weight or space factor. 


Bankrupt Dealer 
Indicted by U.S. 


JACKSON, Tenn. — Buford F. 
(Boots) Garner has been indicted 
on a federal charge of causing 
false securities to pass in interstate 
commerce. 

The action came shortly after the 
Dresden (Tenn.) used-car dealer 
went into a million-dollar bank- 
ruptcy case. 

Garner, who said he did $5 mil- 
lion worth of business last year, 
said he tried to save his sinking 
business this spring. He told a 
newspaper that he had entered into 
check floating schemes, adding: “At 
the end, some of my checks had 
no funds behind them.” 








"i General Electric Unveils 


12-Ounce Pocket Radio 


General Electric Co.'s Communication 
Dept., Lynchburg, Va., has introduced a 
transistorized shirt-pocket radio commu- 
nications receiver with miniaturized cir- 
cuitry that is said to boost audio efficiency 
and require 35 percent less battery power 
than previous hand-carried message 
equipment of its type. 

The unit, to be marketed under the 
name “Voice Director," weighs 12 ounces 


with battery. Although power consumption 
is reduced, the device is said to have 
receiver selectivity and receiver sensitivity 
comparable to mobile radios many times 
heavier and larger. 





Tann Bearing Offers 
Hydrodynamic Oil Film 


A family of bearings, which combine 
the design advantages of sleeve and ball 
bearings, has been announced by Tann 
Bearings Co., Division of Tann Corp., 3750 
E. Outer Drive., Detroit 34, Mich. 

The Tann “Hy-Film"” bearing is said 
to be interchangeable with ball bearings 
in bore and shaft requirements. Unique 
features include a base life of 20,000 
hours, a lifetime recirculatory oiling sys- 
tem, and a hydrodynamic oil film between 
inner race and bushing which supports 
the weight of the shoft, it is said. There 
is no metal-to-metal contact at any point. 


Autolite Holds Canadian Holiday 


SARNIA, Ont. — All products 
manufactured by Electric Autolite 
Co. were assembled in the largest 
display of its kind at the firm’s 
Sarnia plant in observance of Auto- 
lite’s 30th year of Canadian pro- 

+ * * 





duction, During the three-day cele- 
bration, the firm introduced tran- 
sistorized ignition to the Canadian 
market. The system is known as 


the Transigniter and will be pro- 
* * * 


Discussing Autolite's 'Transigniter’— 


Cecil S, Allen, engineering director, Avtolite Electrical Products Division, left, dis- 


duced shortly in Sarnia, the firm 
said. 

In adition to products now in 
production, the giant exhibit con- 
tained items under development in 
Autolite’s research laboratories. 

On the grounds outside the plant, 
auto makers, builders of farm, con- 
struction and marine equipment 
and other users of Autolite equip- 
ment displayed their new models. 

The Autolite exhibit covered a 
wide range of products, including 
a lab model of a fuel cell, miniature 
hydraulic devices, actuators, coaxial 
starting motor, advance-design al- 
ternators to replace generators, the 
Transigniter and industrial, electri- 
eal, electronic and nuclear cer- 
amics. 

In discussing the high-voltage 
Transigniter system, John J. 
Bohmrich, Autolite electrical 
products vice-president, said it 
“paves the way for the applica- 
tion of other solid-state electronic 
devices to automotive ignition 
and electrical systems.” 

Demands of the automotive in- 
dustry will provide the incentive 
for new and improved methods of 
producing transistors at costs with- 
in automotive requirements, he 
said. 

He added that initial production 
of the Transigniter will begin this 
fall in an Autolite plant in the 
United States. 








Bohmrich pointed out that the 
Sarnia plant duplicates many of the 
manufacturing methods developed 
by Autolite in its 23 U.S. plants. 


cusses installation of a transistorized ignition on a test car with George E. Spaulding, 
research director. The system, called Transigniter, was one of many Autolite research 
developments displayed at Sarnia, Ont., as part of the observance of the firm's 30th 
year of production in Canada. 


skidding and says, if cars could be 
made skidproof and also could take 
“evasive action,” the accident rate 
would tumble enormously, 


To Thinline Motor Group 


A motor with NEMA type “C" face 
mounting has been added to the Thinline 
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The more than forty different functional parts 
made with aluminum in the fine 1960 automobiles 
add up to millions of individual aluminum parts— 
and there are good reasons for this substantial 
figure. 

The main reason is the increased emphasis on 
weight reduction, the prime target in compact car 
engineering and an important objective in the en- 
gineering of all automobiles. Lightweight aluminum 
is the best solution to weight control. Another key 
factor in aluminum’s growing usage is new process- 
ing techniques that result in a better part at a lower 
final cost. Other aluminum advantages such as 
corrosion-resistance, strength, and high thermal and 
electrical conductivity are also important in various 
applications. 

One or more of these aluminum advantages is 
being put to good use in the representative func- 
tional parts illustrated in this advertisement. For 
example, aluminum’s lightness in intake manifolds 
reduces front end weight, improves handling and 
weight-horsepower ratio. In the same part, alumi- 
num’s high thermal conductivity is of benefit, for 
example, in manifold probes which transfer exhaust 
gas heat to the intake manifold to preheat the in- 
coming mixture. Aluminum’s high thermal conduc- 
tivity also helps in carburetor mounting pads 
through which water from the cooling system is 
circulated, acting to heat the carburetor and 
eliminate icing. 

Another key advantage of aluminum is the fact that 
it lends itself to ideal “‘integration’”’ of physical prop- 
erties and part function, eliminating assembly com- 


TRADE MARK 


ponents and increasing efficiency of performance. For 
example, in rocker arms and supports, aluminum’s 
high strength to weight ratio combines with die 
cast designs to take advantage of high production 
casting techniques with resultant lower cost. The 
intake manifold and carburetor mounting pad take 
advantage of aluminum’s thermal conductivity, 
light weight and castability, reducing the number 
of parts. 


These weight and physical benefits combined 
with production advantages are also important in 
fuel, oil and water pump components, clutch hous- 
ings, pistons, carburetor bodies, distributor bases, 
horn parts, generator end frames and support 
brackets and many other parts. 


Because of aluminum’s proved advantages in so 
many parts, radiators, alternator and DC generator 
housings, mufflers, battery straps and other parts 
are receiving close design and engineering attention 
to take advantage of aluminum’s light weight and 
savings in tooling and assembly costs. 


For information and assistance on aluminum 
automotive applications, talk to a Reynolds Alumi- 
num Specialist. Write or phone Reynolds Metals 
Company, P.O. Box 5050, Seven Oaks Station, 
Detroit 35, KEnwood 7-5000. Or contact your nearest 
Reynolds office or write P.O. Box 2346-MX, Rich- 
mond 18, Virginia. 


NOTE: Before you buy any part—have it designed and 
priced in aluminum. Basic material costs do not deter- 
mine part costs. New techniques and processes—appli- 
cable only to aluminum—can give you a better product 
at a lower final cost. 


REYNOLDS ALUMINUM 


the metal for automation 


Watch Reynolds TV shows: “BOURBON STREET BEAT" 
“ADVENTURES IN PARADISE"; and “ALL STAR GOLF" (resuming in October)— ABC-TV 
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The Man Behind the Wheel .. . 





Sales Testing the Jaguar 3.8 


By Ed Brown 
Staff Correspondent 

Eprror’s Nore: This is one of a 
series of articles designed to ex- 
plore the selling features of im- 
ported cars. 

* * 

N2% YORK.—The new Jaguar 

3.8-litre four-door sedan offers 
everything from the famous XK 
engine to luxury-car interiors and 
ride, plus performance characteris- 
tics of a straight stick built into an 
automatic transmission. 

Its styling and manners place 
it in the forefront of high-priced 
automobiles, when dollar for dol- 
lar value is compared. The tab is 
$5,045, New York port of entry. 

The simple, understated elegance 
of the 3.8’s styling will appeal to 
even the fussiest individual, From 
the wraparound front bumper, 
across the grille, hood, windshield 
and roof and back down at a 
rather sharp angle across the trunk 
lid, the observer’s eye glides freely, 
with no objectionable oddments or 
additives to disturb the clean, con- 
temporary line. 

Jaguar igs so much an accepted 
style that salesmen are unlikely to 
run into a customer objection on 
this score. Certainly, the vehicle 
travels with pride in racing or 
country-club circles, Its adaptabil- 
ity is chameleon-like. 

a * + 


Easy to Enter 

pes doors swing wide and 
have a catch device which will 

hold them open automatically, Cus- 

tomer entrance and exit from the 

front seats is pleasant. 

Getting in and out of the rear 
is almost as easy, although you will 
find prospects divided over its com- 
fort. We transported some passen- 
gers who complained bitterly about 
rear-seat comfort, because of short- 
ened leg room, and the impossibil- 
ity of shifting from a straight 
forward position. Other passengers 
were more amenable to the rear 
seat. 

Elegance is the key to the in- 
terior of this vehicle, from the 
hand-rubbed walnut finish, to the 
fine-grained leather seats and 
deep-piled rugs. The big “Jaguar” 
floor mats which covered the rug 
in our test car added that extra 
finishing touch, and every sales- 
man will do himself a favor if 
he suggests them. 

Your prospect will sink into the 
foam-rubber upholstered front 
bucket seats and relax into your 
sales pitch. They are comfortable, 
and they make pie of long drives. 
No stiff joints or bad backs after 
a long ride in the 3.8. 

The driveshaft tunnel is boxed 
off and finished in the same high- 
grade leather as the remainder of 
the interior. It is a handy little 
spot for women to rest their hand- 
bags. 

Contrary to most vehicles, the 
automatic transmission lever in 
this car is located under the steer- 
ing wheel on the driver’s left. The 
turn indicator is on the driver’s 
right. 


* * * 


Lining Under Dash 


Bor front seats glide into posi- 
tion with the greatest of ease, 
allowing for a good variety of posi- 
tions. 

The headlining is a fine-quality 
cloth, and the passenger visor is 
fitted with a vanity mirror. An- 
other illustration of attention to 
detail is the leather lining under 
the dash. 

There are four interior lights— 
two oblong ones atop each center 
post and two round ones in the 
rear quarter of the car. All four 
flash on when a door is opened. 

All doors and side panels of the 
vehicle are lined in leather. A 
bolster pulls down from the back 
of the rear seat to make a cen- 
ter arm rest for passengers, 

Both front doors contain deep, 
thin pockets for papers and maps, 
and the rear doors have pockets 
that will hold a pair of gloves or a 
book. 

Front vent windows have a catch 
arrangement with three open posi- 
tions. The forward edge of each 


partment during a storm, thus_al- 
lowing vent windows to remain 
open. 

+ * * 


Automatic Doesn’t Creep 


CE your customer is in the 

driver’s seat, ask him to note 
the outside rear-view mirror and 
the interior rear-view mirror, which 
boasts a night-time nonglare fea- 
ture. These are the little things 
which add up to such tremendous 
value in this vehicle. 

Point out the curved windshield 
and rear window, plus the fact that 
almost all blind spots have been 
eliminated. The view through 360- 
degrees is exceptionally good. 

en discussing the automatic 
transmission, it will be a good 
idea to stress the automatic brak- 
ing device built into the unit. 

This is what prevents creep. 
When you apply the brake, the 
car will not creep or move until 
you have pressed the accelerator 


When making your demonstra- 
tion, it is best to run the vehicle 
slowly at first, accelerating in a 
normal manner. This will give the 
customer the feeling of the excep- 
tionally smooth ride provided by 
this automatic. There is almost no 
sensation under normal accelera- 
tion when the vehicle moves from 
low to intermediate to high speed. 

At higher speeds, the transmis- 
sion has a tendency to lurch slight- 
ly when moving from one gear to 
the next. This lurch is not offensive, 
however. 

We noted that under norma] foot 
pressure on the accelerator, the 
car moves from low to intermediate 
at about 12 miles per hour and 
from intermediate to high at about 
23 MPH. When we used full throt- 
tle, or heavy foot pressure, the 

*~ * * 


Car Tested: 
JAGUAR 3.8 


Price: $5,045, 

Engine: Six cylinders; bore, 
3.425 inches; stroke, 4.1732 
inches; displacement, 230.6 cubic 
inches; horsepower, 220 at 5,500 
revolutions per minute; com- 
pression ratio, 8 to 1; carbure- 
tion, twin SU type HD 6 hori- 
zontal with electrically control- 
led automatic choke, twin ex- 
hausts. 

Suspension: Front—independ- 
ent with semitrailing wishbones 
and coil springs with telescopic 
shock absorbers and antiroll bar. 
Rear — trailing link suspension 
by cantilever semielliptical 
springs, radius arms and tele- 
scopic shock absorbers, 

Tires: Dunlop whitewalls, 
6.40x15. 

Brakes: Four-wheel disk. 

Turning circle: 33.5 feet. 

Weight: 3,136 pounds. 

Dimensions: Wheelbase, 107.8 
inches; length, 180.8 inches; 
height, 57.5 inches; width, 66.8 
inches; front track, 55 inches; 
rear track, 53.4 inches. 

Equipment: Automatic trans- 
mission, power steering, side 
mirror, tachometer, disk brakes, 
occasional tables, adjustable 
steering wheel, windshield wash- 
ers, two-speed electric wind- 
shield wipers. 





transmission stayed in low to about 
30 MPH and moved into direct 
drive at about 65 MPH. 


* * * 


Excellent Acceleration 
A DEMONSTRATION, don’t 
be afraid to accelerate the car. 
Even the racing fan will be pleas- 
antly surprised with the automatic 
shift’s performance, It is a driving 
experience. 

In traffic, the 3.8 handles like a 
billowy white cloud, With the in- 
termediate control snapped on, it 
performs in top form at all times, 
getting you through traffic effici- 
ently. 

A fast start from a stop light is 
a natural, since the Jag will per- 
form just as you expect it to. Other 
motorists aren’t likely to challenge 
too often. 

The car runs quietly, with 
abandon, yet the driver is in 
complete control at all times. The 
3.8 is another one of those cars 
that performs best at high 
speeds, offering a big-car feel in 
@ smaller package, Acceleration 
is everything you would expect, 
and it corners with ease. 

There is one thing front-seat 
passengers have a tendency to com- 
plain about. The vehicle heats 
through the firewall, into the front 
compartment, This can be allevi- 

ated by opening the scuttle vent, 
but as in most sports cars, front 
passenger space does have a heat- 
ing problem, which is accentuated 
in hot weather. 

The vehicle we drove was fitted 
with power steering. A few of our 
testers complained that they 
couldn’t get the feel of the road 
from it. There is some cause for 
complaint when driving at low 
speeds. The steering wheel play 
does seem a bit excessive, 

However, this adjustment may 
be deliberate. We noticed at high 
speeds that we had perfect feel of 
the road, with the wheels respond- 
ing just as soon as We gave the 
steering wheel a slight twist. 

* * * 


Engine Is Selling Point 


ppeRe the early part of our 
drive, we thought the car was 
fitted with power brakes as well. 
The bridge-type four wheel disc 
brakes acted as fast and as cer- 
tainly as any power-assisted brakes 
we have ever driven, 

Incidentally, these brakes are 
fitted with quick-change pads, a 
feature you might mention to your 
customers, Means lower mainte- 
nance costs. 

Highway touring in this car is 
another driving experience, Travel- 
ling at high speeds (80 to 99 MPH) 
over long periods leaves neither the 
body tired nor the nerves tense. 

Don’t neglect a view of the 3.8’s 
engine compartment, even if your 
customer knows nothing at all 
about engines. He can’t help but be 
impressed by the attention given 
to detail on this engine. Particu- 
larly will the neophyte be im- 
pressed with its hospital-clean fin- 
ish. 

This six-cylinder, 225 horse- 
power engine has double over- 
head cams, a feature offered in 
very few imported cars, This 
means quiet operation and less 
frequent valve-clearance adjust- 
ments. 

It is, of course, more expensive 


* * * 





Elegance and Performance in Jaguar 3.8— 


Jaguar's new 3.8-liter sedan is a luxury-class automobile that combines elegance 


front vent is fitted with a small |and high performance, according to Ed Brown, who sales-tested the car for Automotive 
water guard which eliminates any | News. “The man who owned and loved the 3.4 will be ecstatic about the 3.8," Brown 


water drip in the passenger com-| said. 








Luxurious Interior— 


The interior of the Jaguar 3.8 sedan 
features a hand-rubbed walnut finish, 
leather bucket seats and deep-piled rugs. 
The driveshaft tunnel is boxed off and 
finished in leather, and there is a leather 
lining under the dash. 

¥ * + 
to produce than the normal push- 
rod or sing] e-overhead-camshaft 
engine, a point to be emphasized 
with any prospect. 

In addition, since two camshafts 
operate directly on the valves, a 
more-efficient combustion chamber 
could be designed, which means 


that the engine is capable of de-| good 


veloping more power (economical- 
ly) per cubic inch than either the 
single camshaft or push-rod type. 

In the 1,000 miles we drove the 
car, we averaged 15.7 miles per 
gallon of gas. This was under all 
the stress and strain of a hard test, 


including jackrabbit starts and city 


and turnpike traffic. 
+ a + 


Plenty of Luggage Space 
zrore concluding the engine 
examination, point to the fact 
that every exposed piece of sheet 
metal was undercoated before the 
vehicle ever saw the shores of this 
country. This contributes to quiet 
running and fewer rust problems. 

The body and chassis integral 
construction hag developed from 
Jag’s racing cars, and the under- 
pinnings are as solid as you would 
expect from such a vehicle, 

Naturally your customer will be 
interested in the trunk. The lid 
opens high, and there’s plenty of 
luggage space, Underneath the lug- 
gage floor is the spare tire, with 
a foam-rubber-lined box of tools 
fitted into the wheel rim, secure 
and with no danger of rattling. 

The owner’s handbook will sat- 
isfy the mechanically minded, It 
is specific in all its details, and 
it even gives a rundown on how 
the home mechanic can do his 
own valve job. 

The Jaguar 3.8 sedan should have 
a wide appeal in the luxury mar- 
ket. The man who owned and loved 
the 3.4 will be ecstatic about this 
car. 

A salesman has both prestige and 
common economic sense to 
sell. And in the selling, don’t over- 
look the buyer who may not ordi- 
narily think in terms of luxury, 
but to whom intelligent investment 
is a byword. You have the pass- 
word for him when you start talk- 
ing about the Jaguar 3.8 sedan. 





Promoted at Dealer Level .. . 


Summer Safety Drive 


WASHINGTON.—A special sum- 
mertime traffic accident prevention 
campaign is being undertaken by 
franchised auto dealers and their 
associations throughout the coun- 
try. 

The program is sponsored by 
the National Automobile Dealers 
Assn. and the Auto Industries 
Highway Safety Committee. 

Featured in the promotion are a 
special letter and a leaflet which 
dealers send to their customers and 
employes. 

The letter urges motorists to take 
a few simple precautions to safe- 
guard themselves and their families 
during the vacation driving season. 
Dealers are also emphasizing safe 
summer driving in their regular ad- 
vertising campaigns through the 
various media. 

Automobile and tire manufactur- 
ers also are being encouraged to 
bring the promotion to the atten- 
tion of their employes. 

In the letter to motorists, deal- 
ers remind them that summer- 
time driving presents situations 
which can be extremely hazard- 
ous, 

Car owners are urged to be con- 
stantly on the alert, and to keep 


Seminar Slated 
For Graduates of 
Chevrolet School 


DETROIT.—The North Central 
Regional Alumni Assn, of the Chev- 
rolet Postgraduate Schoo] of Mod- 
ern Merchandising and Manage- 
ment has scheduled. its first 
“postwar alumni seminar” for Aug. 
1-2 at the Statler Hilton Hotel here. 

Chairman of the event is Jerry J. 
May, Harry May & Son (Chevrolet- 
Cadillac), 903 S, Monroe St., Mon- 
roe, Mich, He said tuition will be 
$40 and will include meals and 
materials, plus a cocktail party and 
banquet Aug. 1. 

May said that in this region there 
are about 175 graduates of the 
school, more familiarly known as 
the Chevrolet Dealers’ Sons School. 
He said the August seminar would 
be a “shirtsleeve session to develop 
new ideas and programs to benefit 
our businesses.” 

He urged graduates who would 
like to attend the seminar to con- 
tact the following zone representa- 
tives: Detroit zone— Judd Taylor, 
Walled Lake, Mich, Flint zone— 
Reed T. Draper, 1450 N. Michigan 
Ave., Saginaw, Mich, Buffalo zone 
—C, A. Dailey jr., 1928 State St., 
Erie, Pa. Cleveland zone—Ed Stinn, 
21201 Center Ridge, Cleveland 16, O. 


the following suggestions in mind 
when driving this summer: 

1. Be alert—driving is a full- 
time job. 

2. Make courtesy your code of 
the road—it takes only a moment. 

3. Take a break—pull off the road 
and relax ... drive refreshed. 

4. Allow for emergencies—adjust 
your driving to road, traffic and 
weather conditions. 

5. Follow the rules of the road— 
signs, signals and road markings 
are your guides for a safe trip. 

6. Check your car—be sure it is 
in top condition. 

*” 


One Car in Every Five 


Faulty in Milwaukee 


MILWAUKEE, — The voluntary 
motor vehicle safety check con- 
ducted here in May showed that 
about one car in five had some de- 
fect, according to Police Chief 
Howard O. Johnson. 

Johnson said that 2,116 cars with 
defects were uncovered from 
among the 10,721 checked, 





McGovern Cited— 


H. E. Humphreys jr., left, chairman, 
United States Rubber Co., presents John 
W. McGovern, president, with a watch in 
recognition of McGovern's 40 years of 
service to the company, McGovern joined 
U. S. Rubber in 1920 as an accountant 
in Boston. He rose through various execu- 
tive positions with the company's clothing, 
mechanical goods and tire divisions until 
1941 when he was made general manager 
“of the munitions division. He became gen- 
eral manager of the tire division in 1943, 
was elected a vice-president in 1945, a 
director in 1951, executive vice-president 
in 1957. 
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John L. Denman has been named|Smith Corp., Milwaukee. W. P. 


manager of Ford Motor Co.'s state 


s legislative representative in 
since 1955. He joined Ford 


in 1952 after nine years as a news- 


Detroit News reporter since 1953. 
* * 


Monroe Heads Fleet Sales 


For L-M in Los Angeles Area 


Allen E. Monroe has been ap- 
pointed Los Angeles district fleet- 
sales manager for Lincoln-Mercury. 

Monroe has been active in auto 
leasing and retail sales in the Los 
Angeles area for the last five years. 
Prior to that he was with Avis 
Rental System and Inter City Bus 
Transportation in Wisconsin. 


+ * * 


Chevrolet Names Rundell 


St. Louis Plant Manager 
Elmer W. Rundell has been ap- 


pointed manager of Chevrolet car 
and truck assembly plants in St. 


St. Louis, a position previously 
held by Rundell. 


* 
Arnold’s Third Decade 


©. H. Arnold, Denver, district 
Sales manager for Ford Division, 
has celebrated his 30th anniversary 
with Ford. He joined the company 
in Fargo, N. D., in 1930. 
* * 7 


Smith Names Mullaney 


N. F. Mullaney has been appoint- 
ed to fill a new position of man- 
ager of rail and advanced products 
in the Automotive Division of A. O. 


Koth has been appointed assistant 
chief engineer for the rail and ad- 
vanced products group, and John 
Cherba has been named assistant 
sales manager. 

” 7 * 


Buick Switches Blue 
dim Blue has been appointed San 
Francisco district manager for 
Buick, succeeding Henry Mayo, 
who resigned. Blue held a similar 
post in Fresno, Calif. 
* 


Abel Directors Elect 


Chairman, New Officers 

Directors of Abel Corp., Colum- 
bus, O., have elected Richard J. 
Abel chairman and chief executive 
officer, and Louis J, Krakoff, for- 
mer executive vice-president, pres- 
ident. 

The directors also elected Jerome 
H. Kahn, formerly sales promotion 





L, J. Krakoff 


manager, publicity vice-president; 

Robert D. Roth, formerly divisional 

merchandise manager, new store 

and market development vice-pres- 
T. Gooden 


R. J. Abel 


ident; berger, tire 
division vice-president; Leonard L. 
Nieman, formerly financial secre- 
tary, treasurer, and Troy A. Feibel, 
secretary. 

*~ 


Former Dealer Briggs 


Joins Detroit Brokerage 
A. F. (Al) Briggs has become an 


sociates, Inc., Detroit investment 
brokerage firm. 

Briggs is a past president of the 
Detroit Auto Dealers Assn. and 
former head of a Detroit Ford deal- 
ership. 


* 
Warner Named President 


Of B. F. Goodrich Chemical 


Harry B. Warner, with B. F. 
Goodrich Co, since 1939, hag been 
named president of B. F. Goodrich 
Chemical Co., Cleveland. 

He succeeds John R. Hoover, who 
has retired after 35 years with the 
company. Warner formerly was 
marketing vice-president of B. F. 
Goodrich Chemical. 

* * 


Russell Mfg. Appoints 


Morton Vice-President 


H. C. Morton has been elected 
vice-president of the Friction Ma- 
terials Division of Russell Mfg. Co., 
Middleton, Conn. He joined the firm 
in 1931 and most recently headed 
research and manufacturing for the 
division. 

Morton named two sales man- 
agers. They are T. Joseph Keane, 
Automotive and Aero Equipment 
Division, and William D. Schenck, 
Automotive Replacement Division. 

ao * + 


Vickers Names Herrmann 
To Head Tulsa Winch 


William J, Herrmann has been 
appointed general manager of 
Tulsa Winch Division of Vickers, 
Ine. He succeeds Edward A. 
Thompson who retired after 25 
years with the corporation. 

Tulsa Winch Division manufac- 
tures industrial winches, speed re- 
ducers and power takeoffs. 

” * * 


Highman Promoted 


David A, Highman has been 
named director of airfreight sales 
for American Airlines, He joined 
the firm in 1945, 

” 


Pontiac Names Martin 


C. M. Martin has been appointed 
assistant manager of Pontiac’s 








Around-the-Clock Demonstrators— 


Studebaker Lark sales features and demonstration ride invitations are spelled out 
on these “24-hour” demonstrators, part of a fleet of over 250 units ordered by Stude- 
baker dealers throughout the nation. Prospects can signal the drivers for a demonstra- 
tion ride as the cars move on around-the-clock patrol. Use of the demonstrators is 
part of a stepped-up national sales campaign by S-P dealers. 


zone Manager in Chicago. Martin 
formerly was assistant zone man- 
ager in Dallas. 

” * 


” 
Trailmobile Ups Wilson 
A. D. Wilson has been appointed 

manager of the Phoenix branch of 
Trailmobile, Inc. He joined Trail- 
mobile in 1958 as assistant service 
manager in Phoenix and later was 
promoted to service manager. 

* * a 


Firestone Ups Horch 
E. R. Horch has been appointed 
division manager of manufacturers 
sales for Firestone Tire & Rubber 
Co. He has been with Firestone 
since 1941. 
* * +. 


Sparton Names Two Reps 


Two technical service representa- 
tives have been named by Sparton 


Kansas City zone, succeeding K. L.| Electronics, division of Sparton 
associate of Schmidt, Ellis & As-'Delashaw, who now is assistant ' Corp. They are W. Bert Knight Co., 


Los Angeles, covering Southern 
California and Nevada, and J. A. 
Tudor Associates, Seattle, covering 
Washington, Oregon, Idaho and 
Western Montana. 
* * + 
Firestone Names Moore 
Cincinnati District Manager 
W. F. Moore has been named 
manager of the Cincinnati district, 
Firestone Tire & Rubber Co. 
Moore, formerly manager of 
truck and farm tire sales in the 
Pittsburgh district, succeeds E. R. 
Horch, who has been transferred 
to Akron as Western Division man- 
ager of Firestone’s manufacturers 
sales department. 
* * 


Mostella, Sharpe Assigned 
Horace Mostella, who had been 
serving both as Southern and 
Southwestern regional sales man- 
ager for White Motor Co., hag been 
(Continued on Page 36, Col. 1) 


SELL DATSUN! The fine imported small car that’s thoroughly American! 


Japan’s exciting 








new 


Datsun is the magnificent 1960 answer to the need for a truly 


unusual new American small car that can be built efficiently overseas. 
Delightfully American in advanced design, comfort and conveniences, 


the handsome Datsun comes through with sparkling performance 
and meaningful gas saving. Solid and sound, and a dream to 
handle, every Datsun is American-inspired in specifications. 


Built with legendary Japanese care in Yokohama’s great Nissan 
works, one of the largest, most efficient plants on earth. 


DATSUN 
4-door Bluebird Sedan, 
$1696, p.o.e. 


GOOD LOCATIONS OPEN ALL OVER U.S.A. 


Wire or write right away for the sensational Datsun proposition— 
the industry's most attractive franchise arrangement. Small invest- 
ment—good profit with almost no overhead. Address nearest 
distributor. HAWAII: Von Hamm -Young Co., Ltd., P.O. Box 2630, 
Honolulu 3. WEST: Weolverton Motors, 5967 Lankershim Bivd., 
No. Hollywood, Cal. MID-SOUTH: Southern Detsun Dist. Co., 
1501 Clay St., Houston, Tex. CENTRAL & EAST: Luby Datsun 
Ltd., 107-36 Queens Bivd., Forest Hills 75, N.Y.C. 
NISSAN MOTOR COMPANY, LTB. ¢ TOKYO, JAPAN 


Dist., 


SINCE 1926. 


DATSUN 





4-door Station Wagon, $1969, p.o.e. 





DATSUN 
Pickup Truck, $1688, p.o.e. 


DATSUN 


BLUEBIR D 














DATSUN PRICES 


RANGE FROM $1588 
TO $1996 


p.o.e. West Coast 





Sports Convertible, $1996, p o.e. 
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A Strong, Independent Publication 
... the Auto Industry's Best Secunty 


When my late husband, George M. Slocum, established 


- AUTOMOTIVE NEWS in 1925, he showed great faith in the 


automotive industry and its future. Every dollar he posses- 
sed and every ounce of his energy went into making AUTO- 
MOTIVE NEWS a publication that would serve a great 
industry. 


Under Mr. Slocum’s guidance, AUTOMOTIVE NEWS 
grew and prospered, just as the automotive industry did. 
The problems of the industry were also the problems of our 
publication, but Mr. Slocum always took the ups and downs 
in his stride, having unshakeable faith in ultimate success. 


Why do I make a point about AUTOMOTIVE NEWS 
being an independently-owned publication? It is my feeling, 
as I know it was Mr. Slocum’s, that in order to provide the 
kind of publication the automotive industry needs, the own- 
ers of that publication must have their heart and soul in 
the auto industry. 


At the time of Mr. Slocum’s death in 1949, some of my 
friends advised me to sell the publication, but that would 
not have been in keeping with Mr. Slocum’s ideals. I knew 
that all the employes of AUTOMOTIVE NEWS, which I 
like to call the “Automotive News family,” would help me 
carry on Mr. Slocum’s work. 


The publication was strong and vigorous in 1949, and it 
has grown steadily ever since. It has been very successful, 
and the rewards of that success have been reinvested to 
make AUTOMOTIVE NEWS an even better publication. 


Our editorial department, virile and impartial, is the 
largest in our field. Our printing is the most modern and of 
the highest quality. Every subscriber is carefully serviced 
with the latest electronic equipment, and, I’m proud to say, 
we now occupy our own new building in the heart of the 
Motor City. 








In the first six months of 1960, AUTOMOTIVE NEWS is 
at an alltime high from every standpoint. We believe this is 
true because, as an independent publication, we live with 
our industry —and, as we prosper, we share our prosperity 
with our readers. 

I have great faith in the many members of the AUTO- 
MOTIVE NEWS family. Together we shall continue to 
serve this great industry through an AUTOMOTIVE 
NEWS that is strong, vigorous and independent. 


[cht 


Chairnfan of the Board and President 


REPRESENTATIVES: 

NEW YORK: Edward Kruspak, Howard E. Bradley, Room 
707, 51 E. 42nd St., Murray Hill 7-6871 

CHICAGO: J. Goldstein, Bill Gallagher, Room 903, 360 N. 
Michigan Ave., State 2-6273 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 965 
E. Jefferson, Woodward 3-9520 

SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 

LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
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appointed Southwestern sales man- 
ager. Robert F. Sharpe has been 
named Southern sales manager 
with headquarters in Atlanta, 


* * * 


Cameron Leaves L-M to Head 


Cleveland Graphite Bronze 


William D. Cameron has been 
appointed general manager of the 
Cleveland Graphite Bronze Divi- 
sion, Clevite Corp. He succeeds 
Willard W. Brown, who has been 
elected Clevite bearing-group vice- 
president. 

Cameron will have full responsi- 
bility for the operations of the divi- 
sion, which is Clevite’s largest. 

* * > 


Oldsmobile Names 2 


To Reliability Posts 


Two appointments to the recently 
established reliability department 
of product engineering have been 
announced by Oldsmobile. 

George A. Drake has been named 


reliability engineer in charge of 
service analysis, and Alfred H, El- 
linwood has been appointed reli- 
ability engineer responsible for de- 
sign analysis, They will report to 
Robert W. Truxell, director of re- 
liability. 


* * 


Colerider Named President 


Of N. C. Finance Group 


The North Carolina Assn. of Au- 
tomobile Finance Companies has 
elected Sam W. Colerider jr., Kan- 
napolis, as president, succeeding 
Manley E. Wright, Asheville. 

Other new officers are Kenneth 
Keever, Winston-Salem, first vice- 
president; James Knox, Morganton, 
second vice-president, and E, B. 
Stone, Charlotte, secretary-treas- 
urer. 


Trailmobile Appoints 
George E. Hammel has been ap- 


pointed manager of the Chicago 
branch of Trailmobile, Inc. He for- 





merly was manager of Trailmo- 
bile’s Peoria (Ill.) branch. Hammel 
joined the company in 1948. 

* * * 


PPG Appoints Freriks 
Ditzsler Division Manager 


Roger D. Freriks has been ap- 
pointed manager of Pittsburgh 
Plate Glass Co.’s Ditzler Color Di- 
vision in Detroit. 

He succeeds 
John F. Green 
who has been 
named general 
manager of the 
paint and brush 
division’s Pacific 
Coast operations 
with headquar- 
ters at Torrance, 
Calif. Freriks 

. joined Pittsburgh 
R. D. Frertks Plate in 1959, and 
prior to that time had been as- 
sociated with Rinshed-Mason Co., 
Detroit, as factory manager. 
* * * 


AmForge Boosts Elbin 


AmForge Division of American 
Brake Shoe Co., has appointed John 
W. Elbin manufacturing vice-pres- 
ident. He will be responsible for 
manufacturing and product engi- 








“Well, you proved one thing, 
boss—that people will buy cars if 
the price is low enough.” 





neering at the Upset and Great 
Lakes plants of the division. Elbin 
joined AmForge as plant manager 
in 1959. 


* * * 


GMAC Names Managers 


In Wichita and Newark 


General Motors Acceptance Corp. 
has announced three appointments 
in its Wichita and Newark (N. J.) 





Remember when 


HE PROVED HE WAS 
REALLY CHAMP 


His crown wasn’t really his, some said. 
So on June 22, 1938, Joe Louis laid it on 
the line—against the only man who’d 
ever licked him. In two minutes and 
four seconds, Joe smashed the last shred 
of doubt. Three times the challenger 
went down. And the third time he 
couldn’t get up. 

You can tell an old pro by his will- 
ingness to stand up and be counted. His 
skill and experience and heart are the 
qualities that made him a pro—are the 
qualities that keep him on top. 


It’s the quality of product and the 
skill and experience of its personnel that 
have given the Timken Company its 
enviable reputation. This reputation is 
your safeguard every time you buy a 
Timken® tapered roller bearing. That’s 


one reason why we’ve done more than 
other manufacturers to give you better 
bearing value. Like building the world’s 
most modern bearing plant to hold down 
cost while delivering a better bearing— 
saving millions of dollars for the auto- 





motive industry. And to work to closer 
tolerances, we created one of the most 
advanced gage laboratories in industry. 
This reputation, skill and willingness to 
help have made Timken bearings the 
most wanted bearing with purchasing 
agents and engineers. 

Work with the pros of the bearing 
business. Your Timken bearing sales 
engineer is ready to work with your 
people to develop trouble-free bearing 
applications, help you save on warranty 
and assembly costs. The Timken Roller 
Bearing Company, Canton 6, Ohio. 
Cable: ““Trmrosco”. Makers of Tapered 
Roller Bearings, Fine Alloy Steel and 
Removable Rock Bits. 


TIMKEN 


tapered roller bearings 
from the pros of the bearing business 





offices. Floyd M. Stein was named 
manager in Newark, succeeding the 
late Howard A, . Stein for- 
merly was in GMAC’s New York 
headquarters. 

Elmer F. Hasler was appointed 
manager of the Wichita branch. He 
formerly was assistant manager. 
Succeeding Hasler is Delmer P. 
Howard, who was regional sales 
manager with headquarters in Kan- 
sas City. 


* * * 


Ferris Gets Dodge Fleet Post 


Herbert P. Ferris has been ap- 
pointed Dallas regional fleet sales 
manager for Dodge. His territory 
includes Texas and Oklahoma. 

a * * 


General Promotes Meyer 


In Passenger-Tire Sales 


Leon L, Meyer has been promoted 
to assistant manager of passenger- 
tire sales for General Tire & Rub- 
ber Co. He formerly was manager 
of retail development. 

Meyer joined General as an out- 
side retail salesman in Los Angeles 
in 1950, He became a territory 
salesman in 1952 and later was 
promoted to passenger-tire sales 
manager for the Los Angeles Divi- 
sion. In 1958, he was assigned to 
Akron to direct retail sales develop- 
ment. 

* a * 


McKee Gets Promotion 


T. C. McKee has been appointed 
manager of sales service for De- 
troit Controls Division, American- 
Standard. He had been manager of 
the Detroit Controls West Coast 
region, 

* * * 


Wheeler Named V-P 


Richard H. Wheeler has been ap- 
pointed manufacturing vic e-presi- 
dent of Warner Automotive Divi- 
sion, Borg-Warner Corp. 

* + * 
Autolite Appoints Ray 
Battery Division Chief 
William C, Ray has been 
named general manager of Elec- 
tric Autolite Co.’s Battery Divi- 
sion in Toledo. 
Previous- 
ly controller for 
Autolite’s seven 
plant battery 
division, Ray 
has been with 
the company 
since 1936. Since 
that time he 
has progressed 
through posts 
of increasing : 
responsi- W. ©. Ray 
bilities in the cost, budget, and 
auditing functions. 
* + 





Former K-F Parts Official 


Appointed to Sales Post 


Clyde R, Drum has been appoint- 
ed assistant sales manager for Pull- 
man Vacuum Cleaner Corp., Bos- 
ton. 

Drum is a former regional parts 
and accessories manager for Kais- 
er-Frazer Motor Co, He joined 
Pullman in 1957 and most recently 
was Pennsylvania-Delaware dis- 
trict manager. 

* x * 


Walls, Zierath Appointed 


IH District Managers 


R. G. Walls has been named man- 
ager of International Harvester’s 
Jacksonville (Fla.) truck sales dis- 
trict, and M. W. Zierath has been 
appointed Atlanta district manager. 

Walls, who previously managed 
the Atlanta operation, succeeds 
J. P. O’ Donnell in Jacksonville. 
O’Donnell now is Southeast regional 
manager. Zierath formerly was as- 
sistant district manager in Atlanta 

* a * 


Scott Heads Purchasing 


For Sparton Electronics 


H. B. Scott has been appointed 
purchasing manager of the Spar- 
ton Electronics Division of Sparton 
Corp., Jackson, Mich, 

Formerly a buyer in the pur- 
chasing department, he succeeds 
Arthur G. Lee, who has retired. 
Scott joined Sparton in 1942, 

© + * 


General Ups Connolly 

James P. Connolly has been pro- 
moted to manager of passenger-tire 
sales for General Tire & Rubber 
Co.’s Boston Division. He succeeds 
John McCarthy, who hag become 
a General Tire dealer in Lincoln, 
Neb. 
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Goals Outlined by Skinner . . . 





GM Reliability Program Detailed 


(Continued from Page 24) 


division’s communications, because 
this can strongly affect reliability. 
* * * 


N A POSSIBLE reference to the 
concern in some GM divisions 
that “missile reliability” is too ex- 
pensive for an auto maker, Skinner 
said, “This program implies the 
setting up of a reliability budget. 

“However, a commercial venture 
can’t pay for the reliability de- 
manded by the military where 
money is no object. The net result 
in the GM divisions will be a more 
reliable product at a lower price. 

“Each division will work out its 
own salvation. Different methods 

will be used by different divi- 

sions, This will be better than 

any one system laid out by one 

‘expert.’ 

“This is just a good management 
tool. This job can be done mathe- 
matically and probably will be done 
mathematically. In the past, we 
haven’t attempted to measure per- 
formance ag accurately.” 

Asserting that he expected the 


that. our products haven’t had a 

high degree of reliability before. 

Our reliability has been of a high 

degree, and the people who will 

Stay in the lead are the ones who 

will give the consumer more value.” 
+ eZ * 


ho ponte said he expected the 
reliability program to spread to 
GM suppliers. He said the divisions 
are meeting continually with their 
suppliers because the managers 
want to develop the same degree of 
reliability in the parts they buy 
from outside sources. 

The divisional directors of re- 
liability named thus far are Wil- 
liam E, Sehn, Fisher Body; Julius 
H. Bolles, Delco-Remy; Harry T. 
Burgess, New Departure; Philip 
Cartwright, Detroit Transmis- 
sion; John R, Gretzinger, Buick; 
Claude V. Hawk, Harrison Radia- 
tor; Carl Kalchthaler, Hyatt 
Bearings, and John M. Kessler, 
Delco Radio. 

Also, Walter G, Maher, Rochester 
Products; Howard C. Mead, Guide 
Lamp; Bertram D. Smith, United 


reliability program to spread to all| Motors; Emich D, Solms, Cadillac; 


good companies “including our di- 
visions,” he said that the program 
was being implemented by meet- 
ings with the reliability directors 
and With-yisits to the AC plant in 
Milwaukee where GM’s missile 
work is done. 
aa * oa 
Simplicity and Reliability 
SKED if the product-reliability 
concept has any particular 
meaning for engineers, he said that 
as a general proposition, whenever 
you make a component simpler you 
get greater reliability. Skinner de- 
clined to say whether the reliability 
project would result in the use of 
more transistors, which are noted 
for their dependability. 

He said GM’s dealers “couldn’t 
help but profit by handling a 
product that has a high degree 
of reliability, Dealers should get 
repeat customers and make sales 
more readily.” 

“My impression is that the con- 
sumer wants more reliability these 
days,” he said. “We're inviting peo- 
ple to expect more reliability. I 
don’t want to give the impression 


A.O. Smith Sees 
Bright Future 


NEW YORK.—Prospects for 
A. O. Smith Corp, are bright, and 
new products could become the 
most important part of the business 
of its automotive group in the next 
five to 10 years, according to L, B. 
Smith, president of the Milwaukee 
firm. 

Addressing the New York Society 
of Security Analysts, Smith admit- 
ted that the effects of unitized con- 
struction and compact cars had 
caused his company much concern 
at one time. 

However, he added confidently, 
“Our passenger frame business is 
sound and will remain so for at 
least five ar six years. Other prod- 
ucts in the automotive group are 
growing rapidly; new products ,.. 
indicate an even greater potential 
than existing products.” 


Old-Timers Unit 


Chooses Hann 


PHILADELPHIA.—Ira W. Hann, 
Hann & Co., Bridgeton, N. J., has 
elected president of the Philadel- 
phia Metropolitan Council of the 
Automotive Old Timers. 

Other officers are: R. A. Harp, 
Auto Equipment & Service Co., and 
John B. White, John B, White, 
Inc., both of Philadelphia. Julie C. 
Driscoll, Philadelphia Automobile 
Trade Assn., was elected secretary- 
treasurer. 

Directors are: Ed Berglund, 
Berglund Motors Co., Camden, 
N. J.; Charles Jefferies, Garden 
State Motors Co., Camden, N. J.; 
Charles A. Bott, Charles A. Bott, 
Inc., Philadelphia, and Eric H. 
Schade, Schade Sales Co., Moores- 
town, N. J. 


Olds Outlet Sold to Harrell 

SAN BERNARDINO, Calif.—Bob 
Harrell, Southern California auto 
executive, has purchased Sievers & 
Ray, Inc. (Oldsmobile). 








Lloyd Steward, AC Spark Plug; 
Allan R. Townsend, Allison; Harold 
C. Yost, AC-Milwaukee; Robert W. 
Truxell, Oldsmobile; Sheldon Little, 
GMC Truck, and Charles Drury, 
Central Foundry. 

—JosePH M, CALLAHAN 


Six Latin Outlets 
Honored by Willys 


SAN JUAN, Puerto Rico, — Six 
distributors of Jeep vehicles were 
honored last week by Willys-Over- 
land for 1959 sales achievements at 
the concern’s 10th annual Latin 
American sales conference here. 


Jeep sales in Latin America were 
the highest in history last year. 
Given recognition were Felix A. 
Thillet, host distributor in San 
Juan; Jules Farmer, Port au 
Prince, Haiti; Juan N. Kawas & 
Co., La Ceiba, Honduras; Willys 
Distributor, S. A., Havana, Cuba; 
Aco, S. A., Caracas, Venezuela, and 
Tropical Motors, St. Thomas, Vir- 
gin Islands. 


a, 
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Bankers Attend Finance Meeting— 


Eighty bankers from New England and New York attended the annual regional con- 
ference of the American Installment Credit Corp., in Syracuse. Four of the speakers 
are, from left, Philip A. MacSween, AICC president; Maj. Gen. George Olmsted, presi- 
dent, Financial General Corp.; William J. Cheyne, executive vice-president, National 
Foundation for Consumer Credit, and William F. Greinke jr., AICC vice-president and 
conference chairman. Richard T. Purdy, treasurer, American Motors Corp., also spoke. 
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Valiant saves on handsome 1-piece instrument cluster of 


PLEXIGLAS 





From the standpoints of 
engineering and _ styling, 
there is more than meets 
the eye in the handsome 
instrument panel of 
Chrysler Corporation’s 
new Valiant. 


What appears to be a multiple assembly of compo- 
nents is actually a single part—a one-piece molding 
of PLEXIGLAS® acrylic plastic. Formerly such an 
instrument cluster would have consisted of a die cast 
metal bezel, a decorative metal backing, and acrylic 
dial sections. But on the Valiant the bezel and back- 
ing effects are achieved, with heightened effective- 
ness, by metallizing the first surface of the clear 


PLEXIGLAS molding. 


The result : Striking metallic appearance with strength 
and durability, elimination of extensive assembly 


and metal-finishing operations, and an estimated 
cost saving of approximately 50% compared to the 
traditional method of production. 


We will be glad to provide detailed information and 
design assistance on cost-saving one-piece PLEXIGLAS 
moldings. 


Chemicals for Industry 


fa ROHM @ HAAS 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 





Detroit Representative: 2. C. Oglesby, Nor-Way Building, 
20211 Greenfield Road, BRoadway 83-0674. 


In Canada: Rohm & Haas Company of Canada, Lid., West Hill, 
Ontario 
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they’re quite heavy for the amount 
of energy they produce, 


ALSO was felt that fuel cells, 
like other promising 
retarded 


somewhat by Sgeen-glanbertnation?” 


fuel-cell research and development 
are now being carried on by three 
different Army technical services— 
Signal Corps, Corps of Engineers 
and Ordnance Corps. 

He said the military was at- 
tracted to the fuel cell because of 
its high input-output efficiency, 
lack of heat or noise which makes 








But Doesn’t Lower Product’s Quality, SAE Told .. . ae 
Value Analysis Called Cost Cutter 


detection difficult, ease of mainte- 
nance, ruggedness and reliability, 
compactness and lightness (for cer- 
tain applications), fuel versatility 
and ability to store and produce 
energy. 

Turing then to the fuel cell’s dis- 
advantages, he listed its limitation 
to direct current, need for consid- 
erable auxiliary power in some ap- 
plications, inability to efficiently de- 
liver large amounts of power over 


Union Carbide Chemicals 


Using New Laboratory 

TARRYTOWN, N. Y.—Union 
Carbide Chemicals Co. is now oper- 
ating its new technical sérvice lab- 
oratory here. The laboratory is de- 
signed to aid in the development 
and improvement of the products 
of Carbide’s customers. 


This new facility centralizes and 
expands Carbide’s customer service 
and use-research that, since 1925, 
had been carried out principally at 
Mellon Institute in Pittsburgh, but 
also in several other areas. 


short spans and restriction to 
relatively low voltages. 


Oil Men Out in Force 


AN INTERESTING feature of 
this session was the fact that 
a majority of the audience con- 
sisted of oil company representa- 
tives who apparently had come out 
to learn about this potential threat 
to their industry. 

There appeared to be a notable 
decline of interest among these 
people when it was made clear 


that the most immediate appli- | 4 Milestone Sale— 


cations for fuel cells would be 
on spacecraft or on the moon. 

Although delivered before a 
rather small crowd, a paper on 
“Value Engineering” by John F. 
Prendergast, manager of value ed- 
ucation, General Electric Co., was 
possibly the most worth while of 
the meeting. 

Prendergast, who has some of 
the shirt-sleeves approach and 
showmanship of Chevrolet’s late 
Bill Power, said value engineering 
or value analysis consists of exam- 


——_— ee nn nn nan ans ee een nn es ee ee o-oo nnn ses es 


_ 
| to help you sell... 
ad 


. This muffler of Armco ALUMINIZED STEEL 


served 85 months 





This muffler is of common design. But it’s made of 
a very uncommon material— Armco ALUMINIZED 


SteeL. That’s why it withstood 


attack of heat and corrosion for 7 years. 

What’s more, the car, used for few long trips, 
had a relatively low average mileage: 530 miles 
a month. (The national average is about 1000). 
Mufflers on such short-trip cars can be expected 
to suffer more corrosion because they don’t op- 
erate at the sustained high temperatures needed 


to evaporate corrosive liquids, 


the combined 


ry 
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At least twice the life 

Of course, even mufflers of Armco ALUMINIZED 
STEEL don’t always give car owners this kind of 
service life. But actual road tests show that 


mufflers made from this unique aluminum-coated 
steel, developed by Armco, average at least twice 
the life of their carbon steel counterparts. 

Ask your parts supplier about availability of 
mufflers of Armco ALUMINIZED STEEL, the original 
hot-dipped aluminum-coated steel. Armco Steel 


Corporation, 1680 Curtis Street, Middletown, Ohio. 


ARMCO STEEL 





Armco Division + Sheffield Division + The National Supply Company + Armco Drainage & 
Metal Products, Inc. + The Armco International Corporation * Union Wire Rope Corporation 


The 50,000th Comet to be sold nation- 
ally is delivered to Mr. and Mrs. John W. 
Sieroslowski, Chicago, by Fred Litsinger, 
president, Litsinger Lincoln-Mercury Co., 
Chicago. The car was sold less than three 
months after the Comet was introduced. 


ining the function of each feature 
of a product to determine if it can 
be achieved for less money, without 
reducing the product’s efficiency or 
acceptability. 

This program, begun by one man 
at GE 13 years ago, now is used 
or being considered by 40 percent 
of American industry, he said. 

By 1958, value analysis took the 
full time of a 61-man staff at GE, 
costing the company $762,000, But, 
he added, this staff saved the com- 
pany $19.6 million—a yield of $25 
for every $1 invested that year. 

* * * 


AmanTiING that value analysis 
is essentially a minor industrial 
revolution, Prendergast said he 
feels it is the best tool for Ameri- 
can industry to combat competition 
from Europe. 

“Value engineering,” he de- 
clared, “has become many things 
to many people. The old-line 
manufacturing man might see it 
as a new-fangled infringement on 
his thinking and his tried-but- 
true methods of doing things and 
getting things done. 

“The man who teaches or 
preaches value engineering is not 

bucking for the manufacturing 
supervisor’s job. He has a plan to 
make the end product from a tool 
Or process come off the line in 
quicker time, better made with less 
expensive raw materials and parts 
and yet capable of doing or per- 
forming the same job as reliably 
as the original product.” 

Prendergast said GE has learned 
that the builtin high-cost factors of 
many products generally can be 
traced to some time-honored prin- 
ciple or technique that nobody 
bothered to evaluate in relation to 
its function, or with any idea of 
what it cost. 

He commented that “only by giv- 
ing the customer more for less, 
only by providing the ultimate in 
product values, can we gain the 
peace, prosperity and security 
which we are all so frantically 
seeking.” ee 


Fuel Economy Discussed 


A SESSION on the important and 
topical subject of fuel economy 
featured papers by M. F. Sterner, 
Holley Carburetor Co., and P. M. 
Clayton, Ford Motor Co. 

Aptly comparing the auto in- 
dustry to the cycle of a four- 
stroke engine, Sterner said. “we 
have the relatively calm time of 
the intake stroke which is the 
sensible, sane, stable time. This 
is the economy period. Following 
this is the compression stroke, 
during which we get squeezed 
gently at first, then more and 
more and harder and harder. 
“At the height of this activity, 

the entire process is ignited and 
erupts in al] directions. At times 
there is an explosion at this point 
causing detonation which igs ac- 
companied by the normally associ- 
ated losses, stresses and strains. 

“Inevitably, the exhaust stroke 
will follow in which the remaining 
residue is swept out and the decks 
are cleared for a new and less 
hectic approach. In the past year 
we have witnessed the completion 
of a cycle marked by the decline 
and demise of the horsepower era 
and the start of the economy pe- 
riod,” 

He said the car and carburetor 
engineers must strive to find the 
engine combination that will best 
reduce the customer’s awareness of 








the engine as it responds to his 
demands. 
« * * 

LAYTON outlined a new proced- 

ure employed by Ford to fore- 
cast the specific fuel consumption 
of an engine, despite the endless 
number of variables involved. 

The of de- 


computed en 

get indicated horsepower vs. 
speed. The indicated specific fuel 
economy then is determined 
which, when combined with indi- 
cated horsepower, vehicle veloc- 
ity and fuel density, yields miles 
per gallon. 

In another paper prepared by 
three Ethyl Corp. engineers, M, E. 
Gluckstein, Cleveland Walcutt and 
R. R. Ackles, the SAE members 
were told about a new fuel-research 
technique that may result in en- 
gines that are less demanding in 
their octane requirements. 

The technique measures the tem- 
perature of gases inside engines by 
the speed of sound waves that 
travel through them. Because tem- 
perature and pressure determine 
when a given gasoline will produce 
knocking, improved accuracy in 
their measurement makes it more 
possible to study closely the effects 
of various engine conditions, fuel 
compositions and additives on the 
occurrence of knock. 

One surprising finding was that 
most fuels have about the same 
temperature just prior to knock— 
about 1,380 degrees F.—but the cor- 
responding pressures ranged from 
200 to 700 pounds per square inch, 
varying with the fuel octane and 
hydrocarbon composition, 

* a * 


Engine Mountings’ Role 
ERALD KLAASEN, Chrysler 
Corp.’s body analysis labora- 

tory, said many car components 
such as brakes, headlights, wind- 
shield wipers and heaters perform 
their tasks only a small percentage 
of a car’s life, but that engine 
mountings must work—often at 
several jobs simultaneously—from 
the minute the car is born until 
it is junked. 

Among the functions of engine 
mountings are to hold the 700- 
pound engine in place at all 
times; to take out the rough 
spots from an idling engine; to 
take out the noise and vibration 
from an engine that has unbal- 
ance, explosions, gears 5 
valves banging and pumps churn- 
ing; to reduce the harshness 
caused by expansion joints in 
concrete roads, and to assist the 
suspension in cushioning shocks 
on rough 
In a paper about the problems 
associated with windshield wipers, 
J. S. Clark and R. R, Lumley, 
Joseph Lucas, Ltd., Birmingham, 
England, said one of the most im- 
portant factors is the design of 
the vehicle and particularly the 
size and shape of the windshield. 
They also asserted that contami- 
nation of the windshield by air 
pollution, exhaust fumes, oily dirt 
and dust, salt spray and polish are 
the main causes of poor wiping. 
Richard T. Chatham jr., Chat- 
ham Mfg. Co., discussed the vari- 
ous requirements which auto up- 
holstery fabrics must meet, explain- 

(Continued on Page 39, Col, 1) 





Two-Cot Ambulance— 


This municipal and industrial ambu- 
lance, “‘crafted"’ from a Ford four-door sta- 
tion wagon, has been introduced by Shop 
of Siebert Associates, Inc., Waterville, O. 
Exterior view, bottom left, shows extra 
large rear door opening. Interior view, 
bottom right, shows patient compartment. 
The unit accommodates two cot patients 
and an attendant. Inside height of com- 
partment is 45% inches, length is 127 
inches. 








After describing some of his 
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But Doesn’t Lower Product’s Quality, SAE Told... 


Value Analysis Called Cost Cutter 


(Continued from Page 38) 


ing the tests that each new fabric 
must pass. 

The tests include crocking (to 
determine if the color will transfer 
to clothing), shade test (to insure 
that all the fabric is reasonably 
matched with that accepted), dye 
stability (will not run into other 
fabrics when wet), fading (to de- 
termine if it will withstand the 
fading effect of sunshine), abrasive 
(to measure its wearing ability) 
and seam strength (to eliminate 
the materials, especially the syn- 
thetics, which don’t have enough 
friction to hold a seam). 

* * a 

| THE session on plastic-clad 

metals, P. E. Rogge, Naugatuck 
Chemical Division, U. S. Rubber 
Co., said plastics have done a “job” 
on leather and textiles and now are 
taking on the metals, although in 
this process the plastics are con- 
tent to make use of metals. 























































company’s experiences in devel- 


In a somewhat controversial ses- 
sion on the practicality of combin- 
ing transmission and axle lubri- 
cants for commercial vehicles, Rob- 
ert E, Fletcher, Dana Corp., said 
he recognized the value of a com- 
mon lubricant, but he also asserted 


Walker Heads ASEE 


URBANA, Ill.—Dr. Eric A. 
Walker, president of Pennsylvania 
State University, is the new presi- 
dent of the American Society for 
Engineering Education. Dean Mel- 
vin R. Lohmann of Oklahoma State 
University and Professor Newman 
A. Hall of Yale University have 
been chosen vice-presidents, and 
Wendel W. Burton of the Minne- 
sota Mining and Mfg. Co. has been 
renamed treasurer. 


Micro-Lube Bows 
To FTC Complaint 
On Air Force Plug 


DALLAS.—A complaint filed last 
fall by the Federal Trade Commis- 
sion against advertising practices 
of Micro-Lube prior to September 
has been disposed of in an agree- 
ment reached between the company 
and FTC officials. 

The agreement, filed by the FTC 
on Docket No, 7581, granted Micro- 
Lube, Dallas lubricating oil addi- 
tive manufacturer, permission to 
continue its present advertising 
program. 
Micro-Lube attorneys pointed out 
that the FTC never contended there 
had been any false or misleading 
claims made regarding the benefi- 
cial results that can be obtained by 
the use of Micro-Lube. The only 
complaint registered by the FTC 
was that some of Micro-Lube’s 
earlier advertising tended to create 
the impression the Air Force offi- 
cially approves and endorses the 
use of Micro-Lube. Defense De- 
partment regulations prohibit offi- 
cial endorsement or recommenda- 
tion by any military establishment 
of any privately-owned product of- 
fered for public sale. 


make and publish truthful state- 
ments regarding the actual in-flight 
use of Micro-Lube’s key ingredient, 
Cyclohexanone by the Air Force, as 
long as the statements reflect that 
the Air Force does not officially en- 
dorse or recommend the Micro- 
Lube product, attorneys for Micro- 
Lube explained. 

“Our advertising has always em- 
phasized that the key ingredient in 
Micro-Lube, Cyclohexanone, is now 
being used by the Air Force in its 
lubricating oil during flight,” Ed- 
ward E. Frick, general manager, 
stated. 


P-D-V to Honor 
‘Man of Month’ 


DETROIT. — Plymouth-DeSoto- 
Valiant Division has inaugurated a 
“Man of the Month” program to 
emphasize the important role that 
proper business management plays 
at the retail level in today’s com- 
petitive automobile market. 

Edward P. Letscher, general sales 
manager, explained that in each of 
the division’s 18 sales offices the 
monthly accomplishments .of the 
business management managers 
are rated by his staff to determine 
the best region. 

Sales figures, financial state- 
ments, and other related data are 
analyzed to decide overall dealer 
efficiency in each region. The man- 
ager with the highest score in a 
total of seven categories ig the 
winner and is cited as “Man of the 
Month” in a bulletin to all field 
personnel. 


Pauler Joins Owatonna 
Owatonna Tool Co., Owatonna, 
Minn., has appointed Francis J. 
Pauler industrial sales engineer, He 
formerly was a service engineer 
with Wright Tool Co., Royal Oak, 
Mich., an OTC distributor. 


that a compromise lubricant cannot 
be the best for all applications. 

“We feel,” he said, “that if it is 
nec to eliminate a separate 
transmission lubricant, an _ effort 
Should be made to use or develop 
a common transmission and engine 
lubricant rather than a transmis- 
sion and axle lubricant.” 


Probably the most lively session 
of the week was the all-day Trans- 
mission Workshop, in which the 
morning portion was devoted en- 
tirely to the one-way clutch, and 
the afternoon portion concentrated 
on transmission-gear design. 

In the morning meeting, which 
attracted some 125 engineers, there 
was a good deal of arguing as to 
whether roller or sprag clutches 
were superior, with representatives 
of Buick, Detroit Transmission, 
Dana, Borg-Warner and other 
firms participating. 

Chairman C, S, Chapman, Buick, 
concluded that “it seems that 





Dealers Greet Renault Petit-Panel— 
The Renault Petit-Panel light truck received an enthusiastic reception from Renault 


there may be a lot more that we| dealers in the Southwest. The truck was introduced to the dealers at a meeting in 
don’t know about this subject than | Houston, sponsored by Sterling Motors, Inc., Renault distributor. A formal sales presen- 


to do know.” 





tation was made by Richard T. Johnson, truck sales manager, Renault, Inc., New York. 


automotive progress 


Delco Moraine makes BRAKE ASSEMBLIES 


Designing and producing brakes to meet the exact needs of the car and truck industry has been 
a primary responsibility at Delco Moraine since 1935. Today’s higher speeds, greater horsepower and 
heavier traffic conditions demand superior, ever safer brakes—and Delco Moraine makes them! 
Rugged, dependable units like these are but one example of scores of key parts and assemblies 


supplied by Delco Moraine. Fact is, long-lived Delco Moraine parts were installed as original 


equipment on more than 41,000,000 of all the cars and trucks on the road today. 


DELCO MORAINE 


DEPENDABLY MADE « Division of General Motors, Dayton, Ohio 
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How Open Hearth Steel is Produced—The traditional open 
hearth process begins with the charging of the furnace 
with limestone and the addition of scrap steel. Heat is 
then applied through “end-firing’” burners until the 
furnace has reached a high temperature. After the scrap 
has attained a satisfactory state of liquidity, molten iron 
is added. All the ingredients are then “cooked” in the 
furnace to remove carbon, silicon and other impurities, 
ultimately yielding molten steel. The new Ford process 
uses burned lime instead of limestone and oxygen-fuel 
“lances” that quickly produce extremely high tempera- 
tures which speed up the steel refining process. 





Ford Family of Fine Cars Clearinghouse 
No. 193 of a Series 


Ford Motor Company’s 
new open hearth process 
means more steel 
in less time 


Ford Motor Company is developing a 
new process to make open hearth steel 
which can greatly increase production by 
conventional methods and slash produc- 
tion time by 50 per cent or more! 


While still in the experimental stage, and 
applying only to the production of open 
hearth steel ingots, the new process has 
proved effective in repeated tests, and may 
ultimately benefit all U.S. open hearth 
furnace operations — more than 80 per 
cent of our nation’s steel-making capacity. 


Essentially a modification of the conven- 
tional open hearth method, the Ford pro- 
cess makes use of a combination of fuel 
and oxygen and substitutes burned lime 
for limestone in order to hasten the 
chemical and thermal reactions that con- 
vert the ingredients into molten steel. 


This development of the Ford Steel 
Division is a dramatic illustration of Ford 
Motor Company’s continuing search for 
new technological skills. It is one more 
important step forward in a Company- 
wide program to provide you and your 
customers with the finest products on the 
American Road. 


Another reason why it’s great to be a 
dealer in the Ford Family of Fine Cars. 
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The American Road, Dearborn, Michigan 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Falcon « Thunderbird « Comet « Mercury ¢ Lincoln e 
Lincoln Continental « English Ford Line « Taunus e 

Ford Trucks ¢ Farm and industrial Tractors and Equipment « 
industrial Engines ¢ Aeronutronic—Products for the Space Age « 
American Road insurance Company * Ford Motor Credit Company 
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nounced it to the foundry indus- 
try, offering to license any firm 
that desired to use it, 

By coincidence, a British metal- 
lurgist, Morrell, developed his own 
ductile iron at about the same time 
by mixing rare earths with molten 
iron. This was later adjudged a 
“contemporary” discovery, but it’s 
not really competitive at present 
because of price and other prob- 
lems. 

Slowly but surely, International 
Nickel built up a world-wide net- 
work of licensees. At present there 
is a total of 500, with about 200 
of these being in the United States. 

The U. S. auto makers did not 
immediately take to ductile iron, 
preferring their traditional, con- 
servative approach to new proc- 
esses and materials which has been 





Designed for Auto Industry— 

Ductile iron replaces malleable steel in this wheel center and brake drum designed 
for the automobile industry. Ductile iron is said to provide better strength and wear 
resistance. 
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(Continued from Page 24) 


less pronounced in the last couple 
of years. : 
* * 


Ford Leading User 


a orem one Detroit foundry man- 
ager, “Auto engineers have 
been afraid to stick their neck out 
for anything new, because if it 
fails, they know they'll get their 
heads chopped off.” 

In 1952, Ford Motor Co., how- 
ever, showed the first automotive 
enterprise with this material and 
began using it for its crank- 
shafts and other smaller 


shafts are still the principal com- 
ponent made with this metal. 
However, Ford did not receive a 
license from International Nickel 
and the latter company promptly 
sued for patent infringement, This 
case stalled along until 1957 and 





Performance by the quart... that’s what your customers 
get every time you sell them years-ahead Quaker State Super 
Blend, world’s finest 10W-30 HD motor oil. And the satisfaction 
it brings them pays off for you in the customer loyalty and trust 


that help your business grow. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. « Member Pennsylvania Grade Crude Oil Association 


1958 when the U. S. courts made 
two minor decisions against Ford. 
Finally, in 1959 Ford and Inter- 
national Nickel settled the case out 
of court. 


Now, Ford uses more ductile iron 
than any other licensee, although 
a General Motors Corp. official re- 
ports that GM, may supplant Ford 
as the largest licensee in the next 
several months. 

: * a 


Annual Tonnage Increases 


T= other auto makers buy all 
their ductile iron components 
from some 100 licensed foundries. 
These firms report that American 
Motors Corp. and Studebaker- 
Packard Corp. have been adding 
ductile iron to their cars increas- 
ingly, while Chrysler Corp. has 
been slowest in accepting the metal. 

About 150,000 tons of ductile 
iron will be used by the auto 
makers this year. Next year, this 


tons, depending 
to be made at GM and the other 
makers. 

Kelsey Hayes Co., Budd Co, and 
other automotive suppliers also 
use considerable ductile iron. Some 
10 to 15 percent of the current ton- 
nage of ductile iron is used for 
stamping dies. 

Much greater use of ductile iron 
has been made since some impor- 
tant simplifications were made in 
its production process. Some double 
handling has been eliminated and 
it’s now possible to “innoculate” 
the iron with pure magnesium. 
Magnesium alloys were formerly 
used. Foundrymen also describe the 
process as “giving the iron its vita- 
mins.” All foundries are not using 
the improved process, however. 

” + a 


New Process Cuts Cost 


as has considerably reduced 
the metal’s cost. Although this 
cost varies greatly, depending on 
the location, alloy and supplier, a 
typical ductile iron shipment might 
cost 14% cents a pound, compared 
to a cost of 12% cents a pound for 
gray iron and 25 cents a pound for 
steel. 

Components now being made 
by one or more auto makers in- 
clude crankshafts, fly wheels, dif- 
ferential parts, brake drums, cyl- 
inders and shoe segments, pedals, 
rocker arms, bearing boxes, truck 
body bolsters, clutch carriers, 
gear carriers and boxes, hinge 
parts, hydraulic cylinders and 
rams, jack parts, spring supports, 
starter housings, tire irons, torque 
converter parts, trailer hitches 
and valve housings. Rocker arms 
represent the second largest ton- 


nage. 

Currently, much effort is being 
expended to convince the auto 
makers that a ductile iron cylinder 
block can be produced with almost 
the lightness of aluminum, with 
three-to-four times its strength and 
with their present melting and 
foundry equipment. 

Ductile iron proponents say that 
it has greater fluidity, thereby giv- 
ing it greater castability which per- 
mits designing a block and other 
parts with thinner wall sections. 
Therein, lies the weight savings. 

* * * 


Used in Compacts 


HEY feel that ductile iron’s 

greatest advantage is that it 
has many of the outstanding prop- 
erties of steel, although it can be 
produced with the present gray 
iron equipment. 

The arrival of the compact cars 
has convinced the ductile iron 
producers that their product fits 
in the present scheme of things 
because it can give high strength 
with less weight. 

Other leading ductile iron “tar- 
gets” are engine heads, connecting 
rods, bearing caps and wheels. Duc- 
tile iron may also be used some 
day for camshafts, rear axle hous- 
ings, power steering parts, door 
hangers, exhaust manifolds, water 
pump housings and pistons. 

Ductile iron is generally sand 
casted, although experimental duc- 
tile iron die casting has been done. 
At present this process has numer- 
ous “bugs.” 

William H. Dawson, administra- 
tive assistant to the director of 

International Nickel’s Ductile Iron 
Division, asserted that “no one will 
ever fully exploit the natural prop- 
erties of ductile iron until the com- 
ponent under consideration is re- 
designed for it.” 


—— a 








Another extra service from Associates 


Credit Life Insurance is a good sales clincher... try it! 


The family man who finances a car is bound to worry about his obligation. The quickest 
way to dispel his doubt and move on with the sale is with Credit Life insurance—a part of the 
complete Associates financing service. These policies pay off the balance of the indebted- 
ness in full if the insured purchaser dies. They’re low in cost and can be included in 


the monthly payments. No salesman’s kit should be without them. Associates financing 
service includes floor planning, and physical damage insurance as well as Credit Life. 
We’ve been in the business for 42 years and the fast, efficient service we give fully 
reflects this experience. Call your local Associates representative today. 


South Bend, Indiana. Associates Discount Corp. Associates 


Asso C ates ‘ nvestm e nt Co m pany Discount (Canada) Limited. Emmco Insurance Company 
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STATUS-SPHE 


YOUR MARKET FOR NEW 


Motive, Moop, Monry—the three prerequisites for a 
successful sale—are pre-assured the automotive advertiser 
THE ConpE Nast Group. This is the first big circulation — 
medium to deliver to the advertiser the Statue-Sphere—the 
entire upper echelon of families in the United States. 


Here in the Status-Sphere are the women—3,371,000 women ‘i 

affluence and influence who are the “deciding factor” on fam 
purchases. They decide the kind of car to buy—how maid 
in their families. These are the women other women follow! 


THE ConpE Nast Group pre-assures: Reader Morrve... 


because these Conp& Nast magazines are oe olely t 
determine what to buy and do. Reader Moots a 


shopping mood, conditions the r 
message. Reader Money... because t 


Let us show you the facts on hs tia ie 1 
magasizics-—in:epaaahia. ara 
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Voavuge—foremost fashion oe the world over. 


Guamour incorporating CHarm—the “how to” look o 
MADEMOISELLE— the summa cum ae “ner market. h, 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker is broadly covered by a disability 
Attorney at Law insurance policy. 
GENERALLY speaking, an auto-| For instance, in Inter Co. v. Nor- 
mobile dealer is not liable for| TiS, 326 S. W. (2d) 437, it was shown 
injuries to a customer caused by an | that one Norris stopped at Peggy 
employe, unless the testimony | Ann’s Restaurant. He alighted from 
proves conclu- the automobile, started into the 
sively that the in- restaurant and then noticed the ve- 
jurieg resulted hicle was moving. In an effort to 
from the em- prevent an accident, Norris reached 
ploye’s negli- inside and applied the brakes by 
gence, However, a means of a hand control, Upon the 
few weeks ago a brakes being applied the vehicle 
higher court held came to a sudden stop and Norris 
thatif, under was jerked to the ground causing 
certain circu m- serious injury to his back. Norris 
stances, the own- was disabled for a period of five 
er of an automo- months and was confined to a hos- 
bile sustains an pital several days, 
injury due to At the time of the injury, Nor- 
fault of an automobile dealer’s em-| ris held an insurance policy 
ploye negligence need not be prov-| which provided that he could col- 
ed but will be inferred. pee mage A - a: Bei in- 
For illustration, in Bullington v. es sus o he 
Farmer’s Co., 324 S. W. (2d) 517,| Was “driving” a motor vehicle. 
the testimony showed that Bulling-|__The insurance company refused 
ton took his automobile to the 


dealer for repairs to an oil line. GMAC Reports 


After the dealer’s mechanic had 
completed the repair work the me- : ° 
@) Th lie t , aha chanic took Bullington for a test Boosts In Retail, 
Ud i y @ | US I TS bs) run. He ran off the road and Bull- FI * N 
ington was seriously injured, Bull- ooring, et 
sa ington sued the automobile dealer 
Installation Costs ax bury somens NEW YORK.—Retail installment 
The higher court indicated that | ®%¢* contracts purchased by Gen- 
eral Motors Acceptance Corp. in the 
rr +B} the dealer was liable in damages first quarter of 1960 totalled $969 
- fs mT) A at to Bullington, saying that where million, compared with $844 million 
the testimony showed that the re- in the like period last year, it was 
pair shop mechanic was driving at vo) 


a >] 50 miles per hour on a good hard announced. 
AN en K 1) Retail receivables outstanding on 
8) surface road after repairing the | ys, 0on i cee ee ene 

































aimle ENGLAND 
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Daimler invites inquiries from dealers 
east of the Mississippi for sales of 
the new SP 250 . . . the 2% liter V8 sports and personal car 
of exceptional performance and quality. 
Priced below $4,000. 
Write direct to: 
The Daimler Corporation, 
Box 6790, Baltimore 4, Md. 




























“Hard to open my eye, it was 
locked ...” 





to pay insurance to Norris on the 
contention that Norris was not in- 
jured while he was driving the 
truck, The higher court refused to 
agree with this contention, and or- 
dered the insurance company to 
pay disability benefits to Norris, 
saying: 

“We are of the opinion that the 
appellee (Norris) was driving his 
automobile within the meaning of 
the policy.” 





* * 


Seller’s Guarantee Is Valid 


HIGHER court has held that 

all purchasers have a legal 
right to rely upon a seller’s guar- 
antee. This is so irrespective of the 
fact that the purchaser failed to 
inspect the subject of the sale and 
discover that the seller’s guarantee 
was false. 

For instance, in Standard Co. v. 
Jaffe, 302 S, W. (2d) 829, it was 
shown that a motor vehicle dealer 
wanted to buy a lifting crane. He 
contacted a “used” crane seller who 
told him the crane’s lifting capacity 
by actual tests. The dealer purchas- 
ed the crane and later discovered 
that its lifting capacity was not 
nearly what the seller had repre- 
sented. 

In later litigation, the seller 
argued that the dealer should 
have made his own tests and as- 
certained the lifting capacity of 
the crane before he purchased it 
and, furthermore, his negligent 
failure to do so relieved the seller 
from any and all guarantee lia- 
bility. 

The higher court held that the 
purchaser could rescind the con- 
tract, return the crane to the seller, 
and avoid all further payment lia- 
bilities. This court said: 

“Any promise by the seller relat- 
ing to the goods is an express war- 
ranty if the natural tendency of 
such affirmation or promise is to 
induce the buyer to purchase the 


Sas ease tee Tn ste oo ne lion, compared with $3,668 million 

gauge when he drove off the road, ae ma” $3,205 

wrecked the automobile, and in- | wrojesal 3s aa ce 4 

jured Bullington, and direct testi- olesale receivables outstand- 

mony proving that the mechanic rn ae — a coins tates 
ealer inventories, totalle ; 

ov romana was negligent is not nec-| - inion on March 31, 1960, compared 
ae: Py a a with $1,042 million a year ago. 

GMAC net income for the first 

Insurance Policy Construed | quarter of 1960 totalled $12,187,924, 


A FEW weeks ago a higher court compared with $10,998,789 for the 


corresponding quarter of 1959. 
held that an automobile driver These totals include the earnings 


of Motors Insurance Corp., a wholly 
owned subsidiary. 

Combined retail and wholesale 
receivables outstanding averaged 
$4,453 million for the first three 
months of 1960, GMAC said, com- 
pared with an average of $3,958 
million for the like period of 1959. 


18 N. C. Dealers 
Cited for Safety’ 


goods.” 
DURHAM, N. C.— The North 
Carolina State Labor Department Refuse Checks 


h ted its Certificate of « 
Safety, ‘Achievement Award to is| Dated in Advance, 
auto dealerships for outstanding 

Dealers Warned 


safety records. 
BUFFALO.— The Buffalo Auto- 


A 13-year award went to Central 
Motor Sales, Hick ; nine-year, 

i i. eres,” mobile Dealers Assn. has warned 
its members against accepting 


Ellis Motor Co., Henderson; six- 
ae Motor Co., Fu 
ee —, _ aoe checks dated ahead. 
In a bulletin to the membership, 


Springs; four-year, DeWitt Motor 
Co., Concord; Cherry Motors, 

: 7 the association reported the experi- 
ence of a member who accepted 


Cherryville; Mann’s Auto Sales & 

Service, Elizabeth City, and Odom 

Motor Co. and J. D. Pike Motor | 8uch a check, Without noticing the 
date, the dealer accepted a check 
dated ahead in full payment for 


Co., Goldsboro. 
Three- r ds, Marsh Chev- 
ieee a in ae a a car. The check was eventually re- 
turned by the bank marked “ac- 


rolet Co., Aulander; A. W. Neigh- 
bors Motor Co. and Simmons Chev- snuiek meh” 
Ford announced previously that,| ;oe%, “egy Tenis: and. Fe ryeor| On checking into what action 
for a period of one week next Sep-| Buie Motors, Inc., Smithfield, and| Could be taken in such a case, the 
tember, it plans to replace every|G ¢ G Motor Co. Whiteville: one-| dealer discovered that the law con- 
motor vehicle in Flora with a new year Jordan Motor Co. Selma: | Siders such a postdated check only 
model Ford car or truck. The/porrish Motor Co., Benson; Spence|®S @ Promise to pay, and the only 
Southern Illinois city has a Ppopu-/ys5tors Inc. Albemarle, and North| legal action is civil, not criminal. 
‘ “ : This means that the customer is 
the legal owner of the car and can 


lation of about 6,000 and a car- 

truck population of approximately State Chevrolet Co. Greensboro, 
sell it and pocket the money. True, 
the dealer can sue to recover. But 


1,600. ma 
The purpose of the Flora experi- Seaton Heads Up Drive 
ment is to study the reaction of a| For Medical Schools if the trick igs pulled intentionally, 
chances are the buyer has other 
prior creditors. 


typical community to the com- NEW YORK—Louis G. Seaton 
any’s 1961 products before the : , ; 
T iy is W ra fF LA #4 D COM 7s) A if bs a. sale Rr aaa The sania personnel rs —— Fortunately in this case, the 
radio and TV reporters will be in- ented ‘the chair. | d°@er did finally catch up with the 
FOUNDRY DIVISION vited to Flora to witness the unique cepted the othe | buyer and had the car transferred 
mansnip © ©\ pack to the dealer. But had the 
buyer sold the car in the interim, 


introduction. automotive divi- 
An initial survey in which every sion of the Na-/ 4 civil suit to try to recover would 
have been the dealer’s only redress. 


car and truck owner in Flora was tional Fund for 

ee eee already been con- Medical Educa- 

luc n e community. A sec- tio 

ond survey will be conducted im- Testes suc-| Kelton Seeks N. H. Office 

mediately after the citizens have ceeds John Bu-| HARTFORD, Vt.—Carl E. Kel- 

had the opportunity to test-drive gas, vice-presi-|ton, 35-year-old truck dealer and 

the vehicles. A third set of statis- dent, Ford Motor| member of the Vermont State Sen- 
ate, has announced his candidacy 
for the Republican nomination for 

lieutenant-governor. 








Ford Will Put 
A City Through 


Bearfoot Airway Corporation Big Computer 
e Automotive Division @ Wadsworth. eo) tte) 
DEARBORN.—Life will be an 


open book for a group of 5,000 resi- 
dents of a small American city this 
fall when every vital statistic about 
the city and its residents is fed 
into an electronic computer. 


The city is Flora, Ill., where Ford 
Division will hold the introductory 
program next September for its 
1961 cars. The computer is Inter- 
national Business Machines’ 
RAMAC 305 which can absorb 10 
million separate items of informa- 
tion, catalog them and feed them 
out again in response to specific 
questions. 

RAMAC will play a key role in 
Ford’s statistical exploration of 
Flora as a typical car-buying com- 
munity. Every available fact about 
the city will be fed into the com- 
puter in the first and most exten- 
sive analysis of its kind ever under- 
taken. 




















































tics will be obtained from the re- Co, who held 
sults of the Bureau of Census sur- this post the past 
vey in 1960. 
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FLOOR CRANE—A portable floor crane 
with telescoping mast and boom has been 
introduced by Thern Machine Co., Winona, 
Minn, The three-position arrangement is 
said to provide a wide range of reach 
and lifting and moving possibilities. The 
model HC58A Hydro-3 crane features a 
three-position telescoping mast and boom 
combination which provides a maximum 
reach of 62 inches and a maximum boom 
height of 105 inches. Load capacity at this 
position is 700 pounds. Maximum load 
capacity in fully retracted position is 1,500 
pounds. 





ENGINE CLEANING GUN—Bonus Prod- 
ucts, 3001 S. Kedzie Ave., Chicago 23, 
lll., has introduced an engine cleaning 
gun called “Trig-Away."” The gun will 
power-clean, rinse, and dry any motor, 
it is said. Because of its speed, labor time 
involved in an average car or truck 
motor wash job is said to be eight min- 
utes, Trig-Away works off compressed air. 
A clog-proof brass air jet located in the 
nozzle of the gun sucks in a small amount 
of cleaning solvent which is automatically 
mixed with compressed air and is power 
sprayed onto the motor. After solvent 
soaks into motor grease and grime, the 
gun blasts motor clean with warm or cold 
water spray, it is said. In one minute, Trig- 
Away’s trigger action power dries motor; 
cleaned car or truck motor may be started 
instantly, it is claimed. 

ee ae 
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FENDER SECTIONS — Duplicates in 
shape and contour of the 1957 and ‘58 
Ford custom rear fender sections they re- 
place are the two Sco-Pan panels an- 
nounced by Schofield Mfg. Co., 1140-5 
E. 222nd St., Cleveland 17, O. Sco-Pan 
panel P-737 is a replica of the lower front 
section of the rear fender. Sco-Pan panel 
P-741 replaces the lower rear section of 
the Ford rear fender. These sections are 
available in both right hand and left hand 


styles. 
2. th ae 


Polar Film Inhibitor Added 


To Prestone’s Antirust 


Addition of a polar film inhibitor 
marks a major change in Prestone 
Antirust and Water Pump Lubri- 
cant. Retaining the same level of 
corrosion protection of the previous 
formula, the new antirust disperses 
more readily to provide quicker 
protection to the walls of the cool- 
ing system, according to the manu- 
facturer, Union Carbide Consumer 


NEW PRODUCTS 


Products Co., 270 Park Ave., New 
York 17, N, Y. 

The film effectively protects alu- 
minum, a metal increasingly used 
for engine parts and particularly 
sensitive to corrosion, the company 
said. 





TWO-WAY RADIO—A citizens band 
two-way radio telephone for use in all 
types of vehicles and boats has been an- 
nounced by Automotive & Marine Division, 
Radson Engineering Corp., Macon, Ill. Key 
feature of the equipment is said to be the 
use of a telephone handset for transmit- 
ting and receiving. Other features of the 
Radio Phone include: Calling buzzer to 
signal other parties; transmitter light in- 
dicating power in antenna; signaling cir- 
cuit which provides for attachment of 
auxiliary horns, bells or lights; dual chan- 
nels; crystal controlled fixed tuning, and 
automatic noise limiter circuit. Mobile 
units may be operated from either six 
or 12-volt power sources. 





POWER BRAKE TESTER — A pressure 
tester for power brake cylinders has 
been introduced by EIS Automotive Corp., 
Middleton, Conn. According to the manu- 
facturer, the unit is called the Eis-O-Vac, 
and is designed to test all vacuum cyl- 
inders in all years, including high-pressure 
Hydrovacs. It is said to provide a method 
of setting up. cylinders and cones with 
all fittings and adapters. All high-pres- 
sure fittings are designed for tightening 
without the use of large wrenches and 
“O" rings eliminate continuous gasket 
replacement, it is said. The unit is 
equipped with ¢ builtin ep pan. 





PISTON RING SPACER—A top piston 
groove spacer, called “GL Spacer," has 
been announced by Hastings Mfg. Co., 
Hastings, Mich. This locking type spacer, 


made of Swedish analysis spring steel to 
resist breakage and distortion, helps to 


control blow-by, restores efficiency to used 
pistons, increases piston life and enables 
new rings to deliver maximum perform- 
ance, according to the manufacturer. The 


spacer snaps into the top groove and locks 
securely in place, providing a solid flat 
seat for the top ring. This enables the 
ring to run cooler and reduces groove 


wear and ring breakage. 








TRANSMISSION SEALS—Jack-Pack Mfg. 
Co., 2115 N. Marianna Ave., Los Angeles 
32, Calif., has introduced a sealing line 
for servicing automatic transmission, In- 
cluded in the Jack-Pack line are: Overhaul 
kits for all car and commercial automatic 
transmissions, gasket sets, lip seal sets, 
rubber sets and sealing ring sets. Each 
automatic transmission overhaul kit con- 
tains all of the piston seals, gaskets, rub- 
ber seals and lip seals needed to service 
the make and model indicated, it is said. 

7: were 
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TRANSPARENT CABLE—A transparent 
cable has been designed by Whitaker 
Cable Corp., North Kansas City, Mo., to 
simplify trailer rewiring to meet new 
Interstate Commerce Commission regula- 
tions. It features four or six conductors, 
in standard SAE and ATA colors, encased 
in a transparent jacket. This visibility sim- 
plifies slitting the jacket over the proper 
wire for splicing, it is said. New special 
terminals, new stripping tool and new 
plastic tape speed up the splicing opera- 


tion, 
* eis 






SPRING PADS—O. E. M. Products Co., 
5296 Northwest Highway, Chicago 30, Ill., 
has announced a line of leaf spring pad 
inserts that are said to silence squeaks 
and maintain new-car quiet. Specific in- 
serts are designed for each model of 
American-made car on using leaf springs. 
Inserts are thoroughly impregnated with 
high-melting point compounds Inserts are 
available to accommodate cars from 1953 
to 1960. 





DUAL AIR HORNS—Hadley “Lifesaver 
dual air horns are featured with a self- 
sell merchandising display for retail use 
in windows or on counters. The display 
is printed in blue and black with bold 
lettering and eye-compelling design. The 
horn featured on the display is a Hadley 
model No. 900, recommended for heavy 
truck use. Light truck and car air horns 
with vacuum powered air compressors also 
are now being offered. Hadley Mfg. Co., 
2221 Albion St., Toledo 6,0. 


Air Conditioner Refrigerant 


Joins Prestone’s Line 


Union Carbide Consumer Prod- 
ucts Co., 270 Park Ave., New York 


17, N. Y., has added Prestone R-12 
refrigerant for auto air condition- 
ers to its line. 

Packaged in one-shot disposable 
aluminum containers, the cold pro- 
ducing refrigerant for auto air con- 
ditioners (Dichlorodifluoromethane) 
is odorless and colorless, 


« * * 





FM RADIO-CONVERTER — Kinematix, 
Inc., 1616 N. Damen Ave., Chicago 22, Iil., 
has announced the development of an FM 
radio/converter for automobiles, called the 
Skylark. The basic tuner serves as a con- 
verter, ready to be used by car owners 
who already have an AM radio installed. 
The addition of the KX Audio Pak makes 
a 15-watt FM radio, so that if a new car 
without an AM radio is purchased at a 
later date, the addition of the KX Audio 
Pak provides an FM system. The Skylark 
extends 24%, inches below the dashboard. 

oe: 2s 





CLOCK — The addition of a line of 
swivel dashboard auto-clocks mounted with 
permanent magnets in its base has been 
announced by Glass Laboratories, inc., 
863-65th St., Brooklyn 20, N. Y. Called 
the “Swivelhead Magnaclock,"’ it is avail- 
able in four models featuring an eight day 
or 30-hour movement with or without 
alarms. They are available in silver, gold, 
red, blue or green cases fitted into match- 
ing or contrasting bases. 

* * 





SHADE SCREEN—A turn-key fastener 
is now being used on Mitchell shade 
screens for station wagons. On the rear 
side windows the custom-made screens 
can be installed in seconds. The lower 
tabs slip between the rubber molding and 
the glass and the upper keys are turned 
up under the molding, it is said. Mitchell 
Mfg. Co., Fort Smith, Ark., produces tailor- 
made screens for all models of American 
station wagons. Custom-fitted Rollaway 
models and the recently introduced Swing- 
Away are available for other windows on 
all station wagons. r 





eS 


GASOLINE DOOR GUARD—Cal 
2945 Coolidge Highway, Berkley, 
has announced a gasoline door guard 
specially designed for the Valiant. Made 
of stainless steel, the unit is said to pre- 
vent chipping of paint at cap epening. 


Cerp., 
Mich., 





CAMBER TOOL — Hunter Engineering 
Co., St. Lovis 24, Mo., has announced the 
2Z50-S “‘Ball-Joint" Camber Tool, an align- 
ment tool that fits all. cars with ball-joint 
front-end suspension systems. The tool, de- 
signed to be used with any standard port- 
able 10-ton hydraulic ram unit, increases 
camber, on both front wheels, after all 
camber shims have been removed, it is 
said. A “basic tool for all alignment 
shops, the Z50-S makes camber correction 
on cars equipped with power accessories 
or air-conditioners that previously had to 
be laboriously removed to reach camber 
shim locations, it is said. 

eae 6 





SINGLE-POST LIFT—A single-post lift 
designed to handle narrow and wide-tread 
cars and light trucks has been introduced 
by Weaver Mfg. Co., Springfield, Ill. The 
“Low-Wide Runway" roll-on lift will ac- 
commodate all tread widths from 41 to 
76 inches, it is said. The lift, rated at 
8,000 pounds capacity, features boxed-in 
construction of its center section, which 
is said to provide the superstructure with 
extra strength and removes tensile stresses 
on piston-attachment bolts, Runways are 
180 inches long and 19-5/16 inches wide, 
and have an overall width of 77% inches. 

ee 





FENDER SKIRTS—MoPar Parts & Acces- 
sories Division, Chrysler Motors Corp., 
P. ©. Box 1718, Detroit 31, Mich., has 
announced the availability of a fender 
skirt package for installation on all 1960 
Plymouth and Dodge Dart cars, except 
suburban models. The skirts are of pol- 
ished stainless steel. The skirts are in- 
stalled with lock-in type installation for 
a custom rattleproof fit, it is said. A heavy 
bracket locks inside the lower edge of 
the skirt, but it can be removed when 
necessary to change tires, it is said. 





PENCIL—Hexacon Electric 
Co., 517 W. Clay Ave., Roselle Park, N. J., 
has announced a soldering pencil equip- 
ped with a \%-inch tip, rated at 60 watts, 
capable ef deing the werk ef 100-watt 
soldering irons. It weighs 2 ounces. De- 


SOLDERING 


signed and recommended for constant- 
duty, 24 hours a day, on fast production 
lines. Operates on any AC or DC, any 
cycle. Available 110 or 220 volts. 





Another complaint about “nylon thump’! And, the 
worst of it is, there’s nothing the service manager can 
do about it—except recommend new tires. But this is 
a problem few have to face with ’59 or ’60 cars. For 
two years straight, every make American car has come 
equipped with tires made with TyREx tire cord. These 





tires will not ‘“‘thump”’ under any condition. The 
smoother, quieter ride they provide helps give everybody 
the best of everything. For the manufacturer it means 
extra quality; for the dealer—smoother car sales; for the 
motorist—thesmoothest, most vibration-freeride possible 
today. Tell customers about the features listed at right. 


Tyrez Inc., Empire State Bldg., New York 1,N. Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of 
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it’s 
not 
your 
car, 
lady — 
il 
must be 
“nylon 
thump”! 
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HOW TIRES MADE WITH TYREX CORD MAKE NEW CARS EASIER TO SELL - 
@ Give longer tread mileage—as proven by test! 

@ Run cool for greater safety at highway speeds! 

@ Stronger in resistance to impact! 

@ Resist ‘‘flat-spotting’’ and cross-sectional ‘‘growth’’! 


| Tyrex Inc. for tire yarn and cord. TYREX tire yarn and cord is also produced and available in Canada, 





TIRE CORD 





Capsule Reports ... 
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Engineering Briefs 


NEW YORK.—A program for the 
construction of a $50 million com- 
plex of chemical plants which 
would convert hydrocarbons into 
more than a dozen chemical prod- 
ucts was revealed by Borden Co. 
and United States Rubber Co. The 
two companies announced that they 
are forming a jointly owned chem- 
ical company to be called Mono- 
chem, Inc. The companies dis- 
closed that they have optioned sev- 
eral industrial sites in Louisiana 
and Texas. 

* + * 


Hamilton Die Anodizes 


Aluminum Die Castings 
HAMILTON, O.—Hamiiton 
Die Cast, Inc., is currently mak- 
ing aluminum die castings that 
are completely color anodizable. 


The colors, Hamilton said, are 

and clean, can be thorough- 

ly controlled from batch to batch 

and can be put over three types 

of basic finishes — satin, polished 
bright, and semi-gloss matt. 


Purolator to Expand Products 


With New Research Center 


RAHWAY, N. J.—New research 
laboratories, housed in a newly 
constructed $500,000 building with 
more than 13,000 square feet of 
floor space, were put into operation 
here at Purolator Products, Inc. 

The research center, according 
to James D. Abeles, president, will 
be devoted to pure research and 
new product development with pro- 
visions for pilot production. The 
company’s major products are fil- 
ters and filtration equipment. 

a a > 


Engineering Show Plans 


For More Exhibitors, Space 


CHICAGO.—The Production En- 
gineering Show, held every five 
years to coincide with the Machine 


Goodrich Plans 
Texas Track for 


High-Speed Tests 


AKRON.—With the steady in- 
crease in turnpike driving, tire 
manufacturers are putting more 
emphasis on high-speed road test- 
ing of new tire designs, according 
to W. F. Billingsley, director of 
tire development for B. F. Good- 
rich Co. 


The company is planning the 
world’s largest high-speed tire test 
track at Pecos, Tex. 

“We find that we must test our 
tires at speeds considerably higher 
than legal speeds in order to make 
certain that we have built in ample 
safety factors for protection of the 
motorist,” Billingsley said. 

“Special tires for highway patrol 
cars and ambulances must be test- 
ed at speeds up to 125 miles an 
hour, and it is conceivable that 
some day we will be testing at 
speeds of 150 miles per hour.” 

The Goodrich test track will be 
a 24-foot-wide, two-lane roadway 
in a huge circle nine miles in cir- 
cumference, It will accommodate 50 
test cars and trucks operating at 
speeds of 70 to 90 miles an hour 
and could be used at speeds up to 
150 miles an hour with a smaller 
number of vehicles in operation, 
Billingsley said. 


Pontiac’s Schoon Quits 
To Take Over Deal 


PONTIAC.—Resignation of W. E. 
Schoon as Pontiac’s New York 
zone Manager 
has been an- 
nounced by F. V. 
Bridge, general 
sales manager. 
Schoon will 
take over Schoon 
Motor Co. (Pon- 
tiac . Cadillac- 
GMC at Luverne, 
Minn., which has 
: been owned and 
a“ operated by his 
W. E. Schoon father for over 
45 years. With Pontiac since 1957, 
Schoon was named New York zone 
manager in 1958, 


Tool Show, will have about 50 per- 
cent more exhibitors and occupy 
about 100 percent more exhibit 
space than it did in 1955, it was 
reported by Clapp & Poliak, Inc., 
New York. 

The firm produces the show and 
also serves as the exposition man- 
agement for the Machine Tool 
Show, sponsored by the National 
Machine Tool Builders Assn. Both 
shows will be held in Chicago Sept. 
6-16. 

+ 


* + 
Goodyear Plans New Plant 


For 2 Synthetic Rubbers 


AKRON.—Two new synthetic 
rubbers, said to offer advantages 
over natural rubber, will be pro- 
duced in a new, multimillion-dollar 
plant to be constructed near Beau- 
mont, Tex., by Goodyear Tire & 
Rubber Co. 

The rubbers were identified by 
Chairman E. J. Thomas as Natsyn, 
made from isoprene, and Budene, 


made from butadiene, both deriva- 
tives of petroleum. 
ad s * 


Abstracts on Engineering 


Offered by New York Firm 

NEW YORK.— Engineering In- 
dex, Inc., 29 W. 39th St., New York 
18, N. Y., offers the Engineering 
Index Volume. It is comprehensive, 
covering all applications of engi- 
neering methods and concepts to 
industry, agriculture, mining—the 
entire economy. 

No other abstracting service cov- 
ers world-wide technological liter- 
ature as extensively, the company 
claimed, 

+ * + 


Eaton’s Coupling Device 


Is Part of Patent Show 


WASHINGTON. — A production 
version of a new coupling which 


utilizes fine iron particles that be- x 


come a solid bond when magnetized 
is being shown by Eaton Mfg. Co. 
in a year-long exhibit, 

The exhibit, which will tour the 
country, is under the sponsorship 
of the Patent Office. It is designed 
to relate unusual patent stories 
and the basic concepts of certain 
inventions. Approximately 20 com- 
panies are participating. 
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A Production Milestone— 


Ford Motor Co.'s Mahwah (N. J.) plant produced its millionth vehicle, a white Ford 
convertible. The plant began operations on July 16, 1955. To observe the occasion, 
cne dozen helium-filled balloons attached to the top of the car were cut loose 
by Emil Duquette, left, plant manager, and Morris Ruddick, Mayor of Mahwah, and as 
the convertible top was lowered, a stream of multicolored balloons was released from 
within the car itself. 


Climb aboard the wagon! 

Ride along with Family Weekly’s 
Special OCTOBER 16th Issue 
Saluting the first major 

DETROIT AUTO SHOW 

Completely automotive in concept, this big, 
colorful issue ties-in your sales message 
where families own over 9 million cars... 
in the markets where Family Weekly 

is a persuasive buying influence! 
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Spurs Repeat Sales, Says Bryant... 


‘Form Sheet’ Provides 
All Facts on Deal 


By L. H. Houck 
Travelling Correspondent 


SEDALIA, Mo.—A printed form 
made out in duplicate is responsible 
for the exceptionally high repeat 
business of Bryant Motor Co. 
(Dodge), according to Dan Robin- 
son, executive vice-president. Some 
customers F cos repeated 20 times. 


“As a deal progresses, we fill 
out this form which we developed 
several ” Robinson told 


years ago 
Automotive News, “and when the 
deal is completed, we go over the 
form to see that all the figures 


standing after a deal is closed is, 
indeed, very rare.” 

Bryant Motor was established in 
1937 by F. W. Bryant, who died last 
year, Robinson hag been with the 
company since that time. The firm 
now has established Queen City 


Motor Co., across the street, to 
handle Plymouth and Valiant. 
Chrysler has been added to the 
Bryant deal. 

Robinson said Bryant Motor is 


Pontiac Cincinnati Zone 
Elects 12-Dealer Council 


CINCINNATI. — Twelve dealers 
from the four-state Cincinnati zone 
recently were elected to the Pontiac 
Cincinnati Zone Dealer Council. 

They are: Henry B. Sieve jr., 
Cincinnati; Arthur Burnett, Cin- 
cinnati; N. S. McGaw, Henderson, 
Ky.; Robert A. Klemenz, Louis- 
ville; M. I. Noll, Columbus, Ind.; 
David E. Waite, Indianapolis; Wil- 
bur Langhorst, Sidney, O.; L. F. 
Paddock, Dayton; W. E. Venters, 
Pikeville, Ky.; J, F. Moses, Hunt- 
ington, W. Va.; Robert B. Waddle, 
Somerset, Ky., and Charlie Sturgill, 
Lexington, Ky. 


the oldest dealership in the area, 
and has the highest percentage of 
sales, with 8 to 10 percent penetra- 
tion. The firm has 34 employes and 
ee a large service business, he 


*Fablaien said he looks for the 
company’s most profitable year in 
1960. The firm sold 800 used cars 
and 300 new cars in ’57, the best 
previous year, resulting in 16 per- 
cent gross profit and a 2 percent 
net, he added. 

This year, Robinson said, he ex- 
pects to sell more than 800 used 
units and more than 400 new cars. 
This estimate, he added, is based on 
the first quarter, which after sub- 
tracting 60 days of bad weather, 
is several units ahead of the '57 
pace. 

“We've never had a ‘red’ year 
since the business was estab- 
” Robinson said, “and we 
attribute it largely to the fact 
that here the customer comes 
first. We'd rather lose a deal than 
create a misunderstanding. 

“We have a first-class service 
department, where the customer- 
first policy is always observed. If a 
customer tells us that he can get 
a better deal elsewhere, we make 
it a policy to advise him to go get 
it. Almost 40 percent of our sales 
come from repeat customers recom- 





‘Full Disclosure'— 


Dan Robinson, right, vice-president, Bry- 
ant Motor Co. (Chrysler-Dodge), Sedalia, 
Mo., and John Ryan, sales manager, dis- 
cuss the “full-disclosure" form which keeps 
customers advised of all the facts on a 
deal with Bryont, og 
mending our product and our busi- 
ness meth 

Bryant Motor substantially out- 
sells the nntional average for 
Dodge, Robinson said. The 10-mem- 
ber sales force and the mechanical 
staff participate in various monthly 


son said. 


bonus plans, and the average em- 





of 4,896,801 families 
in 191 top markets 


who travel the pages of 





The pleasures of car ownership are greater 
when the problems of heavy metropolitan traffic 
and parking are lessened. Which probably 
accounts, in part, for the high number of car 
registrations (averaging more than one per 
family) in the 591 counties where Family Weekly 
has 20% or better saturation. 


Sales statistics make the point clear that “this 
mobility to move around and go places— fast” 
has enlivened main-street business. Last year, 
in the markets served in depth by Family 
Weekly people spent $7,749,546,000 for food; 
$959,126,000 for drug products; and . . . a total of 
$30,915,136,000 in retail sales. 





WANT THE WHOLE STORY? 
Just contact 


153 N. Michigan Ave. 
Chicago 1, Illinois 


Schedule FAMILY WEEKLY 
to tell your product story in 
a market that does 15.3% 

of all U.S. retail sales. 


Kamily 
Weekly 





Extensive, in-depth coverage that reaches the 
buying core of this active, responsive market is 
yours on a national basis and in color with 
Family Weekly—the national colorgravure 
weekly that... 


@ GOES INTO 4,896,801 HOMES ON THE WEEK-END 
WHEN PEOPLE READ MOST. 


@ GIVES YOU 87% COVERAGE IN 191 OTHERWISE 
UNDER-EXPOSED CITIES: AN AVERAGE OF 53.1% IN 
591 COUNTIES WHERE FAMILY WEEKLY HAS 20% OR 
MORE COVERAGE. 


@ SUPPORTS DEALERS WHO DO 47.2% MORE NATIONAL 
BRAND FOOD PROMOTIONS THAN DEALERS IN THE 
LARGER, METROPOLITAN CITIES. 


@ DELIVERS ONE OF THE HIGHEST OF ALL READER- 
SHIP RATINGS PER ADVERTISING DOLLAR. 


51 
ploye hag been with the firm for 


:| 15 years, he added. 


Gross volume for Bryant in 1954, 
its lowest year, was $600,000, Robin- 
t did a gross of $1.5 mil- 
lion in ’57 and, Robinson said, he 
sg for more than $2 million 


“We attribute our success to the 


.| attention we give to each customer 


regardless of whether he is a parts 
buyer, a used-car buyer, new-car 
or truck owner,” said Robinson. 
“The customer looking for a 
small part for a truck has a prob- 
lem just as important as the man 
looking for a new car or truck, 
and we not only recognize that 
fact, but we make sure that all the 


“Another thing,” he added, “every 
Bryant customer knows that if Al 
has any unusual trouble for which 
he is not responsible, we will go 
immediately to the proper factory 
organization to get him all the re- 
lief to which he is entitled.” 

“We don’t hesitate to call in 
factory service experts whenever 
needed or to ask for factory adjust- 
ment of complaints. I think our 
attitude actually keeps such com- 
plaints at a minimum. We make 
sure our customers consider us @ 
friend at court in any of their 
mechanical problems and not an 
enemy.” 


Highways & Safety 


A highway-safety program which 
includes state aid to high school 
driver education hag been adopted 
by the Arizona Governor's Traffic 
Safety Co-ordinating Council. 

The program also calls for a 
crackdown on traffic violators, for- 
mal training for drivers of state 
vehicles and increased safety 
training in elementary schools. 

Among measures endorsed were: 

Systematic highway-check pro- 
grams, including roadblocks to 
catch drivers with invalid licenses. 

Better use of warnings by patrol- 
men for borderline latenttione of 
traffic laws. 

Continued use of radar and un- 
marked patrol cars to detect vio- 
lations. 

The council also endorsed legis- 
lative objection to a proposal that 
Arizona’s “reasonable and prudent” 
speed law be amended to provide 
a daylight limit of 70 miles per 
hour and 60 MPH at night. 


3 States Launch 
New Driver Check 


Representatives of Idaho, Nevada 
and Utah have approved an unwrit- 
ten agreement aimed at preventing 
a driver whose license has been 
suspended or revoked in one state 
from getting a license in either of 
the other states. 

The interstate machinery under 
the plan will start when a driver 
makes an application for a license. 
If he declares in his own sworn ap- 
plication that he wag licensed in 
one of the other states, a query 
will be put through to determine 
if he had a valid license, 

Officials of the three states ex- 
pressed hope the agreement would 
be the basis for extending the plan 
into other states. Eventually, they 
said, it may result in a written 
agreement. 


Rambler Model Output 
Tops Total 1959 Run 


KENOSHA.—American Motors in 
little more than eight months has 
already surpassed its total Rambler 
production for the entire 1959 
model year. 

Roy D. Chapin jr., automotive 
executive vice-president, said 379,- 
154 compact Ramblers had been 
produced during the week ending 
June 11, against 374,240 built dur- 
ing the entire 1959 model year. 

The company’s main assembly 
plant here continues to be the larg- 
est single producer in the United 
States auto industry, Chapin said. 

















1960 SUMMER OLYMPICS IN 
ROME...EXCLUSIVE ON THE 
CBS TELEVISION NETWORK 


You will be more than a good sportif you take 
your customers to the Summer Olympic Games 
in Rome, via the exclusive broadcasts of the 
CBS Television Network. You will be the far- 
sighted sponsor of an exceptional advertising 
vehicle. All signs point to the gathering of an 


- unprecedented television audience—vast, ex- 


cited, and attentive, coming back day after day. 

People are still talking about this network’s 
coverage of the Winter Olympics at Squaw 
Valley: viewers still marveling at the thrills of 
Olympic competition; advertisers still marveling 
at the size and quality of the television audience. 
Five out of every six upper and middle income 
families, and three out of every four lower in- 
come families, watched the Winter Games. If 
you make cars or stoves or other “high-ticket” 
items you will be interested to note that upper 


- income families watched most, as Nielsen 


average-minute ratings show: 


i 
NIDDEL INC ON | Ace AAS ITERIO OTR 
LOWER INCOME GS 16.7 


, Thebroadcasts from Squaw Valley also attracted 


more adult viewers per family than any other 
Winter program—with the result that a leading 
cigarette maker was the first advertiser to spon- 
sor a part of the Summer series. (Because of 
the number of viewers of ai// ages, a famous 
cereal maker soon followed.) Altogether, more 
than 100 million Americans tuned in. 

Yet the Winter Games were scarcely morethan 
a warm-up exercise for the Summer Olympics 
~—the world’s greatest sports spectacle—to be 
held this year in the ancient thoroughfares and 
modern arenas of the Eternal City. Television 
tourists will follow the Marathon from the 
Capitoline Hill along the Appian Way, past the 
Coliseum to the Arch of Constantine. Spo 
enthusiasts will see Herb Elliott of the 3:54 m 
the seven-foot high-jumping John Thomy : 
fabulous Konrads swimmers—the fore 
and women athletes of our time draw 
every quarter of the globe. 

To bring the Summer Olympics to th : 
can people within a few hours of cache 
























































jet planes will shuttle tapes daily from Rome 
and Paris to New York. From August 26 to 
September 12, the CBS Television Network will 
present a total of 32 broadcasts, averaging more 
than one hour of coverage a day. Advertise 
who want to get a running start on the new 
selling season will be interested to know that 
two-thirds of these broadcasts will occur on or 
after Labor Day Weekend. Thus far P Lorillard 
Co. has purchased one-quarter of the series and 
General Mills, Inc., one-eighth. 

In a truly unique combination of advertising 
values, sponsors of the Summer Olympics will 
gain thecontinuity and frequency of impact found 
in a regular series, together with all the excite- 
ment and prestige generated by a newsworthy 
“special” of major dimensions. Not to mention 
a huge circle of new friends brought to you ex- 
clusively on the CBS TELEVISION NETWORK. 
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Monroe Adds Distributor— 


This group is marking the addition of Tom et Inc., Jobbers Service as an Atlanta 
Load-Levelers. The occasion was the 


distributor of Monro-Matic shock absorbers and 
largest jobber-dealer meeting in Atlanta's history, with nearly 1,200 dealers attending. 





What's New... 


tor of the Independent Garage 
Owners Assn. of the Chicago Area, 
Inc. 

Hedeen formerly was executive 
director of the Dodge Dealers Assn., 
the Linen Supply Assn. of America 
and the National Electronic Dis- 
tributors Assn. 

* 


Sharp pina Regional Chief 

CINCINNATIL—C. S. Sharp has 
been appointed a regional sales 
manager by Aluminum Industries, 
Inc. He will cover 21 Eastern and 
Midwest states. He joined the firm 
in 1957. 


* + + 
Wolf Named Branick Rep 
FARGO, N. D.—Branick Mfg. Co., 


From left, are Joe Bickel, merchandising vice-president, Monroe Auto Equipment Co., | Inc., manufacturer of tire-handling 
Monroe, Mich.; Joe Culbertson, Aitken-Kynett, Monroe's advertising agency; Harry equipment, has named Lyle Wolf 


Bolling sr., William & Harvey Rowland Co., Monroe distributor; Pete Middleton, Monroe 


sales manager, and Elder Brambiett and Tom Perry, Jobbers Service. 


& Co., 1149 California, Denver, its 
representative in Montana, Wyom- 


CHICAGO. — Herbert V. Hedeen! ing, Colorado, New Mexico and the 
has been appointed executive direc- | El 


In Parts and Accessory Distribution 


Paso area. 


+ * * 

Keefe Auto Supply Sold 

BILLINGS, Mont.—_Keefe Auto 
Supply Co. has been sold to Hen- 
drie & Bolthoff Co., Denver, and 
one of its subsidiaries, Casper 
(Wyo.) Supply Co. 

C. J. Smith, Casper Supply presi- 
dent, said the Billings firm will 
continue to operate under the 
Keefe name. 


* * * 
Engine Catalog Published 
By Automotive Electric Assn. 


DETROIT.—The Automotive 
Electric Assn. hag published a con- 
densed catalog on original-equip- 
ment parts for Briggs & Stratton 
and Clinton engines, and Lauson- 
Power Products, according to Jack 
L. Finn, chairman of the Small En- 
gines Committee. 

The Quick Reference Catalog, he 














REMOVABLE 

AMPLIFIER UNIT 
As easy to remove and 
insert as a drawer in your 
desk. Emergency replace- 
ment completed in less 


than five minutes. 


MOTOR REPAIR 










LUBRICATION PAINT SHOP 


The CALCO SERVICE DISPATCH CENTRALIZED CONTROL SYSTEM combines the functions 
of CALCO’s rugged intercom equipment with a continuous visual record roll. 


@ Eliminates time lost on every job due to overlapping of non-productive efforts. 


@ Coordinates the flow of work through all departments of the shop, bypasses over- 
loaded departments, fills work gaps, eliminates running back and forth. 


@ Increases shop efficiency, makes it possible to handle three jobs in the same time, 
with the same manpower and floor space as formerly required for only two. 


@ Increases Customer satisfaction through eliminating broken delivery promises and 









prolonged waiting for information. It promotes better employer-employee relation- 


ship through increased earning for both. 


DISPATCHER’S CONTROL 


The current day's business is al- 
ways visible—protected by plate 
glass from dirt and smears. 


CONTINUOUS ROLL FORM 
A six month's supply of printed 
paper rolls forward as new jobs 
are entered and rolls backward 
for reference to— yesterday's or 
even last month’s unfinished job. 
The paper is always taut — held 
firmly by a specially designed 
device. 


CALCO SERVICE DISPATCH SYSTEM 


increases your capacity through 


CENTRALIZED CONTROL 
of all shop operations 


































CONTINUOUS DISPATCHER’S RECORD 


NOW AVAILABLE ON 


The CALCO SERVICE DISPATCH SYSTEM has been engineered for many years of heavy 
duty, trouble free operation. It is built to perform efficiently and continuously in spite of 
noisy surroundings. 





CALCO SERVICE DISPATCH SYSTEM sic w. LA BREA, LOS ANGELES 56, Webster 8-3271 


FIRM WAME 
si | lh) ||| 


LEASE PLAN 











said, lists all fast moving parts 
with silhouette pictures that readily 
identify the parts, Finn said. 

* * a 


J. S. George Supply Bought 


By North East Associates 


BURLINGTON, Vt.—North East 
Associates, Inc., has acquired J. S. 
George Supply Co, which was 
founded by James S. George in 
1932 and has operated as a whole- 
saler, jobber and warehouse dis- 
tributor of automotive supplies and 
other lines. 

George has been elected presi- 
dent and general manager of the 
new company, with Roy H. May- 
ville jr. as vice-president and Al- 


fred L. Faraar, treasurer. 
* * * 


Goodyear to Lokey 

AMARILLO, Tex.—The Amarillo 
dealership for Goodyear tires has 
been sold to Ted Lokey Co., Inc. 
Gunn Brothers, Goodyear dealer 
for 37 years, will continue to sell 
passenger-car tires on a retail 
basis. 

* * * 


Salt Lake City Service Branch 


Moved by Black & Decker 


SALT LAKE CITY.—To improve 
service facilities for electric tool 
customers in the Rocky Mountain 
area, Black & Decker Mfg. Co. 
announced it has moved its Salt 
Lake City factory service branch 
to 1541 S. Second West St. 

The new branch offers factory- 
operated facilities for the repair 
of all Black & Decker electric tools 
and replacement parts, the firm 
said. Ralph W. May is service man- 
ager. 


Gulf & Wedeon 
Buys North Texas 
Parts Distributor 


HOUSTON.—Gulf & Western 
Corp., automotive parts distributor, 
has acquired Auto Spring & Supply 
Co., wholesale distributor of auto- 
motive parts with headquarters in 
Wichita Falls, Tex., John H. Dun- 
can, president of Gulf & Western, 
announces, 

Terms of the acquisition were 
not announced. 

In addition to the Wichita Falls 
headquarters, Auto Spring & Supply 
operates branches in Abilene, Ver- 
non, Stamford and Nocona in 
north Texas. Auto Spring’s annual 
sales volume is in excess of $1.5 
million. 

Both sales and earnings of Auto 
Spring have shown steady increases 
over the past years, Duncan said. 

D. L. Naylor, co-founder and gen- 
eral manager of Auto Spring & 
Supply, continues as head of the 
new Gulf & Western subsidiary. 
No personnel changes are antici- 
pated among the company’s 75 em- 
ployes. 

Gulf & Western has 32 ware- 
houses and stores in 25 cities in 
Texas and New Mexico. 


Kevitt Joins Bower 


As General Manager 


DETROIT.—Leo J. Kevitt has 
been named general manager of 
Bower Roller Bearing Division, 
Federal-Mogul-Bower Bearings, 
Inc., succeeding 
F, E, Halderman, 
who has retired. 

Kevitt formerly 
was manufactur- 
ing and engineer- 
ing director for 
Instrument and 
Alemite Divisions, 
Stewart - Warner 
Corp. He has also 
served as general 

. manager of the 
L. J. Kevitt Ford Motor Co.’s 
steering gear and machining plant, 
and general manager of the Clark 
Equipment Co.’s Transmission and 
Differential Division, 


P-D-V for Scholte 
WORTHINGTON, Minn— 
Scholte’s Motor Co. is a new Plym- 
outh-DeSoto-Valiant dealership 
here. Fabian Scholte is the dealer. 














Your biggest automobile buyers, in Chicago 
as anywhere else, are the young householders with 
growing and active families to transport. 


But nowhere else can you concentrate your 
advertising on young families more effectively. Over 
half the readers of the Chicago Sun-Times 

are men and women 35 and younger! 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


Send for your copy of the 1960 Chicago Consumer Analysis. Now available. 


Young 
Chicago 
loves to buy.. 








.. the 
Chicago 
Sun-Times 











3 Ways to 
Slash 
Fastening Costs 
with 


PALNUT LOCK NUTS 


FASTENERS 
1. Save on First Cost 


PALNUT Lock Nuts and Fasteners are 
precision-produced in enormous volume at 
exceptionally low cost. They are priced lower 
than other locking methods, often less than 
plain nuts. ; 


2. Save on Assembly Cost 
PALNUT Lock Nuts and Fasteners apply 


__tasilyand_fast_with ordinary. tools. 
is tly simplified and -u usin 
PA UT magnetized ah seep Shan 
which permit — up, starting and tighten- 
-s' 


ing in one high-speed operation. 


3. Save auxiliary parts and operations 

A single PALNUT Lock Nut or Fastener 
replaces two, three, even four fastening parts 
according to application. You can climinate 
lockwashers, flat washers, sealer washers and 
cotter pins. You can save the extra cost of 
threading, drilling or grooving other fastenin 
members. Assemblers handle a single PALNU 
—reducing parts to buy, stock and assemble. 


THE PALNUT COMPANY 


DIVISION OF UNITED-CARR FASTENER CORPORATION 
47 Gien Read, Mountainside, N. J. 


Regional Sales Office: 
730 West Eight Mile Road, Detroit 20, Mich. 


VIN UT’ 


LOCK NUTS 


BIG PROFITS FOR DEALERS NOW! 


CHOICE DEALERSHIPS AVAILABLE 












Write for latest catalog and free samples, 
stating type, size and application. 


Also consult Sweet's Design File. 









and FASTENERS 
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1970 


The Porter—adds 24 cubic feet of safe, dust-free, weather-protected carrying capacity to queall cass. 


new! neat! and nimble! 
MASTERCRAFT SPORTZTA BLE 


It’s Three trailers in one! The spanking-new Mastercraft Sportable 1000 is a Porter... 
: a Hauler... and a Sleeper. You get a sturdy basic utility trailer (HAULER) and by adding a 
lock-equipped fiberglass top, you have a safe; juggage-carrying PORTER ... or add 

the complete, specially-designed cover with slide-out canvas compartment and you have the 
SLEEPER. A larger capacity utility-sleeper combination, the Sleeper 1500 is ideal for heavier loads. 
FEATURES: Precisely-balanced construction * Fuil width tail gate * Welded steel body « 
8” demountable auto wheels * and many more engineering and design advances. 


Designed and engineered by Mastercraft—makers of America’s favorite boat trailers. 


MASTERCRAFT trailers, inc. 


Subsidiory of Cadre Industries Corp. 
MIDDLEFIELD STREET * MIDDLETOWN, CONNECTICUT «+ P.O. BOX 398, LOS GATOS, 
CALIFORNIA + 525 NORTH ANDERSON ST., ELWOOD, INDIANA 








| FREE sales-building literature 
I back a hard-hitting advertis- 
ij ing campaign to your cus- 
; tomers. 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Batten, Barton, Durstine & Os- 
born International and Young & 
Rubicam International have been 
appointed to handle Chrysler 
Corp.’s international advertising, 
effective Aug. 1. 

BBDO, which recently expand- 
ed its international operation 
through the acquisition of Dolan, 
Drucker, Whitcomb and Stewart, 
Ltd, London, will be responsible 
for the international advertising 
of Dodge cars and trucks. 

The Dodge account in the United 
States was awarded to BBDO in 
February and its Canadian counter- 
part to BBDO-Canada a month 
later. 

The Dodge international account 
includes two full-size passenger 
cars—the Dodge Polara and the 
Dodge Dart—the new compact 
Lancer scheduled for fall introduc- 
tion and trucks. we 

Y & R, which is currently servic- 
ing certain of Chrysler’s overseas 
subsidiary plants, will be responsi- 
ble for the international advertis- 
ing of Valiant, Plymouth, DeSoto, 
Chrysler and Imperial and Simca 
in certain areas of Chrysler Inter- 
national’s responsibility. 

The accounts will be serviced 
primarily by both agencies from 
their London offices. Both agencies 
maintain additional continental of- 
fices. 

* * 


Chevrolet Ups Newscasts 


Expanded sponsorship of news 
broadcasts for. the summer months 
has been announced by Chevrolet 
with purchase of a portion of the 
National Broadcasting Co.’8 “News 
on the Hour.” 

Chevrolet’s sponsorship of a quar- 
ter of the NBC hourly newscasts 
will begin July 1, according to Jack 
Izard, Chevrolet advertising man- 
ager. 

Chevrolet also is sponsor of a 
weekend news series of 12° five- 
minute broadcasts over 203 sta- 
tions on CBS Saturday and Sunday. 
“News on the Hour” covers 192 
stations. s 

* * 


Outdoor Annual Off Press 


Outdoor Annual is the new name 
for the former Poster Annual, now 
being distributed by Outdoor Ad- 
vertising Inc., national sales organ- 
ization for the medium. 

This year’s Annual features top 
winners and honorable mention 
poster and paint designs selected 
at the Annual Competition & Ex- 
hibition of Outdoor Advertising Art, 
sponsored by the Art Directors 
Club of Chicago. 

J * 


Advertising Academy Elects 
The American Academy of Ad- 


Auto ‘Maturity’ 
Linked to Switch 
To ‘Romantic’ Ad 


MINNEAPOLIS. — The auto in- 
dustry came of age when it began 
aiming its products at “girl-type” 
customers; Gail Smith, General Mo- 
tors televisiom and advertising di- 
rector, told the Minnesota section 
of the American Marketing Assn. 
here. 

Manufacturers gave up the “care- 
free, unkept, grimy-faced, grease- 
stained, masculine world” and en- 
tered a “new, clean, sweet-smelling, 
charmingly illogical world,” Smith 
declared. 

“Some of the oldtimers and a few 
of the less-romantic youngsters 
were a little embarrassed and 
rather stuffy about these changes,” 
Smith said. 

But the industry’s romantic in- 
terest in the consumer was being 
returned, he noted. “The romance 
was stimulating car sales as they 
never had been stimulated before.” 

Smith described two marketing 
approaches used by GM. One is a 
“hard-headed; down-to-earth” ap- 
proach to truck merchandising. The 
other, dealing with appliances, has 
a high “romance” content, with em- 
phasis on styling and colors. Both 
programs have been successful, he 
pointed out. 









vertising, a national organization 
for advertising educators and prac- 
titioners, has elected Billy I. Ross 
national dean. 

Head of advertising sequence in 
the Department of Journalism & 
Graphic Arts at the University of 
Houston, Prof. Ross was formerly 
national associate dean of AAA. 

a ok a 


Pontiac on New TV Show 


Pontiac will be among the spon- 
sors of “Surfside Six,” a new tele- 
vision adventure series set against 
Miami Beach. 

It will premiere on the ABC Tele- 
vision Network Monday Oct. 3. 

* * * 


Tire Ads Berated 


“We'd rather lose a few quick 
Sales than have a customer lose 
his life,” J. W. Keener, president of 
B. F. Goodrich Co.; says in a signed 
advertisement currently appearing 
in magazines and newspapers. 

Keener said Goodrich will not 
trade on words like “speedway- 
proved” and “stronger than new- 
ear tires” to confuse third-line with 
first-line tires. 

He referred to some tire adver- 
tisements as “trumpeting a nylon 
cord tire for $12.95 or less in big, 
black type.” This tire, whatever the 
make, he said, is described in such 
glowing terms as “super strong,” 
“turnpike-proved,” “stronger than 
the tires on new cars,” “top-quality 
nylon,” “extra-safe,” “premium 
quality.” 

“What the ads do not say is that 
these tires are third-line quality. 
Third-line means that the tire is 
not as good as second-line,” he said. 
“And a second-line is not as good 
as a first-line, the grade of tire 
all auto makers demand for their 
new cars.” 

“Why then are some tire makers 
using their biggest guns to sell 
their lowest priced nylon tires to 
all buyers of replacement tires?” 
he said. “Do they think a man 
values a few dollars above all 
else?” 

The ad is running in national 
magazines and major newspapers. 
The same ad also is scheduled for 


June issues of tire dealer trade 
magazines. 

* o* 
Media Notes 


Fortune magazine has opened an 
advertising sales office in Rand 
Tower, Minneapolis, with Joseph F. 
Egan manager ... April was the 
78th consecutive issue of Redbook 
magazine to set a total circula- 
tion record for the individual 
month. Circulation was estimated 
at 2,915,000, a gain of 4.9 percent 
over April last year. 

+ x * 


Personnel Changes 


A. Donovan Faust from station 
manager to general manager of 
WIRT, Flint radio station... 
Michael Ames from account super- 
visor at Ruder & Finn advertising 
agency to president of Communi- 
cators, Inc., New York public re- 
lations agency . . . John W. Phillips 
from Philadelphia advertising staff 
to TV Guide sales staff in Boston. 

John Fitzpatrick from promotion 
and sales staff of Seventeen maga- 
zine to promotion assistant in the 
New York sales office of Family 
Weekly and Suburbia Today ... 
Five appointments at Campbell- 
Ewald advertising agency in De- 
troit: Kensinger Jones from tele- 
vision-radio creative director to 
senior vice-president, creative di- 
rector and member of the execu- 
tive committee; Walter B. Booth, 
a vice-president over copy, to cre- 
ative coordinator on the Chevrolet 
account; C. H.:- Felt from copy di- 
rector to assistant to Booth; T. D. 
Murray, formerly assistant to Felt, 
to copy director, and Arthur Boyd 
from head of his own consulting 
firm to vice-president in charge of 
marketing and research. 


AUTO-TURNTABLE 
Assembled in 30 Minstes 2 


Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N.Y. 
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085*; 2-dr., $965; Bel Air (8) 4-dr., 
sare", $1,110; Brookwood (6) 4-dr., 


| Average Price of Used Cars Sold at Auction of Bow, ©) tauon wage, $0" 


' (Compiled by Automotive News from Auction Reports. (8) 4-dr., $925*, $825*; Bel Air (8) 





4-dr., $1,060*, $1,025; One-fifty (6) 
2-dr., $580, $490. 

’56 Two-ten (6) station wagon, $750, 
$550*; 2-dr., $465; Two-ten (8) 4-dr., 
$560, $490; 2-dr., $525*, $500; Bel 
Air (8) 2-dr., §715 (ps); sport coupe, 
$585"; 4-dr., $600, $500, $470. 

’55 Bel Air (8) sport coupe, $650*° (ps); 
2-dr., $170*, $160; Bel Air (6) sport 
coupe, $485*; Two-ten (8) 4-dr., $515*, 
$215*; Nomad (8) 2-dr., $435, $330* 


(ps). 
'S4 Two-ten 2-dr., $285, $200; Bel Air 
4-dr., $275*, $225*. 
"53 Two-ten 4-dr., $175, $125*. 
DODGE —'56 Royal (8) 2-dr. hardtop, 
$435*. 
‘55 Coronet (6) 4-dr., $200. 
EDSEL —'58 Pacer 4-dr., $805* (ps); 
Ranger 4-dr., $745°. 


FORD—'60 Country Sedan (8) 4-dr., $2,- 
120*; Galaxie (6) conv., $2,070; Fal- 

con (6) 2-dr., $1,640. 
"59 Galaxie (8) conv., $2,195* (ps); 
4-dr., $1,860* (ps); 2-dr., $1,565; 
Country Sedan (8) 4-dr., $1,935* (ps), 
$1,845* (ps), $1,675*, $1,625; Fairlane 
: 3 : (8) 4-dr., $1,475*, $i,410*; 2-dr., $1,- 
"58 59 89°68 °59 58°59 58°59 58°59 "58°59 58°59 59°60 59°60 "59 60 8=— 59°60 "59 "60 8658 °60 a an 
June July Aug. Sept. Oct. Nov. Dee. Jan. Feb. March April May June '58 Thunderbird (8) 2-dr, hardtop, $2,- 
Prices of '60s added and '52s dropped in December, 1959. Prices of 59s added and '51s dropped in December, 1958. to Date 365° (pe); Fairlane 500 (8) 4-dr., $1,- 
ra = tieeaibe on ta : (ps); 4-dr. Victoria, $1,150* (ps); 
gure guide bars represent éollars (Copyright, 1960, by Automotive News) 2-dr., $1,125*; 2-dr. Victoria, $1,015*: 
ace (8) 4-dr., $1,115*; Cus- 
Prices marked with an asterisk | Sold 203 cars from 316 consignments. Special Estate Wagon, $800* (ps), 160* (ps), $2,090* (ps), $2,075* (ps), tema CS) oa, vt eee; Cem 
indicate a unit equipped with an BUICK—’59 Invicta Estate Wagon, $2,175* $685*; 2-dr. Riviera, $650*; 4-dr., $2,055* (ps), $1,890; sport sedan, $2,- aun at hs ae ee 

icate a : (ps); LeSabre 4-dr., $1,925* (ps). $400: Super 2-dr. Riviera, $635* (ps). 020° (ps), $1,960* (ps); sport coupe,| ,,.Vagon (8) 2-dr., $950. 

automatic transmission or over- | ‘58 super 2-dr, Riviera, '$1,625* (ps),| °55 Century 4-dr., §$800*; Special 4-dr. $1,880* (ps), $1,855°; 4-dr., $1,815*;| ‘57, Country Sedan (8) 4-dr., $1,000%; 
drive, and (ps) indicates power $1,555* (ps); Special’ 2-dr, Riviera,| Riviera, $445*," $390*; 2-dr., $260*| Bel Air (8) ‘sport sedan, $1,740*, $1,-| | Country Sedan (6) 4-dr., $510° (ps); 
steering. $1,305°; 4-dr., $1,210*. (ps); 4-dr., $235*; Super 2-dr, Riviera, 740, $1,625*; 2-dr., $1,565; Bel Air Del Rio (8) 2-dr.. $860°; Fairlane (8) 
* * « '57 ‘RM ‘4-dr. Riviera, $1,255*; 4-dr., $365* (ps), $360* (ps). (6) 4-dr., $1,525", $1,490; Brookwood 2-dr, Victoria, $855° (ps), §800°; 4- 
$1,090* (ps); Special conv., $1,140*| °'54 Special 2-dr., $195, $170*. (6) 4-dr., $1,500; Biscayne (8) 4-dr., S.C; Sees OS OO) Ce. 
FLINT {e); 2-4. Rie ee geese; 4-dr., | CADILLAC—’58 (62) 4-dr., $2,365* (ps). $1,455*. “af tee oe. is ena evae 
*; 2-dr., *; Super 2-dr, Rivi-| °57 (62) conv., $2,100* f 58 la (8 rt coupe, $1,670* Seda cao ; 
) $2 (ps) cape 0) pect vam, See Fairlane (8) 4-dr., $650* (ps); Fair- 


Flint Auto Auction, Sale every Wednes- era, $1,055* (ps); 4-dr, Riviera, $955* 56 (62) Coupe de Ville, $1,240* (ps). (ps), $1,455"; conv., (ps); 
’55 (62) Coupe de Ville, $1,065* (ps). Biscayne (8) 4-dr., $1,190, $1,150*, Jane (6) 4-dr., $300°; Ranch Wagon 


day. Prices are for sale of June 15. Prices (ps). 
were up to the last two previous weeks. ’56 Century 4-dr, Riviera, $850* (ps); ' CHEVROLET—’59 Impala (8) conv., $2,- $1,060; Biscayne (6) 4-dr., $1,165, $1,- (Continued on Page 58, Col, 1) 
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MICHIGAN NEW YORK 


STATE FAIR AUTO AUCTION 
19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C. Simpson, Pres — Sam Goodman, Mgr. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947, 









COLORADO 


















NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Deeler Aute Auction 
Albany 5, N. Y. 

Menday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 








Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 


SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb Norman Early nN y t Cc Pe) 


Owners & Operators 
MILL NACE, General Manager DETROIT'S 
Oldest, Largest and Very Best 


Dealers Only 
Wednesday at Noon OVER 


Write for FREE Market Reports. 
Aptco Jo) re} | 3 


























MICHIGAN 




























LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 









NEW JERSEY 














NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 



















Denver Auto Auction 













45% South Santa Fe Littleton, Colo. * 
Phone: SU 1-6673, Ed. G, Smith 19241 Dix—Toledo Highway—Route 25 AUCTION Sale, Rt. 5. Ph. 3-1564, Titles & Wi k A ' 
Auction Every Friday Just Y mile from Detroit City Limits et ore checks guaranteed. Mon. 10 A. M. an eim U 0 


Auction’s 











MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


aN ee) -a.The 
CONNECTICUT | pe |v E 
Every WEDNESDAY, 10:30 A.M 
NEW ENGLAND'S OLDEST Flint Auto Auction, Inc. NATIONAL AUTO 
AND BEST FLINT, MICHIGAN DEALERS EXCHANGE 


Exclusively for Dealers 
Dealers Auto Exchange in our |4th year " " 
of continuous operation. @ “DUAL RING" 2 lines running simultane- 


ously. 
Sale every Wednesday - 11:00 A.M. oe sae 
SOUTHERN AUTO SALES, INC. © Conveniently located in heart 


automobile world. 
Warehouse Point, Conn. 





at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
TWIN RING SELLING 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 



































2 - DAY-A-WEEK 
SCHEDULE 


AUCTION EVERY 
TUESDAY & FRIDAY 


Now, in addition to Friday auctions, 
Manheim Auto Auction will be open 
on Tuesday of every week. Active 
buyers both days—hundreds of clean 
cars to choose from. 































JOHNSON AUTO 


AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 


100% Insured—Ne Registration Fee 







Ten acres of completely fenced parking 
area, 
Always a fine selection of sharp cars. 


Friendly relations prevail at ali times. 
Congenial auctioneers, 
Fair management, 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 
M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3/8! 


Minutes from New York City 


Sb 


AUTO AUCTION 












FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


Leading Used-Car Auctions 
Of the Nation 


If you want to keep 
in touch with the 
heart beat of the 
auto market, 

watch the activity 
at the dealer 
used-car auctions 





@eee 







TEXAS 




















AMARILLO AUTO 


AUCTION, INC. 
3202 E. 10TH Phone: DR 2.9503) Fhe only 3-lane auction 


WE PICK UP AND SELL in the world. 
FOR LEASING COMPANIES ANYWHERE | AUCTION CHECKS ISSUED 
12 Years Fair Dealing GUARANTEED TITLES 
——Auction Checks Issued—— LADIES' TV LOUNGE 


SALE EVERY FRIDAY Restaurant with Lancaster 
Reference: American National Bank County home cooking. 


Bobby Clark—OWNERS—Pat Patterson 
Come to buy .. . come fo sell 
Biggest Auto Auction in the World 


MANHEIM AUTO 
AUCTION, IN 


On Route 72, Manheim, Pa. 
MOhawk 5-2401 

























EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


insured 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 































































North-East-South-West 

Automotive News' 
“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 












Buying, selling, trading miscellaneous auto- 
motive items? Get quick results through 
Automotive News’ Want Ads. 







You'll find top auto auctions listed on this page every week. 
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CADILLAC—’60 (62) 2-dr. hardtop, $4,- ’56 Thunderbird (8), $2,325* (ps) ;- Fair- 


450° (ps); 4-dr., $4,425* (ps); de lane 500 (8) conv., $1,190* (ps), $1,- 
Ville 4-dr. hardtop, $4,250° (ps). Model Breakdown 100* (ps), $1,060*; 4-dr. Victoria, 
Fairlane 500 (6) 


e a ’ 
Used-Car Auction P oats Saiaeieee te, is pis. im ) 
se ar AUCTION Frices pg 380" (Bed; (62) Aar., 33,5002 (ps):| OF Auction Averages | 21r.’ Victoria, . se70*, 000° (ne): 




















(ps); 4-dr., $2,630° ; (60) Special} Model June, 1960 May, April, . : 
ots $2,566" oo. a To Date 1960 1960 tom 300 (6) 2-dr. $610"; <-dr., $500°: 
* = * ” ’ * ; 
(Continued from Page 57) ‘56 (62) Sedan de Ville, $1,450" (ps), a oo 4 ‘56 Fairlane (6) 4-dr. Victoria,” $920° 
é r , $46 1897 1L9T ' 
Se, 9e0e: oy (8) 2-dr., ge); Super (8) Cross Country, $1,- ng ae es ee 1,282 1,339 1,352 sobs “sar WVielern etter, aaa 
, $425; 4-dr., $340°. 55 (6! . ; 2dr. ” 
"S5, Fairlane (8) 2-ar, Victoria, $490°;| | 7ST Super (6) 4-dr., $680. eno”: UC = oss os Sr ee ee 
ain (6) 2-dr., . STUDEBAKER—’60 Lark (6) 2- - ° . bi 636 , ‘ 
'54 Custom (8) 4-dr., $170. 675°. Cr. a de vii, $620" (oe); 2 440 461 agg | "85, Custom (8) S-dr., 9025; 4dr. $500; 
‘37 Deluxe 2-dr., $110. WILLYS—’59 Deluxe station wagon, $175°*. (ps), $360° (ps) , ; at oe ee, Ve See. 
ose 4 VALIANT—’60 Valiant (6) 4-dr., $1,725 , : 284 282 314 54 Custom (6) 4-dr., $400. 
LINCOLN 60 Premiere 2-dr. hardtop, (6) r., $1,725, | CHEVROLET—’59 Corvette (8) conv., $2,- , 
$4,020* (ps). $1,705. 996: Im (8) - oie ss'008° 202 188 215 | IMPERIAL—’55 Imperial 4-dr., $610*. 
ee GPT! 4dr. hardtop, $225°. | MECRELANBOUS—'08 ' Chevrolet (6) 2- Siteee ine) th bee™ teak’ ‘Gl ae* <—=— | LANOOLN_'88 Continental Mart III conv., 
—' onterey 4-dr., $1,130°*. 4 $450 3): P , . ; "o00* 2,565* (ps). 
'57 Monterey 4-dr., $925*, $680° (ps);| °52 Ford %-ton pickup, $170. s: ea. Soe OR, ts, Average $ 966 $1,013 $1,045 | .57"bremiere 4-dr. hardtop, $1,665* (ps); 
aGs.._ F580. sport sedan, $1,730°; Bel Air (8) 2-dr., 4-dr., $1,625* (ps). 
OLDSMOBILE—'59_ (88) 2-dr., $1,675*; CHICAGO $1,475*, $1,470*; 4-dr., $1,375* (ps), | CHRYSLER — '57° Windsor 4-dr. hardtop, | M™RCURN "59 Montclair 4odp. esi aoe 
(98) 4-dr., $1,575* (ps). 2 at $i 460°: Biscayne (8) 4-dr $1,- $1,145* (ps) ? carey -. 075* (ps); Monterey conv., $1,900* 
'S8 (98) 4-dr., $1,575* (ps); (88) Super|_ Arena Auto Auction, Sale every Tuesday. 405, $1,200°: 2-dr., $1,385; Biscayne| °55 Windsor conv., $350* (ps) -. 
4-dr., $1,510* (ps); (88) 4-dr, Holi-| Prices are for sale of June 14. Terrific sale (6) 2-dr., $1,320; 4-dr., $1,250. DeSOTO—'58 Firesweep 4-dr.. $995° ( "88 Park Lane 4dr. hardtop, $1.710° 
day, $1,500 (ps); 2-dr., $1,045*. |! spite of rain. All sharp cars sold. Sold) +58 Impala (8) sport coups, $1,625* (ps),| "56 Fireflite 4-dr, hardtop, $740" (ps). De ey en's, Glass Poens 
'56 (88) 4-dr., $775° (ps). 338 cars from 557 consignments. $1,610" (ps), $1,470, $1,375* (ps);| °66 Firedome 4-dr., $340° (pa). | © “87, Colony Park 4-dr., $1,290"; Turnpike 
"SS (88) 4-dr., $585*; 2-dr, Holiday, | BUIOK—'59 Blectra 4-dr., $2,485* (ps); conv., $1,450° (ps), $1,300°; Bel Air| DODGE—'5S7 Coronet (8) 4-dr, hardtop orn Oe. Sey fears beeed 
$400*; 2-dr., $340° LeSabre 4-dr, hardtop, $1,985* (ps), (8) sport sedan, $1,580* (ps), $1,075*; sere’ (as); Coremet (6) 4-dr., $575°, ee a ear aaee. $980° 
PLYMOUTH — '57 Belvedere (8) 4-dr., $1,800* (ps); 2-dr., $1,510* (ps). Brookwood (8) 4-dr., $1,380* $1,100°, $565 , (ps), $940* (ps); 4-dr., $850". 
$710*; Savoy (6) 2-dr., $565*, $550°;| '58 Century Estate Wagon, $1,710* (ps); $1,080"; Biscayne (8) 2-dr., $1.225°, | EDSEL—'59 Ranger 4-dr. hardtop, $1,340*.| "56 Montclair conv. $730°) | Monterey 
Plaza’ (6) 4-dr., $425. Special conv., $1,425* (ps). $1,190*, $935; 4-dr., 2 at $1,000*,| FORD—'60 Thunderbird (8) $3,300* (ps); +» Pr ~ ySpeed” tenella 
56 Plaza (6) 4-dr., $180. 'S7 Century 4-dr. Riviera, $1,150* (ps),| $995; Delray (8) 2-dr., $1,025. Galaxie (8) conv., $2,350* (ps), $2,-| 52 Monteleir 
PONTIAC—‘59 Catalina 4-dr., $2,010°; 2-|  $1,100* (ps); 2-dF, Riviera, $950*;| ‘57 Two-ten (8) station wagon, $1,225° 330° (ps); Fairlane (8) 2-dr., $1,725°.| '°5 Montclair 2-dr. hardtop, $675); conv., 
pits: $1,890%, $1,780°. Special 4-dr. Riviera, $1,150* (ps), $1,020*, $995*; 2-dr., $930*, $800;| °59 Thunderbird (8), $2,875* (ps), $2,- a TR TB re 
‘57 Super Chief 2-dr, Catalina, $880°. $1,120*, $780* (ps); Super 4-dr, Rivi- Two-ten (6) sport coupe, $615; Bel] 800° (ps); Galaxie (8) Skyliner, §2,-| /DSMOBILE 60 (88) Super 4-dr, Holl- 
56 Star Chief 2-dr. Catalina, $600°;/ | era, $930° (ps). Air (8) 4-dr., $1,165* (ps), $1,150*,| 275% (ps); 4-dr. Victoria, $1,765 (ps);| +54 "’gd)" Bapes c 
Chieftain Safari 4-dr., $520*; 2-dr.,| 56 Special conv., $855* (ps), $670* (ps), $1,070*, $990; sport sedan, $1,140*;|  conv., $1,600* (ps); Gountry Sedan| "°%,,.(98) Super cony., $2,480" (ne); 
nf: $525* (ps); 4-dr, Riviera, $650* (ps), Bel Air (6) 4-dr., $1,090°. (8) 4-dr., §1,805*, '$1,750*, $1,665°; Fiesta 4-dr., $2,410° (pe); é-dr., SS. 
54 Star Chief 2dr, Catalina, $300, $635° (ps); Super 4-dr. Riviera, $750*| ‘56 Bel Air (8) sport sedan, $940*, Ranch Wagon (8) 2-dr., $1,225°. 110* (ps); (88) 4-dr, Holiday, $2,255° 
$265°. (ps), $700* (ps), $265*. $830*, $800*, $650°; 4-dr., $695; Bel| 58 Thunderbird (8), $2,300° (ps), $2,-| »¢ 83.97/19" (De). 
RAMBLER — ‘59 Ambassador (8) 4-dr.,| ‘55 RM 4-dr., $450° (ps); Special 2-dr.| © Air (6) sport coupe, $605*; Two-ten| | 270* (ps); Country Sedan (8) 4-dr.,| '°S,.(%8) 4dr. Holiday, | $1,810° | (ps); 
$1,440, $1,306*; Deluxe (8) 4-dr., $1,- Riviera, $425*, $390° (ps), $375° (ps); (6) station wagon, $700; 4-dr., $385. $1,145*; Fairlane 500 (8) 2-dr., $995* (88) ddr. Holiday, $1,680" (pe), Si. 
‘38 Custom (8) Cross Country, $1,280° ‘54 Cental y 4a  §325° Sn. "55 Two-ten (8) Delray, $595; Bel Air (ps); Faitlane (8) 4-dr., $930*, $900°; et Maa) Duper’ 4dr, Holiday, $1,150° 
, , in -ar., * ” *. . Si -dr, A K 
ury ps) (8) 4-dr., $505*; sport coupe, $490*. Ranch Wagon (6) 2-dr., $900*. (ps); (88) 4-dr, Holiday, $1,035* (ps); 


4-dr., $1,035* (ps), $950°. 

*56 (88) Super 4-dr, Holiday, $890* 
(ps); (88) 4-dr., $620* (ps). 

°65 (98) 2-dr. Holiday, $665* (ps), 

PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 
$2,240* (ps). 

’59 Belvedere (8) 4-dr., $1,275*, $1,245*. 

58 Suburban (8) 4-dr., $1,135*; Savoy 
(8) 4-dr., $925°; Savoy (6) 4-dr., 
$770*, $730*. 

"57 Belvedere (8) 4-dr, hardtop, $1,115* 
(ps); Fury (8) 2-dr, hardtop, $1,095* 
(ps); Suburban (6) 4-dr., $685* (ps); 
Savoy (8) 2-dr., $515*. 

"56 Savoy (8) 4-dr., $540*%; Suburban 
(6) 2-dr., $305°*. 

PONTIAO —’'60 Star Chief 4-dr. Vista, 
$2,560* (ps). 

59 Bonneville 4-dr, Vista, $2,350* (ps); 
conv., $2,125* (ps). 

’S7 Star Chief 4-dr, Catalina, $1,175* 


(ps). 
56 Star Chief 4-dr, Catalina, $400* 
(ps). 
RAMBLER — '60 Ambassador (8) Cross 
Country, $2,150*. 
"59 Ambassador (8) Cross Country, $1,- 
675*, $1,635. 
58 Ambassador (8) Cross Country, $1,- 
350. 
’55 Super 4-dr., $335*. 
STUDEBAKER—’59 Lark (8) station 
wagon, $1,310*. 
’*58 Commander (8) 2-dr, hardtop, $810. 


DETROIT 


Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of June 15. 


BUICK—’59 Electra 4-dr. hardtop, §$2,- 
250° (ps). 


’58 Special 4-dr. Riviera, $1,410* (ps). 
, 57 Century conv., $1,200* (ps); 4-dr., 
: $1,075* (ps); Special 2-dr. Riviera, 
; Srew $780*. 


55 Super 4-dr., $440* (ps); 2-dr, Rivi- 
era, $315*. 
OADILLAC—’'59 de Ville 4-dr, hardtop, 


i $3,525°. 
'56 (62) Sedan de Ville, $825* (ps). 
CHEVROLET—’'60 Impala (8) sport coupe, 
Pe $2,360* (ps); Bel Air (8) 2-dr., $2,050; 


Corvair 500 (6) 4-dr., $1,550°*. 
‘59 Impala (8) sport coupe, $1,860* 
(ps), $1,860*, $1,850* (ps); Bel Air 


(8) sport sedan, $1,700*; 2-dr., $1,- 
430°; 4-dr., $1,420*; Biscayne (6) 2- 

e dr., $1,410*, $1,250. 
‘6568 Impala (8) conv., $1,600*; sport 


coupe, $1,500, $1,472*, $1,275" (ps); 
Brookwood (6) 4-dr., $1,150*, $1,120*, 
$1,025*; Bel Air (8) 4-dr., $1,075*; 


“= 
2-dr., $1,075*; 4-dr., $1,020*; Delray 
ee (6) 2-dr., $915. 
‘57 Bel Air (8) sport coupe, $1,100*, 
P $910*; 2-dr., $970* (ps); Two-ten (8) 


station wagon, $1,050*, $900*; 4-dr., 
$895*. 

‘656 Bel Air (8) 4-dr., $665*, $535*; 
sport coupe, $625*; Two-ten (8) sta- 
tion wagon, $355*; 2-dr., $520; Two- 
ten (6) 2-dr., $595*, $445. 

’55 Bel Air (8) sport coupe, $500, $490*; 
conv., $435; Two-ten (6) station wag- 
on, $490; Two-ten (8) 4-dr., $410; 
One-fifty (6) 4-dr., $275. 

CHRYSLER — '57 Windsor 4-dr, hardtop, 





$910* (ps). 
DeSOTO—’57 Fireflite 4-dr. hardtop, $1,- 
065° (ps). 
DODGE—’58 Royal (8) 4-dr., $900* (ps). 
'67 Royal (8) 4-dr. hardtop, $835* (ps). 
; s ’56 Coronet (8) 4-dr., $500*. 
ert ar rene = keep coming back to you for FORD—'60 Galaxie (8) Stariiner, $2,245° 
oil changes... an . (ps); Fairlane (6) 2-dr., $1,800*; Fair- 
g and there are some very good reasons why: {ei s) andr, 81,715". 
on _ ° ° . "59 Galaxie (8) conv., $2,025* (ps); 2- 
PROOF! Mobiloil Special is recognized by your dr., $1,925* (ps); Country Sedan (8) 
. 4-dr., $1,740*; Fairlane 500 (8) 2-dr., 
customers as one of the truly top multi-grade $1,700* (ps); 4-dr. Victoria, $1,670* 
. . . . l -dr. , * ; 
oils on the market today— proved in America’s top 2nar., W31.500", 1,490"; ‘Custom "306 
peed (6) 4-dr., $1,360, $1,350. 
S and performance events. ’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
oe és : ss 225*; 4-dr. Victoria, $1,100* (ps); 
QUALITY! Mobiloil Special provides the kind oa re 7 oe $1,135"; Custom 
* -ar., °, 
of smooth performance and top economy every motorist ST Fairlane 500 (8) conv., $1,175*; 2- 
ts f hi dr, Victoria, $1,120*; 4-dr. Victoria, 
expects from his new car. $1,050*, $1,025* (ps), $1,025*, $790°; 


4-dr., $950°, $650°; 2-dr., $895° (ps), 
$700; Fairlane 500 (6) 2-dr., $745; 


CONFIDENCE! With Mobiloil Special new car Fairlane (8) 2-dr, Victoria, $1,000*; 
owners feel confident that they are protecting that Sate a 


*56 Thunderbird (8) conv., $1,890* (ps); 
Fairlane (8) 2-dr. Victoria, $725*, 
$450°; 4-dr., $570°; 2-dr., $570*, $465; 


Remember—if you can get new Custom (8) 2-dr., $540, $420*. 

car customers to come back for oil LINCOLN "59. Seonlue 440., $2,630° 
change, you'll get them for all +58 "Capri 4-dr. hardtop, $1,850* (ps). 
their service needs . . . and nothing ! 

brings ’em back like Mobil! 


big dollar investment in their car. 


'56 Premiere 4-dr., $780* (ps). 
MERCURY—'59 Montclair 4-dr., $2,000* 
(ps); Monterey 4-dr, hardtop, $1,910* 
(ps). 
‘58 Commuter 4-dr., $1,390°*. 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N. Y. (Continued on Page 59, Col, 
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Fairlane 500 (8) conv., $1,170*; 4-dr., 
$990*; Ranch Wagon (8) 2-dr., $1,- 
105*; Custom 300 (8) 4-dr., $885*, 
$880* 


Used-Car Auction Prices || si2:isc, seas, ar. wu on: 





"55 Country Sedan (8) 4-dr., $795*, 
$550*; Custom (8) 4-dr., $500°*. 
’54 Custom (6) 2-dr., $430; Custom (8) 


(Continued from Page 58) 2-dr., $310*; 4-dr., $245*. 


56 Monterey 4-dr., $655* (ps); 2-dr., 
$515*. 

'55 Monterey 2-dr. hardtop, $275*. 

)\LDSMOBILE —'58 (88) 2-dr., $1,530* 


(ps). 

’56 (88) 4-dr. Holiday, $675*; (88) Super 
2-dr., $590* (ps). 

"55 (98) conv., $550* (ps); (88) Super 


2-dr., $550*. 
PLYMOUTH—’59 Belvedere (8) 2-dr., $1,- 
450°. 


"58 Belvedere (8) conv., $1,075* (ps); 
Savoy (8) 4-dr., $700*. 

"67 Belvedere (8) 4-dr., $710* (ps), 
$635*; 2-dr., $660*; Savoy (8) 2-dr., 
$625*; 4-dr., $500*. 

'55 Savoy (8) 4-dr., $190; 2-dr., $155. 

PONTIAC—’59 Catalina conv., $1,980*. 

’57 Bonneville conv., $1,150*. 

’54 Star Chief 2-dr. Catalina, $285*. 

RAMBLER—’59 Super (6) Cross Country, 
$1,600; 4-dr., $1,390*, $1,340. 

’58 Super (6) 4-dr., $1,290. 

’56 Super Cross Country, $540; Custom 
Cross Country, $390. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday, Prices are for sale of 
June 13. The higher prices of last week 
continued at our auction here today, The 
bidding was fast and furious. Sold 115 
cars from 144 consignments. 

BUICK—’58 Century Estate Wagon, $1,- 
110*. 

56 Special 2-dr. Riviera, $680*. 

’55 Super 2-dr. Riviera, $550* (ps); Cen- 
tury 4-dr, Riviera, $500* (ps); 2-dr. 
Riviera, $490* (ps); 4-dr., $335*; 
Special Estate Wagon, $390*%; 4-dr. 
Riviera, $380*. 

*54 Century conv., $410*. 

’52 Super 2-dr,. Riviera, $180*. 

CADILLAC—’59 (62) 4-dr., $3,900" (ps). 

’57 Eldorado conv., $2,100* (ps), 

"56 (62) 2-dr. hardtop, $1,320* (ps). 
’54 (60) Special 4-dr., $550* (ps). 
CHEVROLET—’59 Bel Air (6) 2-dr., $1,- 

425. 

"58 Biscayne (8) 2-dr., $1,175. 

’57 Two-ten (8) sport sedan, $1,115*; 
Bel Air (8) sport coupe, $1,000* (ps); 
4-dr., $1,000*; sport sedan, $975*. 

"56 Two-ten (6) 4-dr., $750*; Delray, 
$700*, $650*%; Two-ten (8) station 
wagon, $750*; 2-dr., $640*. 

55 Two-ten (6) station wagon, $635*; 
4-dr., $410*; Two-ten (8) Delray, 
$460*; Bel Air (8) 4-dr., $605*, $590*, 
$320*; Bel Air (6) 4-dr., $580*; One- 
fifty (8) station wagon, $410. 

’54 Bel Air sport coupe, $410*; Two-ten 
2-dr., $380*. 

53 Two-ten 2-dr., $240*. 

CHRYSLER—’56 NY 4-dr., $900* (ps). 

’55 Windsor 4-dr., $365* (ps). 
DODGE—’56 Coronet (8) 2-dr, hardtop, 

$510*. 

’55 Coronet (8) 2-dr. hardtop, $240*. 
FORD—’'59 Thunderbird (8) conv., $3,050* 

(ps); Galaxie (8) conv., $2,060* (ps); 
Country Sedan (8) 4-dr., $1,775* (ps); 
Custom 300 (8) 2-dr., $1,310*. 

58 Thunderbird (8) 2-dr, hardtop, $2,- 
275* (ps); Fairlane 500 (8) 2-dr., $1,- 
330*; 4-dr. Victoria, $1,150* (ps); 
Fairlane (8) 4-dr., $1,120*, $1,100*; 
Custom 300 (8) 2-dr., $985*. 

’57 Fairlane 500 (8) conv., $1,000*; 4- 
dr., $920* (ps); Country Sedan (8) 
4-dr., $950* (ps); Ranch Wagon (8) 
4-dr., $900*; Custom 300 (8) 4-dr., 
$735; 2-dr., $690*; Custom 300 (6) 
2-dr., $550. 

’56 Ranch Wagon (8) 2-dr., $750; Ranch 
Wagon (6) 2-dr., $660, $450 (ps); 
Fairlane (8) 4-dr., $750*, $525*; 4-dr. 
Victoria, $735*; conv., $470* (ps); 
Country Sedan (8) 4-dr., $675; Cus- 
tom (8) 4-dr., §650*, $500, $215°*; 
2-dr., $500, $485. 

6565 Custom (8) 4-dr., $500; 2-dr., $460; 
Fairlane (8) 4-dr., $500, $470*; Main 
(8) 4-dr., $320. 

54 Ranch Wagon (6) 2-dr., $350, $320*; 
Custom (6) 2-dr., $220*. 

MERCURY — ‘57 Montclair 4-dr., $950* 
(ps), $900* (ps). 

OLDSMOBILE—’57 (88) Super 4-dr., $1,- 
175*; (88) 2-dr., $810*. 

’56 (88) 2-dr. Holiday, $875* (ps); (98) 
2-dr. Holiday, $790* (ps). 

'5S (88) 4-dr. Holiday, $615* (ps); 2-dr. 
Holiday, $500*; 2-dr., $400*. 

'54 (88) conv., $310* (ps); 4-dr., $190. 

PLYMOUTH—’60 Savoy (6) 4-dr., $1,700. 

’58 Suburban (6) 4-dr., $835*; Plaza 
(8) 4-dr., $800. 

"57 Suburban (8) sport 4-dr., $875* 
(ps); Savoy (8) 4-dr., $700; Savoy 
(6) 4-dr., $700*. 

56 Belvedere (8) 4-dr., $650*; conv., 
$500*; Savoy (6) 4-dr., $450*; Subur- 
ban (8) 4-dr., $395*. 

’55 Savoy (6) 4-dr., $295*. 

’54 Savoy 4-dr., $210. 

PONTIAC—'56 Star Chief 4-dr. Catalina, 
$525* (ps). 

’655 Chieftain 2-dr., $410*. 
RAMBLER—’59 American (6) 2-dr., $1,- 

130. 

57 Super 4-dr., $720. 

*56 Custom Cross Country, $760*. 

‘55 Custom Cross Country, $300*, 
STUDEBAKER—'58 Commander (8) sta- 

tion wagon, $680. 


PORTLAND, ORE. 


Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of June 14. 
BUICK—’59 Electra 4-dr., $2,415* (ps). 

56 Special Estate Wagon, $1,090* (ps); 
4-dr, Riviera, $720. 

'54 Special 2-dr. Riviera, $455*. 
CADILLAC—’'58 (62) 4-dr. hardtop, §2,- 
795* (ps); conv., $2,750° (ps). 

55 (62) Coupe de Ville, $1,300* (ps). 
’'52 (62) Coupe de Ville, $325* (ps). 
CHEVROLET—'60 Impala (8) conv., $2,- 

590° (ps); Biscayne (8) 4-dr., $1,900°, 

*59 Corvette (8) conv., $2,860; Impala 
(8) sport coupe, $2,220*, $2,080; sport 
sedan, $2,106* (ps); Kingswood (8) 
4-dr., $2,110*%; Parkwood (8) 4-dr., 
$1,980*; Brookwood (8) 4-dr., $1,895°; 
Bel Air (8) sport sedan, $1,855°; 4-dr., 
$1,595, $2,525. 

‘58 Impala (8) sport coupe, $1,810* (ps), 
$1,675"; Nomad (8) 4-dr., $1,520* 
(ps); Yeoman (6) 4-dr., $1,450; Bis- 
cayne (8) 4-dr., $1,340*, $1,325*, $1,- 
275*, $1,250°; 2-dr., $1,230; Biscayne 
(6) 2-dr., $1,195*; 4-dr., $1,130°; 
Brookwood (8) 4-dr., $1,300. 

’S7T Two-ten (8) station wagon, $1,225* 








LINCOLN—’53 Capri 4-dr., $320* (ps). 


(ps); sport sedan, $1,080° (ps); 4-dr., | weEROURY — '57 Monterey 4-dr. hardtop, 


$880; Two-ten (6) 4-dr., $915; 2-dr., $940* (ps) 
$900; station wagon, $860. , ; $ 4 
"86 Two-ten (8) Delray, $980*; Bel air} ‘“S Montoldir 2:00 hardtop, $855°; Mon 
* 7 a °9 ° 
Oh teri, 800" (PF OnerAitty (8) | oLDSMOBILE —"58 (88) 4-ar. Hollday, 
$1,850* (ps); (98) 4-dr., $1,725° (ps). 


55 Bel Air (8) 4-dr., $795*; Two-ten 
: ’57 (88) 2-dr. Holiday, $1,155*. 
(8) station wagon, $660. 56 (88) 4-dr. Holiday, $935°. 


® *. a 
‘et Daan aoe. wagon, $650°; Two-| 55 (98) 4-dr. Holiday, $945* (ps); 2-dr. 
53 Bel Air 4-dr., $320 (ps). can? $765° (ps); (88) 4-dr., $650 
’51 Deluxe 4-dr., $270*. ‘ . 
8 ju -dr., *; (88) 2-dr., 
OHRYSLER—'66 NY Town & Country,| Q,i5.) pepe” “Oh $820°; (88) 
$1,340* (ps). PLYMOUTH—’'60 Belvedere (8) 4-dr., $1,- 
’55 NY 2-dr. hardtop, $770* (ps). 860*. 
DeSOTO—'55 Firedome 4-dr., $640* (ps). "569 Belvedere (8) 4-dr., $1,775 (ps), 
DODGE—’58 Custom Royal (8) 2-dr. hard- $1,405* (ps). 
top, $1,415* (ps). ’58 Savoy (8) 4-dr., $750. 
"57 Royal (8) 4-dr. hardtop, $1,150* '56 Suburban (8) 4-dr., $840*; Belvedere 
(ps); Coronet (8) 2-dr. hardtop, $1,- (8) 4-dr. hardtop, $645*. 
150*. "55 Savoy (8) 2-dr., $475. 
'53 Coronet (8) station wagon, $120*. ’54 Belvedere 4-dr., $370*; Savoy 2-dr., 
FORD—’59 Country Sedan (8) 4-dr., $2,- $305. 
135* (ps), $1,940* (ps), $1,820*; Gal- | PONTIAC—’59 Catalina sport coupe, $2,- 
axie (8) conv., $1,955* (ps); Fairlane 305* (ps). 
500 (8) 2-dr. Victoria, $1,860* (ps); ’57 Super Chief 4-dr, Catalina, $900*. 
Custom 300 (6) 2-dr., $1,405°*. 56 Star Chief 4-dr., $865*; Chieftain 
’58 Thunderbird (8) 2-dr. hardtop, $2,- 4-dr., $705*. 
750* (ps); Country Sedan (8) 4-dr., ’55 Star Chief 2-dr. Catalina, $640 (ps). 
$1,675* (ps), $1,490*, $1,375*; Fair- ’53 Chieftain 4-dr., $200*, $150*. 
lane 500 (8) 2-dr. Victoria, $1,380*; | RAMBLER—’58 Custom (6) Cross Coun- 
2-dr., $1,295* (ps); 4-dr., $1,200* try, $1,355°*. 


(ps), $1,100*, $1,005*; Ranch Wagon 55 Custom Cross Country, $620*. 
(6) .2-dr., $1,100; Custom 300 (8) | MISCELLANEOUS—’60 Chevrolet (6) %- 
2-dr,, $1, 020. ton pickup, $1,565. 

°57 Country Sedan (8) 4-dr., $1,200*; '59 Chevrolet (6) %-ton pickup, $1,395. 


a 
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Newness sells cars, and the newest kind of tires 
are made with nylon cord. Already favored by 
replacement tire buyers, nylon cord tires offer 
superior durability, safety, and blow-out 
protection. 


Winning friends by the mile, tires with Golden 
Caprolan® nylon cord have demonstrated 
amazing resistance to major causes of tire 


A 


@ 


od 


— Fiber Marketing Department, 261 Madison Avenue, New York 16, N. Y. 


IT ROLLS ON NYLON CORD TIRES! 





"56 Ford (8) %-ton pickup, $885; Chev- tom 300 (8) 4-dr., $1,010; 2-dr., $885; 
rolet (8) %-ton pickup, $670. DelRio (6) 2-dr., $900. 
"53 Ford (8) %-ton pickup, $445. '57 Country Squire (8) 4-dr., $1,105; 
Fairlane 500 (8) 4-dr, Victoria, $1,- 
MASON CITY IA 060°; Ranch Wagon (8) 2-dr., $880* 
, ° (ps); Custom 300 (8) 2-dr., $870*; 
Central States Auto Auction, Sale every Custom (6) 2-dr., $690. 
Wednesday. Prices are for sale of June ‘56 Fairlane (8) 4-dr, Victoria, $805*; 
15. Activity continues to be red hot, Late 4-dr., $735* (ps), $590*; Country Se- 
models picked up again. Sold 74 percent dan (8) 4-dr., $625* (ps); Custom (8) 
of 168 consignments. 2-dr, Victoria, $565*; 2-dr., $405. 


, MERCURY—’59 Monterey conv., $2,000. 
BUICK—’57 Century 4-dr. Riviera, $1,105* ; 
(Ds); Special 4-dr., $960"; 2dr ‘Rivi-| '56 Monterey 4-dr, hardtop, $620. 
era, $780° . ’ : ’65 Montclair 4-dr. hardtop, $640*, $605* 


CADILLAC—’57 (62) conv., $1,950* (ps). (ps). 4 
‘55 (60) Special 4-dr., $1,060° (ps). OLDSMOBILE—’60 (88) Fiesta 4-dr., $3,- 


eck ‘ 415° (ps). 
Le 60 Corvair (6) 4-dr., $1, 59 (88) Super conv., $2,500* (ps). 
‘59 Impala (8) sport sedan, $1,775*; Bel| ‘58, (88) Fiesta 4-dr.. $1,690° (ps); (88) 
Air (8) 2-dr., $1,520; Bel Air (8) 4-| 4, Super A-dr.. $1,550" (ps). 
dr., $1,500, $1,470", $1,395°. set tavern Ghee Bee 
58 Yeoman (8) 4-dr., $1,150; Brook-| .s¢° guburban (8) Custom 4-dr., $1,- 


wood (6) 4-dr., $1,130; Delray (6) 4- . - 
dr., $1,075; Biscayne (6) 4-dr., $1,- 210; Savoy (8) 4-dr., $875; Savoy (6) 


; 2-dr., $785* 
020, $950; Biscayne (8) 2-dr., $1,015*. ‘ , . 
57 2 my (8) 4-dr., $1,200". ei oee*i 57 Belvedere (8) 4-dr, hardtop, $900*; 


° Belvedere (6) 4-dr, hardtop, $725* 
1 . 
San $1,050: one ib ddee i. (ps); Suburban (8) Custom 2-dr., 


*. Tw $710*, $590*, 
sora: o-ten (8) station wa gon, PONTIAC—’'59 Catalina conv., $2,250* 
‘56 Bel Air (8) station wagon, $935*; (ps). 


'57 Chieftain 4-dr. Catalina, $920* (ps). 

RAMBLER—’59 Super (6) Cross Country, 
$1,725*, 2 at $1,600. 

MISCELLANEOUS—’57 Ford (6) delivery 


One-fifty (6) station wagon, $650. 
"55 Bel Air (8) 4-dr., $600, $580*, 
CHRYSLER—’58 NY Town & Country, $1,- 


960* (ps). 
57 Windsor 4-dr. hardtop, $1,000* (ps). sedan, $570. 
’55 Windsor 4-dr., $450* (ps). 
’55 Firedome 4-dr., $330*, LOS ANGELES 


DesOTO— 
FORD—’60 Falcon (6) station wagon, 
$1,860; Custom 300 (6) 4-dr., $1,800*. 
"59 Galaxie (8) skyliner, $2,150° (ps); 


Los Angeles Dealer Auto Auction. Sale 
every Tuesday. Prices are for sale of June 


4-dr, Victoria, $1,870*; Ranch Wagon 14. 
toy ain $1,640", Fairlane 500 48) | BUICK—'59 Invicta 4-dr. hardtop, $2,- 
4-dr., $1,490" (ps); Custom 300 (8) 4- cnsbet cde ,165* (ps); 2-dr. hardtop, 
dr., 465°; 1 -dr., 7 
Seae ney | ee OD et Tin) one Gael aah, nee, 

‘58 Fairlane 500 (8) 4-dr., $1,045*; Cus- (Continued on Page 60, Col. 3) 








damage—flex breaks, heat, moisture—and 
they’re better conditioned to withstand con- 
stant road impacts. Remember, it isn’t all new 
unless it rolls on nylon cord tires! 


~ 


golden 


caprolan 


nylon yarn for tires 








Catching the eye... in National Magazines 
at Auto Shows...in Dealer Showrooms... 


CITROEN 


THE WORLD'S 
MOST COMFORTABLE CARS 
| 9p 





In the automotive market today only the car that offers 
exclusive features and quality engineering will remain a 
profit maker for the dealer. 


Only a factory organization can maintain high standards in 
both their technical supervision and their advertising pro- 
gram. With Citroen, the factory is here to help the dealer. 





With the addition of the 8 passenger Station Wagon and the 
“Prestige” Limousine, the Citroen potential for a wide profit 
has never been better. Future additions to the Citroen line 
will give the dealer a wider price range. 


Citroen gives its Dealers every advantage; delivers a wide 
margin of profit, requires only a minimum stocking of tools 
and parts, provides a free Service School for mechanics (with 
mobile service units to call on you), supports you with na- 
tional-local advertising, and sets you up with a liberal initial 
promotional allotment, and a great variety of literature. 


| oN AUTHORIZED CITROEN DEALER FRANCHISE 
I MAY STILL BE OPEN IN YOUR AREA 


| It pays you to get all the details by 
| mailing this coupon today! 


Re ner ee rR ED SD CD HED SD CER CD CAD OED GED CED END GED OED ED ED Oty 


CITROEN CARS CORPORATION ‘ 
Direct Factory Bréinches of S. A. Andre Citroen, Paris, France AN-27 
300 Park Avenue, New York 

8423 Wilshire Bivd., Beverly Hills, California 


GENTLEMEN: Please send me full details on obtaining an authorized Citroen 
“Dealer Franchise. 
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Used-Car Auction Prices 









(Continued from Page 59) 


’ST Special 2-dr. Riviera, $1,255* (ps), 
$1,055* (ps), $935*; Estate Wagon 
4-dr., $1,100* (ps); Super conv., $1,- 
030° (ps). 

56 Century 4-dr. Riviera, $655* (ps); 
Special 4-dr., $525*. 

"65 Century 2-dr. Riviera, $635* (ps), 
$535* (ps), $530°; conv., $525* (ps); 
Special 2-dr. Riviera, $595*, $560* 
(ps), $450*, $350° (ps); conv., $440*. 

’54 Special 2-dr. Riviera, $370*; 2-dr., 
$225°. 

"53 Super 4-dr., $140*. 

OADILLAC — '59 Eldorado conv., $4,400* 
(ps); (62) conv., $4,305* (ps); 2-dr., 
hardtop, $4,150* (ps), $4,135* (ps), 
$4,050* (ps), $4,035* (ps), $3,885" 
(ps), $3,805* (ps); de Ville 4-dr. hard- 
top, $3,960* (ps), $3,065* (ps). 

"58 (62) Sedan de Ville, $3,000* (ps); 
conv., $2,700* (ps). 

"57 (62) Coupe de Ville, $2,200* (ps), 
$1,935* (ps); Sedan de Ville, $2,125* 


(ps). 

"56 (62) Sedan de Ville, $1,555* (ps); 
2-dr. hardtop, $1,510* (ps); conv., 
$1,355* (ps); Eldorado Seville, $1,385* 


(ps). 

"55 (62) conv., $1,430* (ps), $1,100* 
(ps); 4-dr., $1,225* (ps). 

"54 (62) conv., $975* (ps); (60) Special 
4-dr., $775* (ps). 

"63 (62) 2-dr., $475* (ps). 

"52 (62) 4-dr., $285* (ps), $230* (ps). 

CHEV ROLET—’60 Impala (8) sport coupe, 
$2,270* (ps), $2,170*, $2,125* (ps), 
$2,120*, $2,100* (ps), $2,100*, $2,075* 
(ps); conv., $2,160*, $2,090* (ps), $2,- 
050° (ps); sport sedan, $2,025* (ps), 
$2,010* (ps), $1,925* (ps); 4-dr., $2,- 
020* (ps), $1,960* (ps); Parkwood (8) 
4-dr., $2,120* (ps), $2,060* (ps), $2,- 
030; Brookwood (6) 4-dr., $1,775*; Bel 
Air (8) 4-dr., $1,700* (ps). 

58 Impala (8) sport coupe, $1,760* (ps), 
$1,650* (ps), $1,620, $1,480* (ps); Bel 
Air (8) sport coupe, $1,460*, $1,385, 
$1,230, $1,225* (ps); Brookwood (8) 4- 
dr. (9 pass.), $1,335*; Biscayne (8) 2- 
dr., $1,225*, $1,165*; 4-dr., $1,200*, 
$1,200; Biscayne (6) 2-dr., $1,025*; 
Delray (8) 2-dr., $840. 

‘ST Bel Air (8) sport coupe, $1,285*; 
sport sedan, $1,120*; conv., $1,100*; 
Two-ten (8) station wagon 4-dr., $1,- 
260°; 2-dr., $935; 4-dr., $900*, $725*; 
Two-ten (6) 2-dr., $885*, $775*. 

"56 Two-ten (8) station wagon 4-dr., 
$800*; 4-dr., $690*, $640*; Bel Air (8) 
2-dr., $800*; One-fifty (8) 4-dr., $695. 

"55 Bel Air (8) sport coupe, $810*, 
$655*; 2-dr., $645, $320; 4-dr., $635; 
Bel Air (6) sport coupe, $610*; Two- 
ten (8) station wagon 4-dr., $635*; 
Delray, 2 at $610, $545; Two-ten (6) 
2-dr., $450; station wagon 4-dr., 
$425*; 4-dr., $335; One-fifty (6) util- 
ity sedan, $530. 

’54 Corvette (8) conv., $1,100; Two-ten 
Delray, $455; 2-dr., $330; Bel Air 4- 
dr., $450* (ps), $435; 2-dr., $435, 


$300. 

’53 Two-ten 2-dr., $400*, $250*; 4-dr., 
$235; Bel Air sport coupe, $385* (ps); 
2-dr., $275; 4-dr., $260, $235. 

"562 Deluxe 4-dr., $110. 

*51 Deluxe 2-dr., $140. 

"50 Deluxe 4-dr., $150, $115. 

"49 Deluxe 2-dr., $120. 

CHRYSLER—’57 Windsor 2-dr. hardtop, 
$1,100* (ps); 4-dr., $1,025* (ps). 

'S7 Firedome 4-dr., $970* (ps). 

’55 Firedome 4-dr., $585* (ps), $350; 2- 
dr., $575* (ps). 

DODGE—’56 Custom Royal (8) 4-dr. hard- 
top, $600*; Coronet (8) 4-dr., $550* 
(ps), $520*. 

’64 Royal (8) 4-dr., $300*; Coronet 4- 
dr., $185*, 

’53 Meadowbrook 4-dr., $155. 

EDSEL—’'59 Corsair 2-dr. hardtop, $1,- 
685* (ps). 

’58 Pacer 4-dr. hardtop, $780*. 

FORD—’60 Thunderbird (8) conv., $4,- 
100* (ps); Galaxie (8) starliner, $2,- 
300° (ps), $2,275* (ps); 4-dr., $2,- 
250* (ps). 

’59 Thunderbird (8) conv., $2,985* (ps); 
Galaxie (8) 2-dr. Victoria, $1,980* 
(ps), $1,950* (ps), 2 at $1,900* (ps), 
$1,630*; conv., $1,865* (ps); Fairlane 
500 (8) 2-dr. Victoria, $1,730*; Fair- 
lane (8) 4-dr., $1,665*, $1,550*; Cus- 
tom 300 (8) 4-dr., $1,150*. 

‘58 Thunderbird (8) conv., $2,740* (ps), 
$2,685* (ps), $2,530* (ps); Fairlane 
500 (8) conv., $1,295* (ps), $1,200*; 
4-dr. Victoria, $1,190* (ps), $1,150* 
(ps), $1,060* (ps); Fairlane (8) 4-dr., 
$985*, $975*; Ranch Wagon (8) 2-dr., 
$1,110°, 

’S7 Thunderbird (8) conv., $2,340*, $1,- 
685; Fairlane 500 (8) 2-dr. Victoria, 
$1,220* (ps), $1,075*, $900; 4-dr., $1,- 
075* (ps), $1,010*, $900* (ps), $810* 
(ps); Fairlane (8) 2-dr. Victoria, 
$880*; 4-dr., $785*; Country Sedan 
(8) 4-dr., $1,160* (ps), $980*; Country 
Squire (8) 4-dr., $1,150* (ps); Custom 
300 (8) 2-dr., $810*, $765*; Custom 
(6) 2-dr., $685*, $605. 

56 Thunderbird (8) conv., $1,700* (ps); 
Parklane (8) 4-dr., $710* (ps); Coun- 
try Sedan (8) 4-dr., $700* (ps), $595*; 
Fairlane (8) 2-dr. Victoria, $585* (ps); 
Ranch Wagon (6) 2-dr., $510; Main 
(6) 2-dr., $415. 

‘55 Thunderbird (8) conv., $1,295*; 
Country Squire (8) 4-dr., $600*; Coun- 
try Sedan (8) 4-dr., $550; Fairlane (8) 
2-dr. Victoria, $550* (ps), $535*, $520* 
(ps); 4-dr., $435*; Ranch Wagon (8) 
2-dr., $435*; Custom (8) 4-dr., $435; 
2-dr., $365*, $340; Main (8) 2-dr., 
$335. 

°54 Crest (8) 4-dr., $285*; Ranch Wagon 
(8) 2-dr., $235*; Main (8) 2-dr., $170. 

°6S Crest (8) 2-dr. Victoria, $275*; 
Ranch Wagon (8) 2-dr., $200; Custom 
(8) 2-dr., $170; Main (8) 4-dr., $155. 

52 Main (8) 2-dr., $125; Main (6) 4-dr., 
$110; Custom (8) 4-dr., $110. 

HUDSON—’56 Hornet (8) 4-dr., $555°. 

LINCOLN—'58 Continental Mark III conv., 
$2,685* (ps); Premiere 2-dr. hardtop, 
$2,245° (ps). 

RY — '59 Monterey 2-dr., $2,245° 
(ps); Montclair 4-dr., $2,125* (ps). 
"658 Park Lane conv., $1,600* (ps); 

Montclair 4-dr., $1,470* (ps). 

*S7 Monterey 2-dr., $1,125* (ps); conv., 
$1,000*; Montclair 4-dr., $1,225* (ps); 
conv., $925°. 

"56 Monterey 2-dr. hardtop, $730* (ps); 
Montclair 2-dr. hardtop, $700*, $600; 
4-dr. hardtop, $565* (ps). 


'65 Montclair 4-dr., $595* (ps); 2-dr. 
hardtop, $475, $455*, $390°. 

’54 Monterey 2-dr. hardtop, $310*, $300; 
4-dr., $215*, 

’53 Custom 2-dr., $260; Monterey 2-dr. 
hardtop, $145*. 

OLDSMOBILE—’59 (88) Super 4-dr. Holi- 
day, $2,050* (ps). 

"58 (88) Fiegta 4-dr., $2,210° (ps); 
conv., $1,450* (ps); (88) Super 4-dr. 
Holiday, $1,815* (ps); (98) 4-dr. Holi- 
day, $1,760* (ps), $1,740* (ps). 

’57 (88) 2-dr. Holiday, $1,255* (ps); 4- 
dr. Holiday, $1,030*; (98) 2-dr. Holi- 
Gay, $1,135* (ps); 4-dr. Holiday, $1,- 


"56 (88) Super 4-dr. Holiday, $800* (ps); 
(88) 4-dr. Holiday, $515* (ps). 

"6S (98) 2-dr. Holiday, $860* (ps), $635* 
(ps); (88) 2-dr. Holiday, $760* (ps), 
$735* (ps), $580*, $505*, 

’54 (98) 2-dr. Holiday, $505* (ps), $500* 
(ps), $485* (ps), $410* (ps); (88) 
Super 4-dr., $380*, $340*; (88) 4-dr., 
$310*. 

"53 (98) 4-dr., $350*° (ps); 2-dr. Holiday, 
$160* 


"52 (98) 2-dr. Holiday, $285* (ps). 
PACKARD — ’'56 Clipper 2-dr. hardtop, 
$345°. 
’55 Clipper 4-dr., $400* (ps). 
‘48 Hearse, $315. 
PLYMOUTH—’59 Suburban (8) 4-dr., $2,- 
100* (ps); Savoy (6) 2-dr., $1,430* 


(ps). ‘ 
’58 Suburban (8) Custom 4-dr. (6"pass.), 












$1,700* (ps); Belvedere (8) 2-dr. 
hardtop, $1,165* (ps), $1,160* (ps); 
4-dr. hardtop, $1,145* (ps); Savoy (8) 
4-dr., $900*; 2-dr., $770*, 

‘57 Suburban (8) Custom 4-dr. (9 pass.), 
$1,195* (ps); Belvedere (8) 2-dr. hard- 
top, $1,055*, $875*; conv., $950* (ps); 
Savoy (8) 2-dr. hardtop, $875*, $790°*. 

"56 Belvedere (8) 2-dr. hardtop, $680*; 
Suburban (8) 2-dr., $485, $435°. 

’55 Savoy (6) 4-dr., $410*; Savoy (6) 4- 
dr., $315, $215; Plaza (6) 2-dr., $400*. 

’54 Savoy 4-dr., $235*; Belvedere 4-dr., 
$185°. 

aw 2-dr., $235; Cranbrook 4-dr., 


$210. 
PONTIAC—’59 Catalina 4-dr. Vista, $2,- 
000* (ps). 
’58 Chieftain conv., $1,500* (ps); 4-dr., 


$1,000*. 

’S7 Star Chief 2-dr. Catalina, $1,090* 
(ps); Chieftain 2-dr. Catalina, $985*, 
"56 Chieftain 2-dr. Catalina, $550*, 

$540°. 

'55 Chieftain 4-dr., $485*, $395*, $285*; 
2-dr. Catalina, $325*; Star Chief 2-dr, 
Catalina, $410* (ps), 

’54 Star Chief 2-dr. Catalina, $280* 


(ps). 
’53 Chieftain 2-dr. Catalina, $150", 
$140*; 2-dr., $130. 
STUDEBAKER—’58 Silver Hawk (8) sport 
coupe, $1,380*, 
’57 President (8) station wagon 4-dr., 
30° 


$7: ° 

"56 Golden Hawk (8) 2-dr. hardtop, $1,- 
000° (ps). 

’54 Champion (6) 2-dr., $275. 

MISCELLANEOUS—’59 Chevrolet (8) El 

Camino, $1,825, 

’58 Ford (8) %-ton pickup, $985. 

‘57 Ford (8) Ranchero, $1,055, $970, 
$875; Chevrolet (6) %-ton pickup, 


$850. 
’56 Ford (8) %-ton pickup, $685; F-100 
(Continued on Page 62, Col, 1) 


To make 


a truly outstanding quality oil, 


Wo tr’s Heap starts with the best—100% 
Pure Pennsylvania, nature’s richest crude. 
Then Wo tr’s Heap is Tri-Ex refined three 
important extra steps for truly superior per- 


formance. 








are: 


THOROUGH DEWAXING 


- . . to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 


. . . by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium” under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials .. . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


There is no finer motor oil. Give your customers 
the dest... WoLr’s HEap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 





WOLF’S HEAD OIL REFINING CO., INC. 


OU CITY, PA. 
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A First for Checker— 


Moreland Hills, O., became the first city to use the Checker Superba for police cars 
with the purchase of two units from Universal Motors, Cleveland. From left, W. J. 
Busch, Moreland Hills police chief, takes delivery of the cars from Irv Rubin, head 
of Universal, and Morris Markin, president, Checker Motors Corp., Kalamazoo, Mich., 































while John Smith, Moreland Hills police officer, looks on. 


Current Prices on U.S. Cars 


The f prices include the sug- 
gested base factory list prices, Federal | top, $3,755; conv., $4,222. 
excise tax ee Se ee nee 


delivery-and-handling charges. ot in- 
cluded "are, variable. lteme passed "on to 
the retail buyer, such as a 
tones, tennepertation Giaepee © op- 
tional equipment. 


922.50. 
hardtop, $5,647; 
conv., $5,773.50. 
318; 4-dr. hardtop, 


(Copyright, 1960, by Automotive News) 


BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr. sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr, hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
wag., $3,493. Invicta—4-dr, sed., $3,357; 
4-dr. hardtop, $3,515; 2-dr, hardtop, §3,- 
447; conv., $3,620; 4-dr. 2-seat stat. wag., 
$3,841; 4-dr. 3-seat stat. 
Electra—4-dr. > 
$3,963; 2-dr. hardtop, "$3,818, Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 


225.) 
CADILLAC—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 


all models.) 
LINCOLN—Lin 
4-dr. hardtop, $5,441; 
253. Premiere—4-dr. sed., 
hardtop, $5,945; 2-dr, 
Continental—4-dr. sed., 
hardtop, $6,845. 30; 


limousine, $10, 230. (A 


730; 2-dr.- sed., $2,631; 


077. Montclair—4- dr. 
hardtop, $3,394; 2-dr. 
Park 


hardtop, $3,794; conv., 
Wagons—4 


ee ee 


Thunderbird—(V-8 standard)—2-dr. hard- els.) 


justom—4-dr. sed., $5,029; 
4-dr. hardtop, $5,029; 2-dr, hardtop, $4,- 
. Orown — 4-dr. sed., 
2-dr, hardtop, 
LeBaron—4- 


$6,318. 


$5,647; 4-dr. 


(TorqueFite, 
power steering, power brakes standard on 


. —@ed., $5,441; 
2-dr, acer” $5.- 


hardtop, 
$6,845.30; 
2-dr. hardtop, §$6,- 
598.30; conv., $7,056.20; town car, $9,208; 

utomatic transmis- 


sion, power steering, power brakes, radio, 
heater standard on all models.) 
MERCURY—Monterey—4-dr. sed., $2,- 
4-dr, hardtop, 
$2, 845; 2-dr. hardtop, $2,781, conv., $3,- 
sed., $3,280; “+ dr. 
hardtop, $3,331. 
Lane — 4-dr. hardtop, $3,858; 2-dr. 
$4,018. 
-dr. 2-seat Commuter, 
4-dr. 2-seat Colony Park, $3,837. 
Matic standard on Montclair and Colony 


(Merc-O- 
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On Imported Cars 


$3,245. (Citromatic 


Deluxe 2-dr. sed., $1,599. 
tomatio transmission 


models.) 
DAIMLER—SP-250 
702; 


























(Copyright, 1960, by Automotive News) 
ALFA ROMEO — Gtulietta — Spider, 
$3,520; Super Spider, $3,890; Sprint Coupe, 
$3,843; Veloce Coupe, $4,149; Sprint Spe- 


ciale, $5,555. 2000—Spider roadster conv., | W8-, $1,818; sport conv., 


mae Pate aes 
7 an i —**750"’—2-dr. * 
NG-SIDDELEY Star Sap-| ..ondard. ) 


phfre 4-dr. sed., $6,950. (Autematic trans- 
mission and power steering are standard.) 
ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago—Competition, $3,995; Bolide, $4,- 

245; Deluxe, $4,995 
$10,400. 


ASTON-MARTIN—DB4 — cpe., etti body), $12,600. 


Westminster—4-dr. sed. (overdrive), $3,095; 
(automatic transmission), $3,- 
275. (Heater standard on A-40 models.) 

AUSTIN-HEALEY. nv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘“‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
cpe., $3,924.68; Bronco multi-purpose ve- 
hicle, $2,775. (Heater standard on all mod- 


4-dr. sed., 


—4-ar, sed., $1,998; 


$3,058. 


engine options available.) 


sed., 


BENTLEY—Series S 2 — Standard Steel 
Saloon, $15,355. (Automatic transmission, 
power steering, power brakes, radio, heater 
$5,403: standard.) Other models are custom-built 

"'$6,-| 22d _vary considerably in price. 

BERKLEY — B-95 — Roadster, $1,795. 
(West Coast port-of-entry price). 

BMW—502—Deluxe 4-dr. sed. (2.6-liter), 
$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr. sed. (3.2-liter), $6,700. 507—Touring 
Sport coupe (3.2-liter), $10,500. 

BMW 600—5-passenger sed., $1,398; 5- 

(automatic clutch), $1,493; 
sunroof sed., $1,487, (Heater standard on 
all models.) 


BMW 700—Coupe, $1,898; coupe (auto- 
matic clutch), $1,993; 2-dr. sed., $1,648; 
2-dr. sed. ee clutch), $1, 743; 2-dr. 
sunroof , $1,737. (Heater standard on 
all aes” 

BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella—2-dr. sed., $2,- 
295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, $3,550. 
(Heater standard on all models.) 

CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,695, DS-19—4-dr. sed., 


4-dr. sed., $2,059; conv., 
4-dr. sed., 
GOGGOM 


GOLIATH—1100 
$1,883; Hansa 2-dr. 
Tiger sport cpe., $2,365. 

HILLMAN—4-dr. 
4-dr. Deluxe sed., 
2-dr, stat. wag. (Husky) 
stat. wag. (Minx), $2,299 
van—"‘ ee . 


4-ar, | Passenger sed. 


» Power 
standard.) 


(overdrive), 


$3,127: ing), 


$6,020. XK-150 — coupe, 


Port-of-Entry Prices 


DAF—600—Standard 2-dr. 


Special 
$1,875; conv., 
, $1,679; 

Commer 


Drive, power 
power steering standard on DS-19). 


(Vv: 


(V-8)—Conv., 
conv. with full equipment, $3,923; 
hardtop with full equipment, $4,073. (Heat- 
er included in equipment group.) 
DATSUN—4-dr. sed., $1,616; 2-dr. 
$2,099; half-ton 





sed., $1,499; 
ariomatic au- 
standard on both 


$3,- 


stat. 


$1,665. (Heater 


Florida Sunroof Deluxe 2-dr. sed., 
2-dr, Step-In van, $1,350; Coupe’ deVille. 
$1,395; Coupe deVille conv., $1,445. T-700 

—'Cpe., $1,395; sport roadster, 
Roust-About, $1,595; Sprint cpe., $1,695. 
Series—Hansa 2-dr. 
stat. wag., $2,024; 


$1,735; 
$2,149; 
4-dr. 
i Cara- 
type a. $3,655. 


HUMBER—Super 
995; 4-dr. stat. wag., a. 
transmission brakes and heater are 


JAGUAR — 3.8-Litre Sedan — 4-dr. sed. 
$4,765; 4-dr. sed. 
and power steering), $4,895 
(automatic transmission and power steer- 
$5,045. Mark IX—4-dr. sed. 


matic transmission and power steering), 
$4,642.50; coupe 


sed., 


FAOCEL VEGA—H. K.-500 =" $9,000; 
Excellence 4-dr, oe top, $12, 
FERRARI— 


ina body), $12,600; California conv, (Scag- 
(Heater standard on 


G. T. cpe., $12,500. both models.) jee 
AUSTIN—850—2-dr. sed., $1,295. A-40—|_ FIAT—500 Series—2-dr. sunroof, $1,098; 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1,856; | 2-4r. sunroof sport, $1,228; 2-dr, Bian- 
Countryman 2-dr. stat. wag., $1,835; Coun-| China, $1,298; 2-dr. Bianchina sport, $1,- 
tryman deluxe 2-dr, stat. wag., ($1,879. | 428; Jolly, $1,760. 600 Series—2-dr. ae.. 
A-55 Mark II—4-dr. sed., $2,198. A-99| $1,398; 2-dr. sunroof, $1,460; 4-dr_ stat. 
wag., $1,658; Jolly, $1,906. 1100 Series— 


4-dr. sed., $1,659; 4-dr. deluxe ere $1,- 
782; 4-dr. stat. wag., $1,918. 1200 Series 
roadster (Farina), 
$2,812. 1500 " Series—Roadster, $3,298. 2100 
Series—4-dr, sed., $2,798; 4-dr, stat. wag., 
(Heater standard on all models.) 

FIAT-ABARTH—750—Coupe (43 horse- 
power), $3,195; coupe Sestriere (33 horse- 
power), $2,895; Spyder Allemano (43 horse- 
power), $3,195. 850—Coupe, $3,195, (Other 


FORD (England)—Anglia — 105E 2-dr. 
$1,608. Prefect—4-dr. sed., 

2-dr. stat. wag., $1,714. * Consul— 
$2,398. Zephyr— 


$1,686. 


4-dr. Sed., $2,240; conv., $2,599. Zodiae— 
$2,412; conv., $2,890. 
OBIL—T-400—2-dr. sed., $995; 
$1,035; 


$1,445; 


sed., 


$3,- 


* (Atctomantic 


(overdrive 


4-dr. 


sed. 


(auto- 


roof), $5,498; Coupe de Ville 2-dr. hardtop, | pary 
‘ ™ . range Merc-0-Matic, power o ve ,807.50; cou automatic 
Beaite Euiade” Sete, 2, Mat | wines power Mek tananr on Par Gretta, “iin, “ee, Geen 
Sixty 8 -dr, hardtop, $6,233. Seven.| “2¢.) 3- ont s conv. (overdrive), $4,927.50; conv, (auto- 
ty-Five — 8-pass, sed., $9,533; limousine. | 5 uD SMOBILE—Serles 88-—4-dr. sed. matic transmission), $5,012.50, XK-150-S— 
$9,748 Eldorado Brougham—4-dr hardtop, $2,900; 2-dr. sed., $2,835; 4-dr. hardtop, . 2 roadster (overdrive), $5,120; coupe (over- 
$13,075. (Hydra-Matic wer” steering, | $2:094; 2-dr. hardtop, $2,956; conv., $3,- ul New H ig drive), $5,142.50; conv, (overdrive), $5,- 
power brakes gendard en’ ot models.) | 2°43 4-dr, 2-seat stat, wag., $3,363; 4-dr. 9 262.50. (Heater standard on all models.) 
CHECKER—Superba — 4-dr. sed.,  §2,- 3-seat stat. wag., $3,471. Super 88—4-dr. JENSEN—641-R—2-dr. sports sedan, 
542.42. (Price does not include dealer prep- wed. $3,176; 4-dr. hardtop, ye yor Goodyear Say s $7,750, (Realo and heater standard.) | 
“TCHEVROLES stat. wag., $3,665; 4-dr. 3-seat stat. wag..| AKRON.—The highest sales for cunt "thenisk: $4,400; an, ee 










CHEVROLET—(Prices are for six-cylin- 
der models. For V-&s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Biscayne—4-dr. sed.,- $2,316; 2-dr. 
sed., $2,262; utility sed., $2,175. Bel Air— 
4-dr. sed., $2,438; 2-dr. sed., $2,384; 4-dr. 


hardtop, a 2-dr. 


$3,773. Series 98—4-dr. sed., $3,887; 4-dr. 
hardtop, 


YMOUTH — (On six-cylinder models, 
ada’ $119 for a V-8 engine.) — Special 








any first quarter in the company’s | coupe (Zagato), $4,558 


history and a slight increase in 
earnings were achieved by Good- 
year Tire & Rubber Co. in the first 


$4,083; 


2-dr. sunroof sed., $1,445; 


conv., ’ 


sed., $5,998; coupe (Pinin Farina), $6,355 
sport (Zagato), $6,485; G. T. Touring, $6,- 
485. 


LLOYD—600 Series—2-dr, sed., $1,395; 
$1,510; 


Rardtey, 55.006; Sankar Lae besten = Six—4-dr. sed., $2,277; 2-dr. sed., $2,227.| three months of 1960, E. J. Thomas, |>.ar 4-passenger stat, wag., $1,445; 2-dr. 
662; 2-dr, hardtop, $2,597; conv., $2,847. os bes Stx—4-dr. Ge tde iek tn ee chairman, has announced, 4-passenger sunroof x stat, "airs ,500; 
¥ E ’ . “ar. “. ’ , -dr, passenger wag. 67! . 

S208, ae teeeae Becnntoci $2 eon; | 2-a8. sed., $2,889; 2-dr. hardtop, §2,461.| Consolidated net sales totalled a/ "ot oer sunroof ‘stat.’ % "j1.740; 
ir 2 ; ar. 3.seat | FUryY Six—4-dr. sed., $2,575; 4-dr. hard-| record $403,416,313, an increase of|2-ar 6-passenger stat. wag. ( wheel- 















4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard). $3.872. 
CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat stat. 
wag., $3,733; 4-dr, 3-seat stat. wag., 


$3,814. Saratoga—4-dr. sed., $3,929; 4-dr. | $2967. Station Wagon 


Custom Suburban, 


top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr. 2-seat Deluxe Suburban, §$2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761. 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
V-8—4-dr, 3-seat 
$2,990; 







base), 
stat. wag. 
bella 900—2-dr. 
roof sed., $1,830 


8.9 percent over the $370,572,209 a $1,795; 


year ago, he said. 

Estimated net income rose to $17,- 
025,567 from $16,996,790, a gain of 
0.2 percent, Thomas added. 

He also announced the following 
executive promotions: 


250. 


sel engine)—4-dr. sed., 


2-seat roadster, $5,032; coupe, 


2-dr. 


/718. 
$5,244; 


2-dr, 6-passenger sunroof 
(long wheelbase), $1,895. Ara- 
sed., $1,745; 


MERCEDES-BENZ—180—4-dr. sed.. $3,- | 365. 
180-D (diesel engine) — 4-<r. 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 

190-SL— 


sed., 


coupe 


hardtop, $4,067; 2-dr, hardtop, .989 , ° 
Now Torker tai, ond fa t00) ar. | Soecrima Berar a SH 8POH) “Howard L, Hyde, executive vice-| mith stmovable hardtop ‘and convert 
rdtop, ’ : -dr. ardtop, 4,4 a » -dr. % J 

conv., $4,874.50; 4-dr. 2-seat stat. wag.,|_ PONTIA -dr. sed., $2,702;| President, with overall responsi-|—4-4ar. ‘sed., $4.583. 220-SE—4-dr. sed., 
$0,033; “acae. 3-seat stat. wag., $5,130.50. 2-dr. sed., $2,631; 4-dr, hardtop, $2,842; bility for financial and legal affairs. | $5,018; conv. or coupe (folding emergency 
300-F—2-dr. hardtop, $5,411; conv., $5,-| 2-4r. hardtop, $2,766; conv., $3,078; 4-dr. Arden E. Firestone, vice-president seat), $8,091; conv. or coupe (bench-type 
841. (TorqueFlite, power steering, power | 2-5eat stat. wag., $3,099; 4-dr, 3-seat stat. and al cs rear seat), $8,184. 300— 4-dr. hardtop, 
brakes standard on Saratoga, New Yorker| W28-, $3,207. Ventura—4-dr. hardtop, $3,- general counsel, $10,070; 4-dr. hardtop (automatic trans- 

D. H. Walker, treasurer. mission), $10,438; 4-dr. conv., $12,644; 









047; 2-dr. hardtop, 


and 300-F.) 

COMET—4-dr. sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 
dr, 2-seat stat. wag., $2,365. 

CORVAIR—500 Series—4-dr. $2,- 


hardtop, $3, 136. 
$3,331; 2-dr. hardtop, 


sed., 


$2,971. Star Chief— 
4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 

Bonneville—4-dr. hardtop, 
$3,255; 
476; 4-dr, 2-seat stat, wag., $3,530 


conv., $3,- 


sed., $2,098; 4-dr. 2-seat stat, wag., $2,- 


R. L. Miller, secretary. He also 
will continue as patent counsel. 
Frank T. Quirk, assistant secre- 


128; 





4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
coupe (with removable hardtop and 
convertible top), $11,397. Station Wagons— 
180—4-dr. stat, wag., $5,000; Kombi, 


$4,- 


$2,103; nox S ahhen wee an aie “ares Dates —~_ é-ée. | tary, 903. 180-D (diesel engine) — 4-dr, stat 
ne UP®’ | Stat, wag. $2,020” Ainerican ‘Super—aear,| Robert E. Sheldon, associate gen-|wag., $5,228; Kom, $5,131. 190 — 
‘ a marae eaters 4-dr. sed. $3,017;| sed.. $1,920; | 2-dr. _ sed., 2-dr.| eral counsel. He also will continue i. on. wag., $5,196; Kombi, 5,100. 
-ar, rdtop, ’ ; 2-dr, hardtop, $3,-| 2-seat stat, wag., $2,105. American Custom esel engine) — 4-dr. stat. ke 
102. Adventurer—4-dr. sed., $3,579; 4-dr. | —4-dr. sed., $2,080; 2-4r. wed. $2,010; 2-ar.|°> “ S8sistant secretary. $5,423; Kombi, $5,328, (Heater standard 
hardtop, $3,727; 2-dr. hardtop, $3,663. | 2-seat stat. wag., $2,235. Deluxe Six—4-dr. eoae er ert ak ke on all models. Power brakes standard s 
Henry Buys Chevy Deal all models except Series 180, 180-D, 1 


(TorqueFlite standard on Adventurer.) 
DODGE—Dart—(Dart prices are for six- 
cylinder models. For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr, sed., $2,330; 
$2,278; 4-dr, 2-seat stat. wag., 
Dart Pioneer—4- dr, sed., $2,459; 
2-dr. sed. » $2,410; 2-dr. hardtop, $2,488; 
4-dr, 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868. Dodge 
Matador V-8 —4-dr. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr, hardtop, $2,996; 
4-dr. 2-seat stat. wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr. hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr. 2-seat 


427. Super Six—4-dr. 










383; 4-dr. hardtop, 


$2,802. 
3-seat stat. 


vV-8 — 4-dr. 
$2,577; 4-dr. 


wag., 
sed., $2,502; 
2-seat stat, 


wag., 


4-dr, sed., $2,732; 4-dr, 


hardtop stat. waz., 


sed., 
2-seat stat. wag., $2,562; 4-dr. 
wag., $2,687. Custom Six—4-dr. sed., 
$2,458; 
stat. wag., $2,677; 4-dr, 3-seat stat, wag., 
Rebel Super V-8-—4-dr. sed., 
387; 4-dr. 2-seat stat. wag., $2,681; 4-dr. 
$2,806. Rebel Custom 
hardtop, 
+» $2,796; 
4-dr. 3-seat stat. wag., $2,921. Ambassa- 
dor Super V-8—4-dr. sed., 
2-seat stat. wag., $2,881; 4-dr. 3-seat stat. 
$3,006. Ambassador Custom V 8— 
hardtop, 
4-dr. 2-seat stat. wag., $3,026; 4-dr, 2-seat 
$3,116; 


$2,268; 4-dr. 
3-seat stat. 


$2,822; 


and 190-D.) 
METROPOLITAN — 2-dr. 


LOS ANGELES.—Central Chev- 
672.60; conv., $1,696.60. 


rolet Co., Seventh and Central, has 
been purchased by Jack Henry. 


$2,- 
2-seat 





$2,- 


4-dr. 


3-seat 


istrations by states are 


hardtop, 


$1,- 


MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
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(disk wheels), $2,667; cpe. (wire wheels), 
DOHOC—conv. 


$2,767. MGA-~ » $3.069; coupe, 
$3,263 (disk brakes and knock-on disk 
ls standard). Mark Iii—4- 


whee Magnette 
dr. sed., $2,695. (Heater standard on 


Magnette.) 

MORETTI—750 Series Ps horsepower) — 
Panoramica 4-dr. 495; Coupe 
Turismo, $2,495. 750 Series. t horsepower, 
dual carburetors) —Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. 

MORGAN — Series II — 2-seat roadster, 
$2,240. Plus Four—2-seat roadster, $2,810; 
4-seat roadster, $2,850; 2-seat coupe, $2,- 
970. 

MORRIS—850—2-dr. sed., $1,295. 1000 
Standard—4-dr. sed., $1,678; 2-dr. sed., 
$1,495; $1,574; 2-dr, stat. wag., 
$1,798. 1000 Deluxe—4-dr. sed., $1,718; 
sed., a $1,636; 2-dr. 
wag., $1,825. Oxford—4-dr. sed., 


$1,398; 2-dr. 
sunroof sed., $1,487. Prinz 30 (36 
horsepower)—2-dr, sed., $1,498, (All are 
5-passenger models.) NSU Sport Prinz— 


cpe., $2,200. (Heater standard on all 
models.) 
OPEL—Rekorad — 2-dr. sed., $1,957.50. 


Caravan — 2-dr. stat. wag., $2,262.60. 

(Heater standard on both models.) 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 

697; Grand Standing 4-dr. sed., $1,725. 
PEERLESS—G, T. 2-litre coupe, $3,985. 


(Heater standard.) 
PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. $2,490. (Heater 


standard on both mod 
PORSCHE 356-B—1600—coupe, $3,700; 
cabriolet, $3,950; hardtop, $3,865; road- 
ster, $3,580. 1600 Super—c 0 u pe, $3,910; 
cabriolet, $4,160; hardtop, $4,075; road- 
ster, $3,790. Super 90—coupe, $4,220; cab- 
riolet, $4,470; hardtop, $4,385; roadster, 
$4,100. 

PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 

RENAULT—4ACV 4-dr. sed., $1,292; 4- 


hardtop-conv., $2,525  Gileater standard on 
all models.) 


ROVER—100—4-dr, sed., $3,695. 3-Litre 


—4-dr. sed., $4,620. 
ROLLS-ROYCE—Sliver Cloud—Standard 
Steel Saloon, $15,655. (Automatic trans- 
mission, power steering, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 
SAAB — 93-F — 2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019. Granturismo 750 — 2-dr. 
sed, (four-speed transmission), $2,788. 
(Heater standard on all models). 
SIMCA—Aronde—Deluxe 4-dr, sed., $1,- 
698; mg Deluxe 4-dr. sed., $1,798; Etoile 
4-dr. sed , $1,698; Elysee 4-dr. sed., ‘31, 898; 
Montihery 4-dr. sed., $1,971; Chatelaine 
2-dr. stat. wag., $1, 963: Grand Large 2-dr. 
hardtop, $2,071; Monaco 2-dr. hardtop, $2,- 
146; Plein Ciel hardtop sport coupe, $2,947; 
Oceane conv., $3,167; Oceane S conv., §2,- 
795. Ariane (4-cylinder)—4-dr, sed., $1,998. 
Ariane (V-8)—4-dr. sed., $2,098. Vedette 
(V-8)—Beaulieu 4-dr. sed., $2,298. (Heater 
standard on all Aronde models except 
Etoile.) 
SINGER — Gazelle — 4-dr. sed., $2,095; 
conv.. $2,349; 4-dr. stat. wag., $2,425. 
SKODA — Octavia 2-dr. sed., $1,575; 
Octavia Super 2-dr. sed., $1,675; 
Sport 2-dr. sed., $1,775; Felicia conv., 
$1,995; Felicia (with removable hardtop 
and convertible top), $2,150. (Heater 
standard on all models.) 
SUNBEAM—Rapier—2-dr. hardtop, $2,- 
= conv., $2,649; Alpine—Roadster, $2,- 
sed., $1,- 


oOTAUNUS—12 M Super—2-dr. 
701; 2-dr. Big te x $1,875. 17-M 
sed., oi a sed., 
$2,028.50; dar: Combi. a. $2,23 . 17-M 
Deluxe—4-dr. sed., $2,266.50; Sar: sed., 
$2,174.50; 2-dr, Combi-wagon, $2,383. 
Viking Rapid—6-passenger stat. 
$2,170.60; 9-passenger stat, wag., 
#2.408.00, Matador—3-passenger stat. 
eas Loh ong il F ve wag., 
52.514. t passenger sta 
546.55; 12-passenger stat. wag., po ti2. 50. 
see; 2dr. otat, Seiii; o-as, orate 
,999; r. wag., $2,111; r. 
S Toyota Land Cruiser (4-wheel 
steel top, $3,- 
Crown Custom.) 

TRIUMPH—4-dr. stat, wag., $1,899. Her- 
ald — 4-dr. sed., $1,999; coupe, $2,149; 
conv., $2,229. TR-3 (sports car) — conv., 
$2,675; hardtop, $2,835, (Heater standard 
on Herald models.) 

TURNER—Standard 950 sports roadster, 
$2,345; Stage II roadster, $2,735; Coven- 
try Climax Stage I roadster, $3,170; Cov- 
entry Climax e II roadster, $3,570. 

VAUXHALL — —4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. amie sed., 


$1.080 
VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 
sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 
Ghia—cpe., $2,430; conv., $2,- 
695. (Heater standard on all models.) 
VOLVO—Special 2-dr. sed., $1,907; Spe- 
cial Deluxe 2-dr. sed., $2, 007; PV-544 
2-dr. sed., $2,207; 122-8 4-dr. sed., $2,507. 
(Heater standard on all models.) 
WARTBURG—Standard 4-dr. sed., $1,- 
688; ge gp 4-dr. sunroof sed., $1,778: 
deluxe 4-dr, » $1,799; deluxe 4-ar. sun- 
roof sed., $1, a88: 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 





New Commercial-Car Registrations, 
3 States for May, 1960-1959 














stat, wag., $3,506; 4-dr, 3-seat stat, wag.,| stat, wag., $3,151. 
$3,621. STUDEBAKER—Lark Deluxe Six—4-dr. weekly, as compiled | Brock. tude- 

FALCON—4-dr. sed., $1,974; 2-dr. sed.,| sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat|| by R. L, Polk representatives in way Mack | baker | White | Willys | Misc. | TAL 
$1,912; 2-dr. 2-seat stat. wag., $2,225; 4-| stat. wag., $2,366; 4-dr. 2-seat stat, wag., state capitals. 
dr. 2-seat stat. wag., $2,287. $2,441. Lark Deluxe V-8—4-dr. sed., $2,- 

FORD—(Prices are for six-cylinder mod-| 181; 2-dr. sed., $2,111; 2-dr, 2-seat stat. | District of Columbia *60) 103 1 5 58 me: 45 ae | meee 1] 23 285 
~ z = ta ghasi, — a ane $2,501; 4-dr. ‘ot, stat. wee, $2.- 59] 68 | 15 58 4|_—-23|_— 2S 
Flee -dr. oy 4 ; -dr. sed., Lark r. 2,196; ; 7 3 
$2,230. Fairlane—4-dr. sed., $2,311; 2-dr.|2-dr. hardtop, $2,296; conv., $2,621; 4-ar. | N°” Hempshire $7 128 3) = i. a a ae oe Ca oa 2 432 
sed., $2,257; business 2-dr., $2,170. Fair-| 2-seat stat. wag., $2, ‘591. Lark Re v-38 | ——_—_ ; SR: ~ on8 
lane 500—4-dr. sed., $2,388; 2-dr. sed.,|—4-dr. sed., $2,331; 2-dr, hardtop, $2,431; | Rhode Island oi A ge a Lyme me sO ‘| | | 2 9 
$2,334. Galaxie—4-dr. sed., $2,603; 2-dr.|conv., $2,756; 4-dr. 2-seat stat. wag. 59] 60 Ue ee 
sed., $2,549; 4-dr. hardtop, $2,675. Star-| $2,726. Hawk V-8—5-passenger sport cpe., Three States Reported ‘0 | i 1| 4 250 73 118 50! 4 17 4 Slee 960 
Seer OS hare Cee, Suntince — $3,000. ce ‘ieee hace sa To Date for May '59 | 233 16 56 106 916 

* ,800. Statio ‘agons—2-dr. 2- — V- — 4-dr. sed., , $ i 4%02| 94253 5005 
seat Ranch Wagon, $2,586; 4-dr. 2-seat| 4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat to Reis 3 od are be ieee 86036 eal set oot wl Sas = nll Pia 





Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 


$2,837; 4-dr. 3-seat Country Squire, $2,967. | 3-seat stat. wag., $2,566. 


stat. wag., $2,488. V-200—4-dr. sed., §2,- 
130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 





Compiled from official state records. Data nr of 
Corvair included in Chevrolet totals, Falcon in Ford and Valiant in Pi 


R. L. Polk & Co. tay not be pit a or ee without Polk permission. 
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Used-Car Auction Prices 





(Continued from Page 60) 


pickup, $650; Studebaker (8) %-ton 
pickup, $635; GMC (8) %-ton pickup, 
$585; Chevrolet (6) %-ton panel, $385; 
Dodge (6) %-ton Cab & Chassis, 


$360. 

"55 Willys (6) pickup, $820. 

’54 Ford (6) %-ton pickup, $455; Willys 
\%-ton panel, ° 

'53 Chevrolet %-ton pickup, $450; GMC 
%-ton pickup, $415; Ford (8) F-100 
pickup, $355. 

52 Ford (8) %-ton pickup, $400. 

46 Willys Jeep, $585. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of June 16. Mar- 
ket slightly softer on higher priced cars. 
Clean °58, '57 and ‘56 cars in good de- 
mand, Rough cars find going tough, Sold 
184 cars from 230 consignments. 


BUICK—’58 Super 4-dr. Riviera, $1,440* 
(ps), $1,430° (ps), $1,365* (ps); RM 
4-dr, Riviera, $1,400* (ps); Century 
4-dr., $1,350*; Special 4-dr., $1,265° 
(ps), $1,130* (ps); 4-dr, Riviera, 
$1,070*. 

'5S7 RM 4-dr. Riviera, $1,150* (ps), $1,- 
145* (ps). 


'56 Super 2-dr. Riviera, $750* (ps); Cen- 
tury 2-dr. Riviera, $640°. 

’55 RM 2-dr, Riviera, $540* (ps); 4-dr., 
$325° (ps), $220° (ps). 

CADILLAC—'58 (60) Special 4-dr, hard- 

top, $2,720° (ps); (62) 4-dr., '$2,660° 


(ps); 4-dr, hardtop, $2,495* (ps); 
conv., $2,400* (ps). 
’57 (60) Special 4-dr, hardtop, $2,070* 


(ps). 

56 (62) 2-dr, hardtop, $1,315* (ps), $1,- 
200* (ps). 

563 (60) Special 4-dr., $300° 

41 (62) 2-dr., $360*, 


CHEVROLET—’60 Corvair (6) 2-dr., $1,- 
450. 

‘59 Kingswood (8) 4-dr., $1,650* (ps); 
Bel Air (6) 4-dr., $1,475*, $1,375* 
(ps), $1,330; 2-dr., $1,450*, $1,400*, 
$1,375*, $1,300; Bel Air (8) 4-dr., 
$1,450*, $1,430*. 

’58 Brookwood (6) 4-dr., $1,335* (ps), 
$1,050; Brookwood (8) 4-dr., $1,080*, 
$1,075; Bel Air (8) sport sedan, $1,- 
200°; Biseayne (6) 4-dr., $1,145*, $1,- 
070, $1,060, $1,050,.$1,025; 2-dr., $970, 
$950, $910; Biscayne 4-dr., $1,120*, 
$1,025*, 2 at $985, $960; 2-dr., $890*; 
Delray (6) 2-dr., $935, $930* (ps). 

’57 Bel Air (8) sport coupe, $1,250* 
(ps); sport sedan, $1,000* (ps), $950*; 


(ps). 


Two-ten (8) 4-dr., $980*, $810*; 2-dr., 
$600; One-fifty (6) 2-dr., $620. 

’56 Bel Air (8) sport sedan, $890*; One- 
fifty (6) 2-dr., $510*. 

’55 Bel Air (6) sport coupe, $660*; 4-dr., 
$295; Bel Air (8) 4-dr., $450; Two- 
ten (8) station wagon, $610* (ps); 
Two-ten (6) Delray, $500. 

’52 Deluxe 2-dr, hardtop, $120*. 

CHRYSLER—’58 NY 4-dr. hardtop, $1,-/| 


670*; Saratoga 4-dr., $1,290*. 


THIS IS 
CARBURETOR 
TESTING ? 


'S7 Windsor 4-dr., $1,000* (ps), 
(ps), $750* (ps). 


’56 Windsor 4-dr., $885* (ps). 


DeSOTO—’58 Firedome 4-dr., $1,215* (ps). 
’57 Firesweep 4-dr., $775* (ps). 


$875* 


DODGE—’60 Matador (8) 2-dr. hardtop, 
$1,975* (ps). 
"57 Coronet (8) 4-dr.,. $805*. 
55 Coronet (8) Sierra 4- -dr., $660°*; 2- 


dr, hardtop, $440*. 
"4 Royal (8) 4-dr., $425*. 
’53 Meadowbrook (6) station wagon, 


$170. 
FORD—’40 Fairlane (8) 4-dr., $1,625. 

59 Country Sedan (8) 4-dr., $1,800*; 
Fairlane 500 (8) 2-dr, Victoria, $1,- 
625* (ps); 4-dr., $1,580* (ps); Ranch 
Wagon (8) 2-dr., $1,490; Fairlane (8) 
4-dr., $1,310*. 

58 Country Sedan (8) 4-dr., $1,350*; 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
100* (ps); Fairlane (8) 2-dr. Victoria, 


$1,010* (ps); 2-dr., $740*, $575; Cus- 
tom 300 (8) 4-dr., $900. 
’57 Country Sedan (8) 4-dr., a (ps) ; 


Custom 300 (8) 4-dr., $775* $600*; 
2-dr., $650*. 

‘56 Fairlane (8) conv., $655* (ps); 
Country Sedan (8) 4-dr., $575*; Cus- 
tom (8) 4-dr., $520*%; Main (6) 4-dr., 


$305. 

’55 Country Sedan (8) 4-dr., $475; Fair- 
lane (8) 2-dr., $455*; 4-dr., $450* 
(ps), $400*. 

54 Custom (8) 2-dr., $395*%, $120*; 


Ranch Wagon (6) 2-dr., $115*. 
’53 Crest (8) conv., $195*; Ranch Wagon 
(8) 2-dr., $150. 


"52 Custom (8) 2-dr., $135*. 
IMPERIAL — ’56 Imperial 4-dr., $880 
(ps). 
LINCOLN —’58 Premiere 4-dr., $1,795* 


(ps); Capri 4-dr., $1,675* (ps). 
’57 Premiere 4-dr. hardtop, $1,580* (ps), 
$1,450* (ps). 
MERCURY — ’'58 Montclair 4-dr., $1,165* 
(ps); Monterey 4-dr., $1,110*, 


Se ee 





'57 Monterey 4-dr. hardtop, $950*. 
“55 Montclair 2-dr, hardtop, $400*. 
’'62 Monterey 2-dr., $110*, 
OLDSMOBILE—’59 (88) Super 4-dr., $2,- 
150* (ps); (88) 4-dr., $1,885* (ps). 
’57 (98) conv., $1,125* (ps). 
’56 (88) 4-dr., $530* (ps). 
’53 (88) 4-dr., $175*. 
PLYMOUTH—’'59 Belvedere (8) 4-dr., $1,- 
420* (ps), $1,230*; Savoy (8) 4-dr., 
$645* 


$905* 
2-dr., 


'58 Suburban (8) Custom 4-dr., 
(ps), $650*° (ps); Savoy (8) 
$880*; 4-dr., $825*. 

‘57 Savoy (8) 2-dr., $725*, $485*; Bel- 
vedere (8) 4-dr., $700*; Suburban (8) 
2-dr., $545*; Plaza (8) 4-dr., $500*. 

"56 Belvedere (8) 4-dr. hardtop, $600*; 
Suburban (8) 4-dr., $395*. 

’54 Belvedere (8) 2-dr, hardtop, $125*. 

PONTIAC—’'59 Star Chief 4-dr., $1,925* 


$1,195". 
$760". 


(ps). 

’58 Chieftain Safari 4-dr., 

’57 Chieftain 4-dr., $905*, 

"56 Chieftain Safari 4-dr., $560. 

’55 Chieftain 2-dr., $200*. 
RAMBLER—’58 Super (6) 4-dr., $850. 
STUDEBAKER—’60 Lark (6) 2-dr, hard- 

top, $1,625*. 
MISCELLANEOUS—’58 Chevrolet (6) %- 
ton, $950. 

’56 Ford (8) Courier, 3 at $175; Chev- 

rolet (6) %-ton panel, $125. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of June 15. 


BUICK—’57 Special 2-dr. Riviera, $1,010* 


(ps). 
’56 Special 2-dr. $725° 
$500*, 


4-dr., $450. 

‘55 Special 2-dr. Riviera, 
Super 2-dr. Riviera, $400* (ps). 

’54 Century 2-dr. Riviera, $350*; Special 
4-dr., $315*. $s 

"53 Special 4-dr., $130*. 


(ps); 
$415*; 


Riviera, 


50 RS he SR 


it certainly Is, for maneuvers such as this abrupt cornering set up unusual liquid 
displacement and mechanical stress conditions. Rochester-GM Carburetors are built to function with- 
out a whisper of complaint throughout such tests, This one was at the GM Proving Ground at Milford. 
Others go on at the GM Desert Proving Ground in Arizona and, of course, we never cease testing right 
here in the factory. Rochester-GM Carburetors are expected to please the ultimate consumer, 
the dealer, his service people and those hardest of all to please—the car engineers. We leave no 
stone unturned to see that you—wherever you are in this chain—are satisfied with Rochester-GM 


Carburetors. Rochester Products Division of General Motors, Rochester, New York. 


ROCHESTER 








America’s 
number one 


carburetors 


oo a. te oe ORO) 8. 





original equipment 





BURETORS 


(ps). 
FORD—'60 Thunderbird hardtop, 





CADILLAC—’59 (62) 2-dr. hardtop, $3,- 
325° (ps). 

’57 (62) conv., $1,820* (ps). 

"56 (62) conv., $1,020* (ps). 

55 (60) Special 4-dr., $1,150* (ps). 

53 (62) conv., $230* (ps). 

’52 (75) 4-dr., $250*. 
CHEVROLET—’'59 Impala (8) 4-dr., $1,- 


830* (ps); Bel Air (8) 4-dr., $1,610*, 
$1,575*; 2-dr., $1,525*; Bel Air (6) 
4-dr., $1,450*; Brookwood (6) 4-dr., 
$1,485. 
’58 Bel Air (8) sport coupe, $1,375*; 
Biscayne (8) 4-dr., $1,235*, $1,180, 
2 at $1,050*, $1,010*; Biscayne (6) 


2-dr., $990; Yeoman (6) 4-dr., $1,030. 
’57 Bel Air (8) sport coupe, $1,240* (ps); 


sport sedan, $1,065* (ps); Two-ten 
(6) 4-dr., $1,040, $980*; Two-ten (8) 
station wagon, $865* (ps); 4-dr., $595; 
One-fifty (6) 2-dr., $855. 

*56 Two-ten (8) sport coupe, $790; 4-dr., 
$660* (ps); Two-ten (6) 4-dr., $475; 
One-fifty (6) 2-dr., $555, $550 


’55 Bel Air (8) sport coupe, $720, $610*; 
Bel Air (6) sport coupe, $560, $550; 
One-fifty (6) 2-dr., $520, $405; Two- 
ten (6) 4-dr., $300. 

’54 Bel Air conv., $405*, $380*; Two-ten 
2-dr., $240; One-fifty 4-dr., $175. 
53 Bel Air sport coupe, $300; 2-dr., 
$300; Two-ten 4-dr., $210; 2-dr., $195, 
$150; One-fifty station wagon, $200. 

’51 Deluxe 4-dr., $125*. 
DODGE—’ 57 Coronet (8) 4-dr., $900* (ps); 

Coronet (6) 4-dr., $650*. 

’55 Royal (8) 2-dr. hardtop, $555*. 
EDSEL—’58 Pacer conv., $1,050*. 
FORD—’'59 Country Sedan (8) 4-dr., $1,- 

825* (ps); Ranch Wagon (8) 4-dr., 
$1,625* (ps); Custom 300 (8) 2-dr., 
$1,405*; Custom 300 (6) 2-dr., $1,205; 
Fairlane (8) 2-dr., $1,400*. 

’58 Fairlane 500 (8) conv., $1,475* (ps); 
Fairlane (8) 2-dr., $1,000; Custom 
300 (8) 2-dr., $860*, $850*, $820; 
Custom 300 (6) 4-dr., $860. 

’57 Fairlane 500 (8) conv., $1, 200°; Fair- 
lane (8) 4-dr., $860*; Custom 300 (8) 
4-dr., $750*; Custom 300 (6) 4-dr., 
$600* (ps). 

56 Fairlane (8) conv., $815, 2 at $600* 
(ps); 2-dr. Victoria, $660* (ps), $650* 
(ps); 4-dr., $600*; Country Sedan (8) 
4-dr., $710*, $580*. 

‘55 Country Squire (8) 4-dr., $600*; 
Fairlane (8) 4-dr., $570*; Crown Vic- 
toria, $355*; Country Sedan (8) 4-dr., 
$550*; Custom (8) 4-dr., $500*; 2-dr., 
$400*, $240°; Main (6) 2-dr., $265*. 

"54 Custom (8) 4-dr.. $250, $185*, 2 at 
$180; Main (6) 4-dr., $125. 

"53 Main (8) 2-dr., $150*, $145, $120. 

MERCURY — ‘57 Turnpike Cruiser 4-dr. 
hardtop, $1,200* (ps); Monterey 2-dr. 
hardtop, $960* (ps), $720*. 

‘55 Monterey 2-dr. hardtop, $380°. 

‘54 Monterey 4-dr., $130*. 
NASH—’'56 Ambassador (8) 4-dr., $510*, 
OLDSMOBILE—’59 (88) 4-dr. Holiday, $2,- 

100* (ps). 

"58 (88) Super 2-dr. 
(ps). 

"56 (88) 2-dr. Holiday, $810* (ps). 

"55 (88) Super 4-dr. Holiday, $535* (ps); 
(88) 4-dr., $425° (ps). 

"54 (88) 2-dr. Holiday, $260* (ps). 

PLYMOUTH—’58 Suburban (6) Custom 4- 
dr., $1,035; Savoy (8) 4-dr., $900*, 
$835* (ps). 

"57 Savoy (8) 2-dr. $460* ; 
Plaza (6) 2-dr., $450 
'56 Plaza (6) 4-dr., $410. 

"55 Belvedere (8) 4-dr., $390*. 

’54 Suburban 4-dr., $240. 

*53 Cranbrook 4-dr., $160. 

—— Star Chief 4-dr. Catalina, 


'55 Chieftain 4-dr., $500*. 
"54 Chieftain 2-dr., $155*. 
RAMBLER—’59 Custom (6) 4-dr., 
"56 Super 4-dr., $555*. 
53 Deluxe 2-dr., $125° (ps). 
STUDEBAKER—’56 President (8) 
$525* (ps), $515*, 
‘55 Commander (8) 4-dr., 
WILLYS — ‘53 Aero 4-dr., 
wagon, $115. 
MISOELLANEOUS—’'57 Chevrolet (6) %- 
ton pickup, $630; (6) 1-ton panel, $500. 
"55 Ford (8) F-250 %-ton pickup, $400. 


COLUMBUS, O. 


Capital Auto Auction, Inc, Sale every 
Thursday. Prices are for sale of June 16. 
’56 and ‘57 Chevs. and Fords still in de- 
mand. Sold 184 cars from 258 consign- 
ments. 


BUICK—’58 Special 2-dr. Riviera, $1,250*. 


Holiday, $1,430* 


$535; 4-dr., 


$1,220. 


4-dr., 


$200°. 
$120; station 


"57 Special conv., $1,210* (ps); 2-dr. 
Riviera, $800* (ps). 
"56 Special conv., $710*; 4-dr. Riviera, 
$565*; 2-dr. Riviera, $530°, 
"55 Special 4-dr. Riviera, $375*. 
CADILLAC—’'60 (62) conv., $4,870* (ps). 
"58 (62) conv., $2,650* (ps); 4-dr, hard- 


top, $2, 650° (ps). 
"57 (62) 4-dr, hardtop, $1,725* (ps), 


CHEVROLET—’60 Impala (8) hardtop, 
$2,305*; Bel Air (8) 4-dr., $2,030*; 
Corvair (6) 4-dr., $1,580. 

"59 Bel Air (8) 4-dr., $1,750*, $1,725*, 
$1,700*, 2 at $1,625*; 4-dr. hardtop, 
$1,735*, $1,600°; 2-dr., $1,400*; Brook- 
wood (6) 4-dr., $1, 640. 

"58 Corvette (8) conv., $2,350*; Impala 
(8) conv., $1,485*; Bel Air (8) 4-dr., 
$1,275*; Biscayne (8) 2-dr., $1,225* 
(ps), $i, 150°; 4-dr., $1,062*; Biscayne 
‘2 2-dr., $990; Delray (8) 2-dr., $1,- 
1 

"57 Bel Air (8) 4-dr. hardtop, $1,270* 
(ps), $1,250* (ps), $1,150*; 2-dr., $1,- 
000* (ps); 4-dr., $925* (ps); Two-ten 
(6) 4-dr., 2 at $1,040*; 2-dr., §950; 


4-dr., $890; Two-ten (8) 4-dr., ‘$1, 000; 


2-dr., $920; One-fifty (6) 2-dr., $930, 
$735; 4-dr,. $730; One-fifty (8) 4-dr., 
$670; 2-dr., $650. 

"56 Bel Air (6) hardtop, $875*; 2-dr., 
$725; Bel Air (8) hardtop, $750*, 
$700*; 2-dr., $685*; Two-ten (8) 4-dr., 
$700*, $580*; 2-dr., $600*; One-fifty 
(6) 2-dr., $670, $650. 

’55 Bel Air (8) 2-dr., $620*, $510*; hard- 
top, $550°; 4-dr., $375°*; Bel Air (6) 
2-dr., $600*; Two-ten (6) Delray, 
$505; 2-dr., $500, $520; Two-ten (8) 
4-dr., $500, 

"54 Two-ten 2-dr., $390, $330*, $210; 4- 
r., $200; One-fifty (6) 2-dr., $365; 4- 
dr., $250; Bel Air (6) 4-dr., $265°*. 

DeSOTO—'57 Firedome 4-dr., $850* (ps). 

"55 Firedome 4-dr., §600* (ps). 

4-dr. hardtop, 


DODGE—’'56 Coronet (8) 
. 


$550°. 
EDSEL—’'58 Corsair 4-dr. hardtop, $990* 
$3,250° 
(ps); Galaxie (8) 4-dr,. hardtop, §$2,- 


330° (ps) 


’59 Thunderbird hardtop, $2,815* (ps), 
$2,650* (ps); Galaxie (8) hardtop, 
$1,620; Fairlane (8) 4-dr., $1,620*, 


(Continued on Page 64, Col. 3) 
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IN OVER $5000 FAMILIES 


3,310,000 reaoers 


IN OVER $10,000 FAMILIES 


“()"* job is to buy markets for you—the largest markets at the 
lowest prices. In the metropolitan area, we plan to put 
most of our effort and your money in the New York News—which has 
the largest share of readers in the over-$5,000 families —3,310,000, 

to be exact. And far more than any other New York paper can show in 
the over-$10,000 families —510,000 readers!”’ 








Dealers - - - Sales Managers 


“How Do You Rate 
Your Salesmen?' 


Yes No 
each of your salesmen selling 15 to 20 New and 
cars every month? ........ O O 


think that your salesmen make every hour they 
their job “really productive?" oO a} 


our salesmen are working the floor and they 
ospects who are “hot buyers" (but not today 

) do you feel they conduct an aggressive follow- 
to the point of going to the s house 
the advantages of doing business with your firm? 


Do your salesmen follow up every new car delivery by 
@ personal call in the customer's home to ask for new 
leads? 


Does each of your salesmen have ten “active” bird dogs 
that provide at least 3 good leads each and every 
month? 


Does each of your salesmen make ten cold approach 
phone calls each day with a planned conversation that 
really works? 


Is every salesman on your staff really “organized"™ to 
do a complete day's work? ate 
Would you be willing to invest in a Sales Training Plan 

by a successful automobile man that posi- 
tivel 


guarantees sales results and would allow you 
to give “yes” answers to the above 7 questions? ........ 


Do you believe it’s Management's job to provide a pro- 
gram of constant stimulation and direction for sales- 
men? 


Would you be receptive to a plan which would guar- 
antee so salesman to become productive his second 
day on the job? ....... 


Would it be worth while to “invest a few dollars” on 
a fresh new sales training —— even if it only 
produced one deal that would pay for your invest- 
ment? Seceeeseeseses coeesaesceessees eeeree 


Do you feel that the "only way” to sell cars is through 
expensive advertising and use salesmen as order 
ta ? 


“PRODUCTIVE USE OF TIME”’ 


As a former successful professional automobile salesman and sales 
manager | soon realized it was possible to spend 10 to 12 hours a day 
at this business and yet, after self-appraisal, realized that only 2 or 3 
of these hours was really productive. This appraisal prompted me to 
develop and successfully test a “self management plan” which enabled 
me to sell 200 New and Used Cars in my first year in our profession. 


“BACTS NOT FICTION’—The Author's background speaks for itself— 
6 years with a “Big 3" on Sales Promotion—Sales Training—Sales 
Management—PLUS—3 years’ retail experience as Successful Salesman 
—Used Car Manager—New Car Sales Manager. 


“ENDORSEMENT’—One of our many success stories—"We would be 
pleased to recommend this program to any dealer because it produces 
results!!"—Bob Andres, General Manager, Gates Chevrolet, Inc., 
South Bend, Indiana . . . "4 salesmen in Texas doubled normal sales 
in one month.” 


ecercces: 


penseccssces  L] 


sesh te line nati Sepia asthe ens ence nstiarceniosnses 
COPYRIGHTS FOR — CANADA — UNITED STATES — AUSTRALIA 


MANUFACTURERS’ INQUIRIES ALSO WELCOME 
Write and Receive Full Information FREE 


““C. R. Bailey Promotions” 
891 KING ST. E., HAMILTON, ONTARIO, CANADA 


ana: TRANSLUCENT DURABLE 
t wares one { 


el sa aba 





* 4 Permanent colors — DAY & NIGHT 

* Get up to 100% more light on your cars 
*% Portable decorating system 

* Permits use of smaller bulbs 

*% CUT electric bill & bulb cost up to 40% 
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Used-Car Auction Prices 


(Continued from Page 62) 


$1,600, $1,575*; Custom 300 (8) 2-dr., 
$1,370*. 

‘58 Thunderbird hardtop, $2,425* (ps); 
Fairlane 500 (8) conv., $1,485* (ps), 
$1,425*; hardtop, $1,055*; 4-dr., $1,- 
000; Country Sedan (8) 4-dr., $1,275*; 


Used Imported 
Cars 


ALBANY 


Renault—’58 Dauphine 4-dr., $600. 
"5ST CV-4 4-dr., $410. 


BORDENTOWN, N. J. 
Fiat—'60 4-dr., $575. 
MG—’59 MGA conv., $1,650. 
Metropolitan—’59 2-dr. hardtop, $950. 
Skoda—’'59 2-dr., $250, $150. 
Triumph—’59 conv., $1,525; 4-dr., $600. 


CALDWELL, N. J. 
Lioyd—’'59 2-dr., $520. 
"59 2-dr., $900. 
Renault—’58 Dauphine 4-dr., $550, 
Volkswagen—'58 Karmann-Ghia, $1,240. 
’56 Karmann-Ghia, $900. 


CHICAGO 
Opel—’58 2-dr., $795. 
Renault—~.60 Dauphine 4-dr., $1,300*, 
’59 Dauphine, $900; CV-4 4-dr., $600. 


COLUMBUS, O. 
Ford (English)—'58 Consul 4-dr., $760. 
Vauxhall—'59 4-dr., $1,000, 
"58 4-dr., $665. 
Volkswagen—’60 Karmann-Ghia, $2,300. 
’59 Karmann-Ghia 2-dr., $1,750. 
55 2-dr., $550. 


DAYTONA BEACH, FLA. 

Fiat—’'60 1200, $1,200. 
a a Anglia 2-dr., $815, 
Mercedes-Benz—'56 220, $1,700. 

itan—’'59 2-dr., $900. 
Peugeot—’'59 4-dr., $1,000. 
Renault—’59 4-dr. Dauphine, $800, $660. 

’BT 4-dr., $450, 

Simea—’59 4-dr., $775. 
Volkswagen—'57 2-dr., $875. 


DETROIT 
Ford (English)—’'58 station wagon, $540. 
Hiliman—'58 Minx 4-dr., $685. 
'54 conv., $360. 
Lioyd—’58 Alexander station wagon, $230. 
Triumph—’'60 Herald 4-dr., $1,475; 


FLINT 
Ford (English)—’58 4-dr., $665. 
Metropolitan—’59 2-dr., $950. 
‘57 2-dr. hardtop, $610. 
Volkswagen—’55 sunroof 2-dr., $400. 


LOS ANGELES 
Austin—’59 station wagon, $890. 
Austin-Healey—’56 roadster, $975. 
Ford ( )—’55 Anglia 2-dr., $225. 
Goliath—’57 1100 2-dr., $255. 
Jaguar—’60 XK150 roadster, $3,250*. 
MG—’59 roadster, $1,650. 

’58 Magnette 4-dr., $900. 

’56 roadster, $800. 

’'655 TF1500 roadster, $950. 
Porsche—’57 1600 2-dr., $2,175. 
Renault—'57 Dauphine 4-dr., $435. 
Volkswagen—’'60 2-dr., $1,600. 

"59 2-dr., $1,380. 

58 2-dr., $1,180. 

"S57 2-dr., $885, $785. 


MANHEIM, 
Alfa-Romeo—'59, $1,590. 
"56 2-dr., $990, 
Fiat—’59 1200 4-dr., $855; 600, $655. 
Jaguar—’'57 4-dr., $1,550. 
"56 4-dr., $650, $520. 
‘54 roadster, $970. 
MG—’60 conv., $1,785. 
itan— 60 2-dr., $1,300; 2-dr. hard- 
top, $1,220, $1,150. 
’59 2-dr. hardtop, $1,095, $1,035, $945. 
'56 2-dr. hardtop, $585, 
*55 2-dr., $500, 
Opel—’60 2-dr., $1,310. 
'59 2-dr. station wagon, $875. 
Peugeot—’59 -4-dr., $1,125. 
Renault—'60 4-dr., $1,095. 
"59, $850, $700. 
Simea—'58, $485, $250. 
Vauxhali—’'58 4-dr., $615. 
ee 2-dr., $1,375; Deluxe, $1,- 
40. 
’58 2-dr., $1,050. 
'57 2-dr., $910, 


MASON CITY, IA, 
Renault—'55 4-dr., $280. 
Volkswagen—'59, $1,290. 


PORTLAND, ORE. 
Renault—’58 Dauphine 4-dr., $600. 
Triumph—'57 TR-3 conv., $1,390. 
Volkswagen—'60 2-dr., $1,385. 

’58 2-dr., $1,150. 


WAREHOUSE POINT, CONN. 
Citroen—'59 LD19 4-dr., $1,500. 
Ford (English)—'55 Zephyr, $250. 
Hiliman—'56 Husky station wagon, $440. 
Renault—'58 Dauphine 4-dr., $640. 
Volkswagen—'59 sunroof, $1,200. 

'57 sunroof, $750. 


WEST PALM BEACH, FLA, 
Facel Vega—’'56 2-dr. hardtop, $1,800, 
Fiat—’60 2-dr., $650. 

Ford (English)—’58 Consul conv., $825; 

Escort, $620, $600; Prefect 4-dr., $610. 

"57 Prefect 4-dr., $330. 

‘60 Minx conv,, $1,400. 

‘59 station wagon, $730. 

‘58 Huskie station wagon, $630, 
Jaguar—'54 Mark VII 4-dr., $500. 
MG—'60 conv., $2,250. 

Morris—’'60 Minor 2-dr., $855. 
ee es. $500. 

"59 4-dr., $975. 
Simea—'59 2-dr., $500. 
Triumph—’59 TR-10 4-dr., $680, 


PA. 


Custom 300 (8) 4-dr., $1,210*, $1,120*, 
$875° 


"57 Country Sedan (8) 4-dr., $1,025*, 
$950*; Fairlane 500 (8) hardtop, $925* 
(ps), $835*, $825* (ps); 4-dr., $820*; 
Ranch Wagon (8) 2-dr., $870*; Custom 
300 (8) 2-dr., $770*, $710*; Custom 
300 (6) 2-dr., $750*, $645; Custom (8) 
2-dr., $710*, 

’56 Fairlane (8) hardtop, $790* (ps); 
conv., $730*; Ranch Wagon (8) 2-dr., 
$665*, $520*; Custom (8) 4-dr., $605* 
(ps), $465*; 2-dr., $485*. 

‘55 Fairlane (8) conv., $705* (ps); hard- 
top, $350*; 4-dr., $260* (ps); Custom 
(8) 2-dr., $480; Main (6) 2-dr., $300. 

54 Custom (8) 4-dr., $295; Crest (8) 
hardtop, $240*. 


LINCOLN—’58 Capri 4-dr., $1,750* (ps). 
"55 Capri 4-dr., $275* (ps). 
MERCURY—'58 Monterey 4-dr., $1,280* 


(ps). 
’56 Montclair hardtop, $680*. 
’55 Custom 2-dr., $340. 
OLDSMOBILE — ‘59 (88) conv., $2,400* 
(ps), $2,200* (ps); 4-dr. hardtop, $2,- 


150* (ps). 

"58 (88) Super hardtop, $1,615* (ps); 
(88) hardtop, $1,500* (ps). 

’57 (88) Super 4-dr. hardtop, $1,190* 
(ps); (98) 4-dr., $1,150* (ps); (88) 4- 
dr., $1,020*. 

’56 (88) Super 4-dr. hardtop, $990* (ps), 
$805* (ps), $760* (ps); (98) conv., 


$650* (ps); (88) hardtop, $575*, 
’55 (98) 4-dr., $390* (ps). 
’54 (88) Super hardtop, $400*. 
mek erate Belvedere (8) 4-dr., $1,- 
» 
*58 Suburban (6) 4-dr., $990*. 
"57 Belvedere (8) hardtop, $880*, $735*; 
Plaza (6) 2-dr., $655. 
‘56 Suburban (8) Sport 4-dr., $700*; 
Plaza (6) 2-dr., $425. 
"55 Savoy (8) 4-dr., $325*, $275*, 
PONTIAC—’60 Bonneville conv., $3,000* 


(ps). 

’68 Chieftain 4-dr. hardtop, $1,370*, 

‘57 Chieftain hardtop, $700*, 

’56 Star Chief conv., $1,010* (ps); hard- 
top, $490*; Chieftain Safari 2-dr., 
$665* (ps); hardtop, $470*, 

’55 Star Chief hardtop, $550*; 4-dr., 
$475*; conv., $425* (ps); Chieftain 
hardtop, $420*. 

’54 Chieftain hardtop, $150. 

RAMBLER—’55 Custom (6) 4-dr., $660. 
STUDEBAKER—’59 Lark (6) 2-dr., $1,- 


210. 
MISCELLANEOUS—’58 Chevrolet (6) %- 
ton pickup, $915. 
’57 Chevrolet (6) %-ton pickup, $800; 
Ford Ranchero (6) %-ton pickup, $860. 
’55 Ford (8) %-ton pickup, $500. 
"53 Dodge (6) %-ton pickup, $285, 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of June 14, 


BUICK- '57 Special 4-dr., $935*. 

‘56 Special 4-dr. Riviera, aw. (ps), 
$625* (ps); 2-dr. Riviera, $4 ; Super 
4-dr., $605* (ps). 

’55 RM 2-dr. Riviera, $600* (ps); Special 
4-dr., $465*; 2-dr., $375* (ps). © 

™ RM 2-dr, Riviera, $200* (ps), $190* 
Ps). 

CADILLAC—’59 de Ville 2-dr. hardtop, 
$4,000* (ps); (62) 4-dr., $3,900* (ps). 

’57 Eldorado conv., $2,150* (ps); (62) 
4-dr. hardtop, $1,650* (ps). 

"56 (62) conv., $1,160* (ps). 

"55 (62) conv., $880* (ps); 4-dr., $880* 
(ps). 


CHEVROLET—’60 Impala (8) sport coupe, 
$2,375* (ps), $2,375*; conv., $2,350* 
(ps); Parkwood (8) 4-dr., $2,275*; 
Corvair (6) 4-dr., $1,600. 

"59 Impala (8) conv., $1,950* (ps); 4- 
dr., $1,910*; Parkwood (8) 4-dr., $1,- 
890*; Brookwood (6), $1,815*, $1,465; 
Bel Air (6) 4-dr., $1,390* (ps); Bis- 
cayne (6) 2-dr., $1,300, 

"58 Impala (8) sport coupe, $1,475* (ps); 
Bel Air (8) sport sedan, $1,110* (ps); 
Delray (6) 2-dr., $1,015. 

’57 Two-ten (8) 4-dr., $1,025*, $730; 
2-dr., $800*. 

'56 Bel Air (8) sport coupe, $790*; Two- 


Seat Width Bars 
Big 3 Compacts 
As Toronto Cabs 


TORONTO.—The back seats of 
the Big Three’s compact cars are 
too narrow, the Metro Licensing 
Commission has ruled in rejecting 
the cars’ use as taxis here. 


James Neville, commission sec- 
retary, said the rear seats of the 
Corvair, Falcon and Valiant are 
less than the 56.5 inches wide spe- 
cified. 


But the makers have disagreed 
with the commission’s findings, he 
said. They claim, he added, that the 
Valiant back seat is 56.9 inches 
wide, the Falcon, 56.7 inches, and 
the Corvair, 58 inches. 


“What they are talking about is 
hip room,” Neville continued, “the 
measurement from one side of the 
car to the other. What we are in- 
terested in is seating room—the 
average width of the seats. 


“Two of these cars, for instance, 
have semicircular seats which nar- 
row down at the sides, They are 
made this way for easy entry, but 
this narrows down seating capacity 
for three people.” 

He said the Lark, Rambler and 
Mercedes-Benz are the only com- 
pacts approved by the commission 
as taxis. 










ten (6) 2-dr., $600*; One-fifty (6) 4- 


dr., $300, 

’55 Two-ten (8) 4-dr., $680*; 2-dr., $150; 
One-fifty (6) 4-dr., $150. 

OHRYSLER—’57 Windsor 4-dr., $800°*. 

’56 Windsor 2-dr. hardtop, $725* (ps). 

DeSOTO—’57 Firedome 4-dr., $825* (ps). 

‘56 Firedome 2-dr. hardtop, $605* (ps). 

’53 Firedome 4-dr., $230* (ps). 

DODGE—’'59 Custom Royal (8) 2-dr. hard- 
top, $1,800* (ps). 

58 Custom Royal (8) 2-dr. hardtop, $1,- 
250° (ps). 

FORD—’60 Thunderbird (8) conv., §$3,- 
850* (ps); Country Sedan (8) 4-dr., 
$2,400* (ps); Galaxie (8) conv., $2,- 
200* (ps); 4-dr. Victoria, $2,190* 
(ps), $2,190 (ps); Falcon (6) station 
wagon, $2,100*, 

59 Galaxie (8) skyjiner, $1,965* (ps); 
2-dr. Victoria, $1,625* (ps); Galaxie 
(6) 2-dr., $1,330*; Ranch Wagon (8) 
4-dr., $1,700* (ps); Fairlane 500 (8) 


2-dr., $1,575*, $1,360*; Fairlane 500 
(6) 4-dr., $1,210; Country Sedan (8) 
4-dr., $1,395. 


’58 Fairlane 500 (8) conv., $1,450* (ps); 
4-dr. Victoria, $1,050* (ps); Country 
Sedan (8) 4-dr., $1,250* (ps). 

‘57 Country Sedan (8) 4-dr., $1,080* 
(ps); Fairlane 500 (8) skyliner, $1,- 
065*; 2-dr, Victoria, $975* (ps); Cus- 
tom 300 (8) 4-dr., $525. 

56 Country Sedan (8) 4-dr., $665* (ps); 
Fairlane (8) 2-dr. Victoria, $600* (ps); 
Custom (8) 4-dr., $430; Ranch Wagon 
(6) 2-dr., $145. 

*55 Custom (8) 2-dr., $540*. 

’54 Country Sedan (8) 4-dr., $395, 

MERCURY—’56 Montclair 2-dr. hardtop, 


$790". 
’55 Custom 4-dr., $465*, $335*, 
PACKARD — ’55 Clipper 2-dr, hardtop, 
$350* (ps) 


PLYMOUTH—’59 Belvedere (8) 2-dr. hard- 
top, $1,851* (ps); Suburban (8) Cus- 
tom 4-dr., $1,395* (ps). 

’55 Plaza (6) 4-dr., $100. 


PONTIAC—’60 Ventura 4-dr. Vista, $2,- 
615* (ps). 
565 Star Chief 2-dr, Catalina, $370*; 


Chieftain 4-dr., $260. 

RAMBLER—’59 Custom (6) Cross Coun- 
try, $1,675. 

STUDEBAKER—’60 Lark (8) station wag- 
on, $1,775. 

MISCELLANEOUS—’59 Ford Ranchero, 
$1,115. 


DETROIT 


State Fair Auto Auction. Sale every 
Tuesday. Prices are for sale of June 14. 
Prices are down, Sold 106 cars from 211 
consignments. 

BUICK—’57 Special 2-dr, hardtop, $800*. 

’56 Special 2-dr. hardtop, $600*, $595*, 
$560°. 

’55 Special 2-dr. hardtop, $725*. 

"563 RM conv., $170* (ps). 
CADILLAC—’51 (62) 4-dr., $130*. 
CHEVROLET—’59 Bel Air (8) 4-dr., $1,- 

475°. 

‘58 Delray (8) 2-dr., $900*. 

’57 Bel Air (8) sport sedan, $1,100*; 
Two-ten (8) station wagon, $985*, 
$965*, $945*; One-fifty (8) 2-dr., $600. 

56 Bel Air (8) 4-dr., $735*; Bel Air 
(6) 4-dr., $675*, $650*; 2-dr., $590°; 
Two-ten (8) 2-dr., $655, $645, $625*, 
$600*, $550*; Two-ten (6) sport sedan, 
$650; station wagon, $610, $585*; 4- 
dr., $550*, $500; One-fifty (6) 2-dr., 


$350. 

55 Bel Air (8) sport coupe, $610*; Bel 
Air (6) sport coupe, $490*; station 
wagon, $475* (ps); 4-dr., $335; 2-dr., 
$270*; Two-ten (8) 2-dr., $460*; Two- 
ten (6) 4-dr., $435; 2-dr., $375*. 

’54 Bel Air sport coupe, $370, $295*, 
$130*; Two-ten 2-dr., $300; One-fifty 
2-dr., $230. 

’53 Two-ten 4-dr., $100. 

CHRYSLER—’56 NY 2-dr. hardtop, $650* 


(ps). 

DeSOTO — ’56 Firedome 2-dr. hardtop, 
$635* (ps). 

DODGE — ’57 Royal (8) 2-dr. hardtop, 


$760*; Coronet (6) 4-dr., $495. 
55 Royal (8) Sierra 4-dr., $520* (ps); 
2-dr, hardtop, $385*, $375*. 
EDSEL—’58 Ranger 4-dr. hardtop, $750*. 
FORD—’58 Country Sedan (8) 4-dr., $1,- 
105; Custom 300 (S) 2-dr., $850, $825; 
4-dr., $820. 

’57 Ranch Wagon (8) 2-dr., $725; Cus- 
tom (8) 2-dr., $650, $580. 

’56 Country Squire (6) 4-dr., $620* 
(ps); Ranch Wagon (8) 2-dr., $585; 
Custom (6) 4-dr., $500* (ps), $305*; 
2-dr., $430*, $380, $235; Main (6) 
4-dr., $450; 2-dr., $350. 

"55 Fairlane (8) 2-dr. Victoria, $545*; 
2-dr., $460*; Fairlane (6) 2-dr., $200*; 
Custom (6) 2-dr., $205*. 

’54 Country Sedan (6) 4-dr., $300. 

MERCURY—’57 Montclair 2-dr, hardtop, 
$885* (ps), $880*; Monterey 2-dr., 
$825* (ps), $740; 4-dr. hardtop, $780*; 
4-dr., $610*. 

’56 Custom 4-dr., $490*; Medalist 2-dr., 
$425*. 

’55 Montclair 4-dr., $250*. 

OLDSMOBILE — '56 (88) 2-dr. Holiday, 
$725* (ps), $590*; 4-dr, Holiday, $700* 


(ps). 
"54 (88) 4-dr., $350* (ps); 2-dr., $295* 


(ps). 
"52 (88) 4-dr., $105*. 
PACKARD—’57 Clipper 4-dr., $515* (ps). 
PLYMOUTH — ’'58 Belvedere (6) 4-dr., 
$770* (ps). 
"57 Belvedere (6) 4-dr. hardtop, $660* 
(ps), $625°*. 
‘56 Savoy (6) 2-dr. hardtop, $425*, 
$375*; 4-dr., $375; Plaza (6) 2-dr., 
15 


$315. 

55 Plaza (6) 2-dr., $285; Suburban, 
$275; Savoy (6) 4-dr., $270*, $215. 
PONTIAC — '57 Chieftain 2-dr, Catalina, 

$670*. 

’55 Star Chief 2-dr. Catalina, $330* (ps). 
RAMBLER—’56 Custom 4-dr., $565*. 
STUDEBAKER—'56 Commander (8) 4-dr., 

$310*. 

’55 Champion (6) 2-dr, hardtop, $265*. 

* 1 + 


— Auctions in Brief — 
DANVILLE, VA. 


Danville Auto Auction, Sale every 
Wednesday (June 15), Demand extremely 
high on modern clean and modern price 
units. 

Y * * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (June 17), Another of the usual big, 
fine sales. Sold 79 percent of 752 consign- 
ments. - ‘ 

* 


WEST PALM BEACH, FLA. 
West Palm Beach Auto Auction, Inc. 
Sale every Thursday (June 16). Market 
lower than ever on average units, Strong 
on clean units. 





aati nile 





” Postage 


Post. St 
aa Will be Paid 


if Mailed in the by 
United States 


Automotive News 
965 East Jefferson Avenue 
Detroit 7, Michigan 





a 


NEW SUBSCRIPTION ORDER 


Send me Automotive News every week for 


2 Years $16 [J 1 Year $9 (1 (U.S. and Canada) 
All Other Countries, 2 Years $22 [1] 1 Year $13 1 


for which check is attached [] or send bill [] 
Name & Title 


Company 


Street Address 


TRADE CONNECTIONS: 
Ben reernereneeseninnmcmanssongemennancidine Car Dealer O Make of car 
ne _— Dealer : nae Dealer B 
anufacturer e 
Zone State =. _ ___ Service Station ([] Galea O 


or. 


(PLEASE DO NOT USE THIS CARD IF YOU ARE ALREADY A SUBSCRIBER) 





CPL LL eee ea 


Lita 
LL ea 
Me | | | 


PTA 
|| | ee | 


NAAA AUTO AUCTIONS 
FURNISH THE 


KEY TO PROFITS! 





ALL CHECKS AND TITLES GUARANTEED! 
@ Ail members of the NAAA are pledged to a strict Code of Ethics. 


©@ Membership is composed of experienced Auction Operators with financial respon- 


sibility, honor, and a successful operation. 


@ NAAA members are strategically located from coast to coast and from border to 


border. 


®@ Banks, Finance Companies: Repossessed Cars can be handled for you, with all details 
taken care of by your nearest NAAA member. This service saves you time, trouble, 





ALABAMA 

Cofield’s Auto Auction 
Alabama State Fair Grounds 
Birmingham (Thursday) 
Dixie Auto Auction 

217 Gadsden Highway 
Birmingham (Monday) 
The Auto Auction 

Traffic Circle South 
Dothan (Wednesday) 


ARIZONA 

Phoenix Auto Auction 
2201 Westward Blvd. 
Phoenix (Wednesday) 


CALIFORNIA 

Fresno Auto Auction 

3300 N. Webber Ave. 

Fresno (Monday) 

Los Angeles Auto Auction 
8001 E. Garvey 

So. San Gabriel (Tuesday) 
Sacramento Auto Auction 
4304 W. Capitol Ave. 

West Sacramento (Thursday) 


COLORADO 

Colorado Auto Auction 
4285 S. Santa Fe Dr. 
Littleton (Monday) 
Denver Auto Auction 
4595 S. Santa Fe Dr. 
Littleton (Friday) 


CONNECTICUT 


Southern Auto Sales 
Rt. 5 
Warehouse Point (Wednesday) 


FLORIDA 


St. Pete Auto Auction 
Pinelas County Airport 


NAAA MEMBERS ARE ALWAYS DEPENDABLE ... ALWAYS AT YOUR SERVICE! 


St. Petersburg (Tuesday) 
West Palm Beach Auto Auction 
Palm Beach Fairgrounds 
West Palm Beach (Thursday) 


GEORGIA 

Dixie Auto Auction 

1040 Brady Ave., N.W. 
Atlanta (Tuesday) 

Tom Hewitt Auto Auction 
U. S. Highway 41, South 
Valdosta (Friday) 

Middle Georgia Auto Auction 
4459 Broadway 

Macon (Wednesday) 


ILLINOIS 


Arena Auto Auction 

8486 S. Chicago Ave. 

Chicago (Tuesday) 

Greater Chicago Auto Auction 
7750 S. Cicero Ave. 

Chicago (Thursday) 


INDIANA 


Dyer Auto Auction 

641 Joliet St. (Rt. 30) 
Dyer (Friday) 

Evansville Auto Auction 
2229 S. Kertitucky Ave. 
Evansville (Thursday) 
Fort Wayne Speedway Auction 
220 W. California Rd. 

Fort Wayne (Tuesday) 
Indianapolis Auto Auction 
4300 West 10th St. 
Indianapolis (Wednesday) 
South Bend Auto Auction 
1208 E. McKinley Ave. 
Mishawaka (Wednesday) 


IOWA 


Central States Auto Auction 
211 S. Delaware 
Mason City (Wednesday) 


KENTUCKY 

Fred Brown’s Auto Auction 
2240 Bridge St. 

Paducah (Tuesday) 


LOUISIANA 

Capitol Auto Auction 
4365 Florida Ave. 
Baton Rouge (Friday) 


MARYLAND 

Bel Air Auto Auction 
U. S. Highway 1 

Bel Air (Thursday) 


MASSACHUSETTS 


Concord Auto Auction 
Hosmer Street 
Acton (Tuesday and Friday) 


MICHIGAN 


Aptco Auto Auction 

19241 Dix-Toledo Highway 
Melvindale (W ednesday) 
Flint Auto Auction 

3711 Western Rd. 

Flint (Wednesday) 

Motor City Auto Auction 
18310 Telegraph Rd. 
Detroit (Mon 


MISSOURI 

Johnny Wood’s Auto Auction 
6200 Independence Ave. 
Kansas City (Tuesday) 

166 Auto Auction 

U. S. Highway 166 
Springfield (Mon. & Thurs.) 


NEBRASKA 

Omaha Auto Auction 
195th Dodge 

Omaha (Tuesday) 


y and Thursday) 


storage and expense . . . cars are refurbished and repaired at dealer cost . . . sold 


for cash at auction to the highest bidder. 


@ Leasing Firms: Your units for liquidation can be quickly disposed of —for cash! 
Location of cars is no problem, refurbishing is at fleet cost, and no consignment is 


too large or too small. 


© New Car Dealer: Use NAAA service to adjust your used car inventory regularly or 





at regular intervals—these auctions are the answer to used car problems! 


NEW JERSEY 


National Auto Dealers 
Exchange, Rt. 206 South 
Bordentown (Wednesday) 


Skyline Auto Auction 
Route 
Caldwell Township (Thurs.) 


NEW YORK 

Tim Anspach, Inc. 

1906 Central Ave. 
Albany (Monday) 
Banksville Auto Auction 
Bedford-Banksville Rd. 
Banksville (Tuesday) 
Syracuse Auto Auction 
La Fayette (Wednesday) 
Thruway Auto Auction 
2224 Union Rd. 

Buffalo (Tuesday) 


NORTH CAROLINA 
E. M. Stafford, Inc. 
2615 Wilkinson Blvd. 
Charlotte (Wednesday) 


NORTH DAKOTA 


Tri State Auto Auction Co. 
3041 Front St. 
Fargo (Thursday) 


OHIO 


A-1 Auto Auction 

707 Waterloo Rd. 

Akron (Tuesday) 

Capital Auto Auction 

Ohio State Fairgrounds 
Columbus (Thursday) 
Dayton Dixie Auto Auction 
5345 North Dixie 

Dayton (Monday) 
Montpelier Auto Auction 


Route 28 
Montpelier (Monday) 


PENNSYLVANIA 


Butler Auto Auction 
Pillow Street 
Butler (Wednesday) 


Manheim Auto Auction 
Route 22 
Manheim (Friday) 


Pennsylvania Auto Dealers 
Exchange 

U. S. Route 111 

York (Wednesday) 


SOUTH CAROLINA 
Bruce’s Auto Auction 
New Buncombe Rd. 
Greenville (Thursday) 


TENNESSEE 

Nashville Auto Auction 
1406 Lebanon Rd. 
Nashville (Wednesday) 


Powers Auto Auction Sales 
Bristol (Friday) 

Slaton Auto Auction 
Lenoir City (Mon. & Thurs.) 


Tri State Auto Auction 
Whitehaven (Thursday) 


TEXAS 

Amarillo Auto Auction 
3202 E. 10th St. 
Amarillo (Friday) 


UTAH 

Salt Lake Auto Auction 
3403 S. State St. 

Salt Lake City (Thursday) 


VIRGINIA 


Danville Auto Auction 
Danville (Wednesday) 


Fredericksburg Auto Auction 
U. S. Highway 1, Alt. 
Fredericksburg (Wednesday) 


Windsor Auto Auction 
U. S. Highway 460 
Windsor (Thursday) 


WASHINGTON 


South Seattle Auto Auction 
10844 E. Marginal Way 
Seattle (Wednesday) 


WISCONSIN 


Tri State Auto Auction 
Cuba City (Thursday) 


Wausau Auto Auction 
Highway 29 
Wausau (Monday) 













SEE THE NAAA MEMBER NEAREST YOU AT YOUR EARLIEST OPPORTUNITY 





NATIONAL AUTO AUCTION ASSOCIATIO 








Executive Office: 


803 SO. COLUMBIA ST., 
FRANKFORT, INDIANA 
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Makers Bar Bonuses, 
Seorn Enabling Bill 


(Continued from Page 8) 


country, Organizations have been 
formed in Oklahoma, Michigan and 
South Carolina, they said, and a 
number of dealers (including 
George Purvis, 1957-58 chairman of 
the National Ford Dealer Council 
and other “responsible” Big Three 
dealers) have signed a protest 
against NADA. 

Bradley, of Oklahoma, said he 
spoke for 217 franchised dealers. 
Krum, of Michigan, put into the 
record the names of 15 dealers who 
supported his views—those of the 
North Carolina group. 

+ ” cs 


Roche Presents GM Case 


a in the hearings, Gen- 
eral Motors, American Motors 
and Studebaker-Packard objected 
to the proposed system of manufac- 
turers paying re- 
bates of up to 5 
percent of the 
suggested list 
price to dealers 
who sold within 
their franchise 


areas. 

James M. Roche, 
GM. distribution 
vice - president, 
said enactment of 
the Harris bill 
“would result in 
additional costs to consumers with- 
out corresponding additiona] bene- 
fits to consumers” and would thus 
not be beneficial to consumer, 
dealer or manufacturer. 

Roche described GM’s pre-1949 
territory-security plan and ex- 
plained that the company would 
back legislation embodying a sys- 
tem whereby a dealer selling 
within another dealer’s territory 
would share his profit with the 
dealer infringed upon. 

Such a “realistic and workable” 
provision, he asserted, “provides a 
means of compensating a dealer 
for his investment in personnel and 
in sales and service facilities estab- 
lished and maintained to provide 
for the requirements of purchasers 
in those instances where the dealer 
does not otherwise participate in 
the gross-profit potential of the 
sale to such a purchaser residing in 
his area of responsibility.” 

The “desirable consumer-dealer 
relationship” that results, Roche 
said, means that car owners receive 
after-sale service consideration 
equal to that given to car buyers 
who deal directly with the dealer. 

ok * * 


O BASIS for such a customer- 

dealer relationship exists with 
the territory-security system set up 
by the Harris and Monroney bills, 
Roche claimed. 

He contended that the dealer 
“would be inclined to take care of 
the service requirements of the car 
owners, to whom he has made 
sales, before satisfying: the service 
requirements of car owners who 
have purchased their cars from 
other dealers.” 

“Any additional discount, re- 
bate or allowance would repre- 
sent compensation for performing 
sales and service obligations 
which the dealer is already con- 
tractually obligated to perform, 
and for which General Motors 
has already provided compensa- 
tion by selling its products at an 
established discount from list 
price,” Roche continued. 

“Furthermore, it would represent 
an item of cost incident to retail 
distribution— which is neither a 
production cost nor a wholesale 
distribution cost. As such it would 
be provided for in the list price and 
would result in increases in list 
prices and additional costs to con- 
sumers,” 





* * * 


GM Won’t Implement Plan 


ADORE to include exemption 
from all antitrust statutes— 
instead of merely the Robinson- 
Patman Act—was described by GM 
as a “very serious deficiency” of 
the Harris bill. GM stopped its 
territory-security setup in 1949 
upon advice of counsel, Roche said, 
and will not again use such a plan 
—either its own or the one now 
under consideration—until exemp- 


tion is provided by law against all 
existing antitrust laws. 

It seems “obvious” to GM that 
all antitrust laws and related 
laws should be specifically enum- 
erated. Roche mentioned court 
cases as well as repeated state- 
ments by the Department of Jus- 
tice and related agencies, 

In conclusion, Roche repeated 
GM's opposition to the Harris bill: 
“It will result in additional cost to 
consumers. It is not beneficial to 
the dealer or the manufacturer, 
and it could result in litigation to 
determine the congressional intent 
and the scope of the immunity pro- 
vided under the antitrust and re- 
lated laws.” 

Moreover, Roche added, even if 
the bill is enacted, GM will not 
avail itself of the territory security 
provisions. 

* * oe 
EP. ROBERT HEMPHILL, 
South Carolina Democrat, asked 
Roche why consumers would have 
to pay higher prices. 

Roche said the amount is. so 
“tremendous” that there would be 
no way other than to increase car 
prices and in so doing GM “would 
be acting against the best interests 
of the public, dealers and our- 
selves.” 

If the Harris bill had been in 
effect in 1959, Roche estimated, it 
would have cost GM about $500 
million—-an average of $160 to $165 
per car. 

The total rebates and discounts 
which GM gives its dealers—and 
Roche said they always are on 
a uniform basis to all dealers— 
are only a small part of this esti- 
mate, he said—from one percent 
to 6 percent of the half-billion. 

(An earlier witness, NADA Di- 
rector Mead Norton, of Oklahoma, 
suggested pooling rebates currently 
given by manufacturers to make 
the rebates proposed by the Harris 
bill. Norton also suggested that 

some manufacturers were giving 
rebates in a nonuniform manner. 
Rep. Dingell queried manufacturers 
about rebates and promotional] al- 
lowances to find out if they were 
being distributed according to the 
requirements of the Robinson-Pat- 
man Act.) 
+ a * 


AMC Opposes Bills 


EP, ROBERT HEMPHILL, 

South Carolina Democrat, asked 
Roche if GM had polled its dealers 
for their sentiment on the Harris 
and Monroney bills. Roche said the 
company had not, but had the im- 
pression that dealers were divided 
on the question. 

Under questioning, Roche said 
that GM would still oppose both 
bills if they were amended to in- 
clude exemption from all antitrust 
laws or if the rebate level were 
drastically reduced. Roche restated 
GM’s opposition, even then, con- 


New Hoosier Officers— 


tending that the whole system was 
basically wrong. 

Hemphill asked if bootlegging 
would continue if the Harris bill 
or the revised Monroney bill were 
passed. 


American Motors was represent- 
ed by William H, McGaughey, com- 
munications vice-president, and 
V. E. Boyd, director of automotive 
operations. 

McGaughey quoted the June 20 
issue of Automotive News as re- 
porting an $83 decline in the aver- 
age wholesale price of used cars 
between June, 1959, and June, 1960, 
whereas a year ago a $96 increase 
was registered in June over the 
corresponding month at 1958. 

+ * 


eGAUGHEY continued: “High- 

er prices without compensating 
increases in product value, limita- 
tions on dealer sales opportunities, 
or the implanting of a spirit of 
complacency through protected 
dealer territories would, in time, 
tend to adversely influence the 
manufacturer’s overall sales vol- 
ume, thus increasing his costs or 
lowering his profits, or both.” 
AMC, McGaughey added, is “in- 

timately familiar with the stony 
countenance and the benign smile 
of the American consumer.” 
AMC’s experience from 1954 to 
1958 “in overcoming the twin 
evils of mounting costs and 
dwindling profits was too recent 
for us to lose sight of the dele- 
terious effects of the declining 
sales curve,” he said. 

The company knows “its painful 
consequence for employes, vendors, 
stockholders and dealers,” he 
added. 

AMC’s special position was noted 
by McGaughey: “In decided con- 
trast, our pioneering efforts with 
the compact Rambler succeeded in 
restoring our company to a position 
of profitability and enabled Ram- 
bler dealers to realize higher net 
profits per percentage of sales than 
the industry averages reported by 
the National Automobile Dealers 
Assn.” 

Even so, he said, the company 
found itself hampered by the Good 
Faith Act, and it feels that the 
Harris bill, like the Good Faith 
Act, deals with a competitive prob- 
lem that should not be handled 
by legislation. 

* * 


‘Face-to-Face’ Approach 


“BN OUR opinion,” McGaughey 
said, “neither NADA nor any 
multiple-line dealer group or any 
legislative group should properly 
deal with the competitive aspects 
of the factory-dealer franchise.” 
Each manufacturer must handle 
its own dealers’ problems in its 
own way, he said, and added that 
AMC’s Dealer Advisory Board has 
been praised by NADA. 

“We prefer to maintain the de- 
cidedly competitive advantages 
that come through our top man- 
agement and other company of- 
ficers and executives working out 
mutual problems face-to-face, in 
a democratic manner, with dealer 











Officers elected by the Automobile Dealers Assn. of Indiana Inc., at its 23rd con- 
vention, included, seated, from left: William A. Grawemeyer, Indianapolis, vice- 
president, North; Frank Crews, Huntington, president, and Kenneth C. Kent, Evansville, 
vice-president, South. Standing, left to right, are Maynard Noll, Columbus, recording 
secretary, and Stanley A. Pressier, Bloomington, retiring president. H. O. McGee, 
Indianapolis, treasurer, was not present when the photograph was taken. 





representatives elected by Amer- 
ican Motors dealers themselves,” 
McGaughey declared. 

Contrary to GM’s insistence that 
it will not go along with permissive 
legislation, McGaughey said AMC 
“undoubtedly would have difficulty 
avoiding going along if one or more 
major manufacturers adopted pro- 
tected territory bonus payments 
and if our dealers demanded this 
franchise feature as something 
they wanted for competitive or 
other reasons.” 

* * + 


———- MOTORS’ peculiar 
vulnerability was noted by Mc- 
Gaughey, who said AMC would be 
penalized more than the major 


companies. 
“Three years 
ago,” he said, 


“American Mo- 
tors accounted 
for only 2 percent 
of the industry’s 
sales. If we'd 
been forced to 
adopt closed ter- 
ritories at that 
time, it would 
have been impos- 
sible for Ameri- 


W. H. McGaughey 
can Motors to have increased our 
market penetration to the 7 per- 
cent we enjoy today.” 

Moreover, he said, AMC’s deal- 


er representation “still is sub- 
stantially under our major com- 
petitors’ in number and below 
the strength we will require to 
support our projected production 
volumes,” 

“To be forced for competitive 
reasons to carve only partially de- 
veloped territories and grant fran- 
chises that limit the further de- 
velopment of markets where our 
representation is currently inade- 
quate, would prevent us from fully 
capitalizing upon a revolution in 
the marketplace Rambler has help- 
ed create,” he asserted. 

McGaughey also raised the ques- 
tion of other antitrust statutes: 
“Whether those drafting H.R. 10201 
gave adequate consideration to the 
‘restraint of trade’ provisions of the 
Sherman Act is a question the com- 
mittee eventually may wish to con- 
sider.” 

Eg * + 


‘Unfair’ to Smaller Firms 


N SUMMARY, AMC said: “We 

believe that the practices per- 
mitted under the bill are funda- 
mentally unsound and would in- 
volve considerable unproductive 
expenses that the customer must 
largely bear in terms of higher 
new-car prices. 

“We maintain, too, that the 
freezing of marketing areas 
would present greater handicaps 
to smaller automobile manufac- 
turing companies than to the 
larger ones, restricting their abil- 
ity to make the most of existing 
opportunities in the mushroom- 
ing compact-car market.” 

Rep. Dingell was assured by the 
AMC spokesmen that any rebates 
or. discounts given by American 
Motors to its dealers were given 
uniformly and in compliance with 
the Robinson-Patman Act. 

McGaughey also said that AMC 
dealers had not been polled, but 
in a meeting of 22 dealers on 
AMC’s Dealer Advisory Board, 
about half had been for territory 
protection and about half against. 


* * * 


UBCOMMITTEE Chairman 
Peter Mack, Illinois Democrat 
and a second-generation auto deal- 
er, put into the record a tele- 
gram from H. E. 
Churchill, Stude- 
baker - Packard 
president. 
Churchill op- 
posed the Har- 
ris bill for the 
same basic rea- 
son given by 
GM and AMC: 
It would raise 
prices to con- 
sumers, 
Moreover, like H. E, Churchill 
AMC, Studebaker-Packard felt it 
would work a particular hardship 
on small manufacturers and inde- 
pendent dealers and especially be 
unworkable in the case of Stude- 
baker-Packard because of “dualled 
dealers.” 
* cs 


FTC, NIADA Opposed 


yas Harris bill was both sup- 
ported and opposed in the first 











day of hearings in testimony by 
the Federal Trade Commission, Na- 
tional Automobile Dealers Assn. 
and National Independent Automo- 
bile Dealers Assn. NADA was the 
only group in favor of the measure. 

Lead-off witness Earl W. Kint- 
ner, FTC chairman, noted that 
the Commission “has consistently 
opposed territorial agreements 
which restrain trade” on the 
grounds that they “inevitably pre- 
vent consumers from achieving 
those price and service advan- 
tages which result from healthy, 
vigorous competition.” 

Moreover, he continued, FTC 
“has consistently opposed attempts 
to favor specific industries with ex- 
emptions from the antitrust laws.” 
In fact, he, asserted, passage of the 
Harris bill “would be a signal for 
other segments of our economy to 
press for special legislation of a 
similar nature and would initiate 
further encroachments upon our 
national policy of free competition.” 

This is how Kintner described 
results of passage of such a bill: 
“The provision for discounts, re- 
bates and allowances for sales 
within a specified geographical area 
would authorize a two-price system 
for automobile dealers. The dealer 
would pay one price for automo- 
biles sold outside an allotted ter- 
ritory and another, a lower price, 
for automobiles sold within the ter- 
ritory. 


* * * 


“i only would this nature of 
price discrimination be au- 
thorized by law,” he argued, “but 
discounts, rebates, and allowances 
could be set sufficiently high to 
preclude any effective competition 
from dealers outside another's 
home territory. 

“As the bill comtemplates, in fact 
requires, that the discounts, rebates 
and allowances for selling in one’s 
home territory be uniform in all 
franchise agreements, the means 
would thus be established to have 
all dealers sell orily in allocated ter- 
ritories, an arrangement which 
dealers could not make with each 
other without violating current 
law.” 

The Harris bill mentions only 
the Robinson-Patman Act, but 
Kintner felt that “its purpose is 
to authorize the practices recited 
in the bill and thus grant im- 
munity under the Clayton Act, 
the Sherman Act and the Federal 
Trade Commission Act as well.” 

To be effective, in fact, Kintner 

felt that the other statutes would 
have to be named. When asked by 
Rep. Dingell about the purpose of 
using only the Robinson-Patman 
Act and omitting other antitrust 
laws, Kintner commented that per- 
haps the sponsor meant to leave it 
in the hands of FTC and keep the 
problem out of the “tender” hands 
of the Department of Justice. 

Kintner took the position firmly 
that both the Sherman Act and 
Clayton Act were involved—a posi- 
tion with which NADA disagreed. 

* OK od 


Norton Speaks for NADA 


R=. HEMPHILL wondered if 
there was anything car dealers 
could do to stop bootlegging with- 
out violating antitrust laws. Kint- 
ner replied that he thought the 
auto labelling bill had taken care 
of that problem, but that the Har- 
ris bill, whose purpose was to “al- 
locate customers” would not help 
bootlegging. 

Kintner expressed himself as 
strongly in favor of capitalism 
and competition—“a free market” 
— and he warned that if there 
was any further “watering down” 
of the antitrust laws by granting 
exemption to special groups there 
would be nothing but “rags and 
tatters” left, 


He noted the growing tendency 


-| of business to seek exemptions and 


he deplored it. However, he told 


;| the subcommittee candidly that if 
it is Congress’ 


intent “to insure 
safety for car dealers,” then it must 
write a law with reference to all 
antitrust laws. 

Rep. Mack agreed with Kintner 
on the value of free enterprise but 
noted that dealers always had 
plenty of competition even in the 
days when they had territory se- 
curity. 


a * . 
QGFEAKING for NADA was H. 


Mead Norton, a Buick-Chevro- 
(Continued on Page 68, Col, 1) 


| 








Holiday families really get around. Visiting new places 
and sampling new pleasures are a big part of their 
active livés. So are their cars. One out of three families 
bought new cars last year. What’s more, over half of 
Holiday’s car-owning families need two-car garages! 
@ More and more automotive advertisers are turning 


« 


Holiday 

focuses 

on your most 
promising 
prospects 


‘HOLIDAY 


to this selective audience. They’ve discovered that, 
month after month, Holiday puts 900,000 families in the 
mood to step out and enjoy all the best things in life — 
with both ideas and products. That’s why your adver- 
tising is not simply in Holiday — it’s a part of Holiday! 
NOTHING MOVES PEOPLE LIKE THE HOLIDAY MOOD 
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NADA Is Lone Backer at House Heari ee 





1960 


Factories Scorn Territory-Bonus Bill 


(Continued from Page 66) 

let dealer from Oklahoma City, who 
represents 313 dealers on NADA’s 
board of direc- 
tors, He talked of 
“the necessity as 
well as the ur- 
gency” for enact- 
ing H.R. 10201 
but amended to 
read like the re- 
vised Monroney 
bill, reported out 
of the Senate In- 
terstate Com- 
merce Committee. 
H. Mead Norton Norton explain- 
ed that of the approximately 36,000 
franchised auto dealers in the 
country, NADA represented some 
21,000—the majority of whom are 
“small businessmen as measured by 
virtually any economic yardstick 
of size.” 

Cumulatively, however, the es- 
timated net worth of franchised 
car dealers is $4.3 billion, he said, 
and they employ about 625,000 
and meet an annual payroll of 





$3 billion, 

The dealer's normal profits, said 
Norton, “have been squeezed out 
of his sales and at the same time 
his cost of business has risen radi- 
cally.” He put into the record a 
table showing dealer’s profits be- 
fore taxes as 6.3 percent in 1950, 
4.9 percent in 1951, 3.6 percent in 
1952, 2.2 percent in 1953, 0.6 percent 
in 1954, 1.7 percent in 1955, 0.8 per- 
cent in 1956, 0.7 percent in 1957, 0.2 
percent in 1958, 1.4 percent in 1959, 
and 1.5 percent in the first quarter 
of 1960. 

Norton went into the history of 
how franchised dealerships were 
established and he explained their 
value in the distribution and serv- 
icing of automobiles. He stressed, 
however, that today the situation 
is different. sete 


Discount ‘Meaningless’ 
— discount from list pricing 
structure is “meaningless inso- 
far as the dealer’s return is con- 
cerned,” Norton said, adding that 
the margin is no longer available 
to the dealer because of the “lack 
of real correlation between realistic 
customer demand and production 
and the pricing system employed 
by the manufacturer.” 

The risks are borne by the deal- 
er, Norton said, and he is “en- 
couraged by his manufacturer to 
sell in volume and sell for less, but 
to sell!” 

Norton declared, “Price competi- 
tion and price concessions in the 
form of overallowances and dis- 
counts are promoted by the manu- 
turer at the retail level but they 
are not required to share in this 
competition and these concessions 
in their prices to their dealers.” 

However, Norton noted—“to be 
fair”—that price concessions are 
sometimes made by manufactur- 
ers. They are made “to keep the 
factories operating until model 


profits resulting from the produc- 
tion of additional units after the 
division has achieved 


particular 
its minimum profit goal for the 
model run.” 


Actually, though, “the dealer has 
no assurance that he will be com- 
pensated for providing the facilities 
and performing the services re- 
quired of him by the manufactur- 
er,” Norton declared. 

The facilities and services pro- 
vided by franchised dealers were 
called “necessary for the protection 
of the goodwill of the manufacturer 
and the good name of his product” 
and they “represent real costs to 
the dealer for which he must be 
compensated.” 

Norton, speaking for NADA, said 
it is “logical” for the dealer to look 
to the manufacturer “to reassume 
the responsibilities which historic- 
ally have been his.” The Harris 
bill, averred Norton, “merely paves 
the way” for such a reassumption 
of responsibility. 

& * 


ORTON went on to note not 
only the profit squeeze on deal- 
ers but the high mortality rate 
among them—in eleven years a de- 
cline of 22.9 percent. 
The franchised dealer system was 
compared with specified routes of 
milkmen and paper boys — “not 


of the threat of violating antitrust 
laws. If the Harris bill is passed, 
he claimed, it would remove the 
alibi that manufacturers have been 
using when they say they cannot 
control the situation. 
*« * 


done in the interest of selfishness 
or protection, but to provide service 
and eliminate duplication of effort 
on the part of the individuals con- 
cerned,” 

In this case there is “no restric- 
tion on freedom of choice” nor is 
there any in territory security, he 
said. 

Norton went on to rebut “several 
misconceived and unfounded argu- 
ments” of opponents to the legisla- 
tion. The first argument is that 
manufacturers “wouldn’t know how 
to set it up and administer it.” 

Norton declared: “Every man- 
ufacturer today is engaged in the 
operation of numerous bonus 
plans for his dealers. They have 
been for years. They have the 
machinery and experience to add 
one more.” 

The second “unfounded argu- 
ment” is that the rebate plan would 
raise the price of cars to the con- 












7 question of who was going 
to pay for the rebate to dealers 
arose again in the afternoon ses- 
sion and this time, the response 
was somewhat different. Rowland 
Kirks, NADA legislative counsel, 
who accompanied Norton to the 
stand, was queried by Dingell. 
Would the rebate to dealers come 
from manufacturer’s profits? Would 
it come from other bonuses or prof- 
it margins of the dealer? Would it 
come from the consumer in higher- 
priced cars? 

Kirks responded that it was 
up to the manufacturer who had 
the freedom and the responsibil- 
ity of working out the adminis- 
trative details, Kirks felt that 


stands—referring only to the’ Rob- 
inson-Patman Act—was adequate. 


Asked whether NADA thought 


that manufacturers who opposed 


the bill would eventually join the 


setup, Norton said he thought deal- 
er pressure would force the car 
makers to do so. 

Rep. John Jarman, Oklahoma 
Democrat, put into the record a 
letter dated June 10, 1960, from 
GM President John F. Gordon 
stating GM’s opposition to the 
territorial security bill and, say- 
ing that GM would not avail it- 
self of the law. 

NADA’s poll—conducted by an 
independent firm—was put into the 
record. (It shows about 72 percent 
in favor of permissive legislation.) 
Various subcommittee members 
questioned Norton and Kirks about 
dealer opposition. Norton felt that 
the opposed dealers were “fringe” 
ones—that is, those on the out- 
skirts of metropolitan areas—deal- 
ers with low overhead who had 





upon service responsibility as a ra- 
tionale for this legislation does not 
stand careful analysis, This argu- 
ment assumes, without any proof, 
that the service business of fran- 
chised dealers does not and cannot 
make money unless it is subsidized 
by the public through the payment 
of higher prices for their automo- 
biles. 

“The existence of thousands of 
independent service businesses in 
the automotive field is proof that 
subsidization is not necessary,” 
McKinsey said. 

“It is hard to believe that fran- 
chised dealers have so lost their 
belief in the free competitive econ- 
omy that characterizes the U. S. 
that they no longer believe that 
they can operate without subsidy, 
and refuse to believe that the pub- 
lic will pay for good service and 
that the dealer who supplies that 
kind of service will be able to make 
money on his investment in the 
service business. 

“It should also be pointed out 
that the automobile manufacturers 
make adequate allowances for all 
warranty work done by their deal- 
ers, whether on cars purchased 
from that dealer or not, I believe 
sincerely, gentlemen, that not only 


sumer, Norton contended that this 
“need not be so for several rea- 
sons.” 

He noted that present bonus 
plans do not increase consumer 
cost, and the manufacturer is still 
making high operating profits. 
Under questioning by the subcom- 
mittee members, Norton suggested 
that all bonuses be combined and 
used for the rebate system set up 
to protect trade areas for dealers. 

In concluding NADA’s formal 
statement, Norton declared that 
“this legislation is not intended to 
restrict business freedom, it does 
not arbitrarily require any man to 
perform or refrain from doing any 
act, nor does it limit a customer’s 
freedom of choice.” He described 
the territory-security bill as “mere- 
ly a clarification of existing law.” 

” + 


‘Combine All Bonuses’ 

E NADA spokesman was ques- 
tioned closely along several 
lines. Rep. Dingell wan‘ed to know 
who was going to pay-—the manu- 
facturer, the dealer or the con- 
sumer. Norton’s position as that 
the manufacturers were already 
paying various bonuses. Perhaps 
they could roll them all into one— 
territory-security — where it would 
do the dealer the most good. 

At the same time, Norton ad- 
mitted that it probably would not 
help metropolitan dealers—who can 





conceivably it COULD come out 

of the consumer’s pocket but 

that it need not and should not. 

In substance, NADA said that 
the money COULD come from 
manufacturer’s profits, that dealers’ 
profits COULD increase “because of 
tightening operations and limiting 
area,” and if the manufacturer 
wanted to, he COULD increase 
prices to the consumer, 

Both Norton and Kirks thought 
the last was unlikely even though 
they admitted that when the manu- 
facturer sets the price he takes 
other facts into consideration. Nor- 
ton offered NADA’s suggestion that 
the manufacturer roll all bonuses 
into one. (Kirks at no time made 
this suggestion.) Both denied that 
the bill was an “inducement” or 
“incentive” to cut prices. 

+ * 


No Test Cases 

ADA also was queried on its 

opinion of the legal situation. 
Norton and Kirks said that no case 
in this particular area had ever 
been prosecuted by the Department 
of Justice and that no manufactur- 
er—subject to possible criminal 
penalties—wanted to test the stat- 
utes. 

Both felt it would not lessen com- 
petition but instead would cause 
dealers to cultivate their own terri- 
tories. Both felt that the bill as it 




































been taking sales from largé’ deal- 

ers who had “developed” them. 
Rep, Mack also put into the rec- 
ord a letter from the Illinois Auto- 
motive Trade Assn. Most members 
favored the bill but some had 
strong objections. 
* cf 


is good service required by the 
manufacturers as part of their 
franchise agreement, but that such 
service will be required by the pub- 
lic.” 





7 final witness on the first day 
of hearings was Robert J. Mc- 
Kinsey, executive vice-president 
and general counsel of NIADA. 

He said his organization is “vig- 
orously opposed” 
to the Harris bill 
because it is 
“nothing more 
than an attempt 
to legalize ar- 
rangements be- 
tween an auto- 
mobile manufac- 
turer and his 
franchised deal- 
ers which provide 
for territory and 
R. J. McKinsey customer alloca- 
tion in the sale of new automo- 
biles.” , 

McKinsey said he represented 
about 2,000 dealers, most of whom 
do not have new-car franchise 
agreements with United States 
manufacturers, but many of whom 
do have foreign-car franchises and 
many of whom do sell new cars 
obtained from franchised dealers. 

He noted that at NIADA’s 1958 


3 Dayton Groups 
Put Teeth in 
Advertising Code 


DAYTON, O.—Representatives of 
threé Dayton associations dealing 
in advertising have adopted a new 
“truth in advertising” code. 

The code was adopted at a meet- 
ing of the presidents of the Day- 
ton Advertising Club, Dayton Bet- 
ter Business Bureau and the Amer- 
ican Assn, of Advertising Agencies. 

The presidents agreed that ad- 
vertising in bad taste can destroy 
the value of advertising and injure 
the medium in which it is used. 
They asked the Dayton Advertising 
Club to name a board of review 
composed of at least 25 persons. 

When the code is violated and co- 
operation cannot be obtained, plans 
call for the Better Business Bureau 
to present the matter to the board 
of review. Not less than five of its 
members would hear the complaint. 

If the advertising in question is 
national, the review board will call 
the violation to the attention of the 









usually “take care of themselves’’— 
but that it would keep in business 
the small-town or rural-area dealer. 

It was then noted that if the 
manufacturer agrees to give a 
rebate, he must do it uniformly 


Early June Sales 
Up, S-P Reports 


SOUTH BEND.—Studebaker car 
retail deliveries for the 10-day pe- 


and 1960 conventions, the board of 
directors unanimously opposed any 
bills to legalize territory security. 
The NIADA witness felt that the 
proponents of the bill were_cloud- 
ing the issue by phrases like “per- 
missive legislation,” “clarification of 








National Better Business Bureau 
and the National Council of the 
American Assn. of Advertising 
Agencies. 

If the complaint is local and the 
board is unable to get cooperation, 


across the country. Norton seem- 
ed to feel that manufacturers 
were now granting rebates in a 
nonuniform manner, but that the 
Department of Justice had not 
objected, 

At one point in the colloquy, 


riod ended June 10 totalled 2,931, 
S. A. Skillman, Studebaker-Packard 
general sales manager, has an- 
nounced. 

This compares with 2,938 units 
delivered during the first 10 days 







it may recommend that media re- 
fuse any further advertising of this 


Street Sale 


the law,” etc. 
oJ + ” 


NIADA Blasts Proposal 


MS KINSEY said bluntly: “The 
territory-security bills are spe- 


a month earlier and with 2,552 
during the first 10 days of April, 
he added. 

Sales of Larks and Hawks by 
June 10 were 88,211 for the 1960 
model year, compared with 82,062 
units sold last year, Skillman said. 


Norton said that the Harris bill 
would only give manufacturers the 
freedom to put all bonuses in one 
place, 

Norton felt that the industry 
could not clean up bootlegging and 
other competitive problems because 

















*Special’ Delivery— 

This aerial view of Chevrolet's aluminum foundry (lower right) at Massena, N. Y., 
shows the private road over which molten aluminum is delivered from Reynolds Metals 
Co.'s nearby reduction plant (upper left). A specially equipped Chevrolet tractor and 
trailer (inset at Upper right) hauls two 9,000-pound-capacity crucibles of the molten 
metal over the %4-mile route. The Chevrolet plant makes aluminum castings for engines 


and transmissions. 


cial-interest legislation designed 
specifically to help one group of re- 
tail dealers (franchised automobile 
dealers) solve a problem that is 
more imaginary than real, and in 
any event should not be solved leg- 
islatively in Washington. +9 

“To be more precise, the real 
purpose of these bills is not terri- 
tory security but DEALER SE- 
CURITY; dealer security which is 
to be bought at a very great cost 
to the consumer. 

“In legalizing contracts which 
will allocate potential automobile 
customers among franchised deal- 
ers on the basis of the custom- 
er’s geographical location,’ he 
said, “Congress would not only be 
increasing the price of automo- 
biles to these customers but, even 
more serious, would be seriously 

competition at the re- 
tail level between dealers in the 
same make of car. 

“Such a program would consti- 
tute a major breach in our present 
antitrust laws, which are so im- 
portant to the continued existence 
of our free enterprise system.” 

McKinsey felt that the payments 
provided for in the Harris bill “will 
inevitably increase the price of au- 
tomobiles to the public.” 

+ * * 


CKINSEY took issue with 

NADA’s contention that with- 

out the bill to help dealers main- 

tain service facilities, service to 

consumers would inevitably deteri- 
orate. 

He said: “The emphasis placed 








15 Dealers in Fort Wayne 


Join in Promotion 


FORT WAYNE, Ind.—Fifteen 
dealers participated in Fort 
Wayne's first Automobile Street 
Sale sponsored by the Fort Wayne 
Auto Trade Association. For four 
Gays more than 60 cars were on 
display on downtown Wayne St., 
giving the public an opportunity 
to auto-shop in one place at one 
time. 

A drawing was held for the 
award of a $1,500 gift certificate 
toward the purchase of a 1960 car 
or truck from one of the partici- 
pating dealers. 

The participating dealers were 
Cloverleaf Motors, Inc. (Stude- 
baker); Ponsatte Auto Sales, Inc. 
(Dodge); Ponsatte Motors, Inc. 
(Chrysler); Evans Motors (Volks- 
wagen); Hefner Chevrolet, Inc.; 
C. A. Greiger Co. (Chevrolet); Jerry 
Swanson, Inc. (Chevrolet). 

Jim Kelly Buick; Ringle Motor 
Co, (Rambler); Allen County Mo- 
tors (Ford); Cavell Ford Sales; 
Collings Motor Co., Ine. (Oldsmo- 
bile); Rice Oldsmobile; G. S. Means 
Co. (Cadillac-Pontiac), and Davis 
Auto Co., Inc. (Pontiac). 


Fun in Kansas City 


KANSAS CITY.—After resched- 
uling, the golf and dinner party of 
the Motor Car Dealers Assn. of 
Greater Kansas City will be held 
today (June 27) at the Hillcrest 
Country Club. 
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Dealer Forum By Robert M. Finlay 
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aan tend ouiiien an 1 — 1 | whimsey to relate the 850 too close- 
dune 25, Week, June 18, June,” June 27, June 25, ly to the United States market, 
1960 1959* 1960* ToDate 1959 1960 | although, if that sales genius Issi- 
AMERICAN MOTORS gonis was talking about ever gets 
Rambler .o.........cccc0ecs0e 11,600 8,863 11,664 42,764 214,368 268,730/0n the ball, certainly the 850 will 
CHECKER MOTORS .. 200 _.......... 113 578 2,839 3,994| have strong appeal in the U. S. as 
CHRYSLER CORP. .... 24,630 19,275 24,513 88,776 432,136 593,619| Well as Canada. By the way, when 
Chrysler o.oo... 1,800 1,999 1,796 6,521 44,128  47,270|the British speak of Americans 
genie 230 =: 1,160 221 810 30,640 15,619) they mean Canadians as well as 
EE 10,500 3,991 11,185 38,710 95,078 230,071) U. S. inhabitants. 
Im N° Ese ei nscecsieunes 400 ee +) -aganieans 806 11,652 8,340; Issigonis is confident of the en- 
Plymouth Total .......... 11,700 11,702 11,311 41,929 250,638 292,319| during appeal of unadorned trans- 
Plymouth .................. 4,200 11,702 7% 16,548 250,688 143,409) portation, Italian (Farina) stylists, 
IEEE, Deastreceseescsere cues Te. Giteviw 6,704 25,381 ............. 148,910| long outstanding in automotive de- 
FORD MOTOR** .......... 41,340 35,576 35,246 134,552 934,998 989,974| sign, consulted with him on the 
Ford Division. .............. $2,520 26,430 28,120 106,633 814,741 815,304| 850. 
UIE cis iencchsecervesivecese Date. Guten 11,180 EE. &: . uriiincas 259,680 “How come the Italians are so 
Thondorbind $350 Maes R90T BAIS SATS amesT | Pont Dulin” L asked. 
underpird ............ " ‘ » is 
L-M_ Division............... 8,820 3,590 7,126 27,919 97,169 174,670 plied Etguaae, gS eng iy uanaers.* 
NII ~iccclanstnciscihoasinch ae aa ae eee 73,816 : , 
Se oid nien 250 416 250 905 15,687 10,993, And I recalled the guide in the 
Mercury o.oo 3,100 3,174 2,779 9,630 81,482 89,861 a, wate! ep ce ae ae in 
GENERAL MOTORS .. 59,729 62,815 63,634 230,202 1,568,331 1,786,451) | ef remar red at the —s. 
IE iii lShierece 5,691 4,245 5,615 20,460 140,085 158,257) DUlt for eternity. 
Se See 3,360 3,402 432 12,392 88,045 87,855)... 
Chevrolet Division .... 34,500 35,544 779 137,238 873,363 1,084,151| Hints for Salesmen 
CGOUVEEE © vicistcciciicicnssssse  .: hesmesape Cee RSE. divine 144,213 SOME further Issigonis hints for 
Chevrolet (Stand.).. 30,400 35,544 34,692 124,702 873,363 939,938 the salesmen: 
Oldsmobile .................... 6,778 8618 6,610 25,429 222,882 207,196| The small wheels on the cor- 
OID sis ticvone.ctecnienn 9,400 11,006 9,198 34,688 243,956 248,992| ners of the car make for better 
S-P CORP. road holding. The car won’t skid, 
Studebaker ................... 2,570 2,621 2,584 9,741 87,777 63,489| even if the wheels spin. 
—— ——| The 850 is the best approach yet 
Total Cars, U. S.** ....140,069 129,150 137,754 506,613 3,240,449 3,706,257| to unity of road and seating area. 


*Revised. 
**Totals for 1959 include Edsel production. 
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Week Jan. 1 Jan. 1 











Ended Output, To To 
June 18, dune, June 27, June 25, 
1960* ToDate  1959* 1960 
7,407 26,279 211,559 233,580 
48 205 3,343 1,497 
68 145 1,589 1,975 
1,915 5,382 42,568 40,401 
6,619 26,586 176,886 194,159 
2,362 8,592 46,651 58,889 
2,712 9,648 75,769 68,661 
361 1,214 8,618 7,547 
397 1,481 6,981 8,220 
374 1,196 10,064 9,483 
3,277 11,190 60,264 76,052 
97 341 2,055 2,244 
Total Trucks, U. S..... 25,390 27,194 25,637 92,259 646,347 702,708 
Total Cars, Trucks, 
OE EA inno lotic thenehbaseann 165,459 156,344 163,391 598,872 3,886,796 4,408,965 
Total Cars, Trucks, 
I nea rihcneainsl 9,955 10,233 10,213 35,975 239,047 248,444 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....175,414 166,577 173,604 634,847 4,125,843 4,657,409 


*Revised. 





Wilkie Views... 


First Half in Retrospect 


(Continued from Page 4) 


problem. It will require the best 
efforts of the industry itself. 

Ford’s new Comet, introduced 
in its Mercury line, has been one 
of the best sellers among the new 
smaller wheelbase economy models. 


Sales 


(Continued from Page 1) 


ultimate total would wind up at 
6,496,000. Projections based on the 
maximum variations of years listed 
above would peg the 1960 range at 
6,358,000 to 6,721,000. 

If impetus provided by newly 
introduced compact cars this fall 
results in enough additional sales, 
the 12-month total conceivably 
could come closer to seven mil- 
lion units. 

Role played by the imports is 
expected to be of declining impor- 
tance for the rest of the year. An 
estimated 270,000 will be registered 
in the first half this year, compared 
with 289,000 a year ago. 

Last-half sales, however, are ex- 
pected to lag farther behind year- 
earlier levels in the import field. 
The 12-month total will probably be 
somewhat below 550,000. 


Chrysler Cites Ackerman 


OTTUMWA, Ia.—Chrysler’s qual- 
ity dealer award has been present- 
ed to Akerman Auto Co. (Chrysler- 
Plymouth) here. Fred Akerman is 
president of the dealership. 





Its price tag, only modestly above 
that of other so-called “compacts,” 
and its overall eye-appeal, promise 
a continuing strong market for the 
Comet. 

How much of that markef will 
come from that heretofore served 
by the standard-size Mercury mod- 
els is yet to be determined. There 
is no question, however, that the 
Comet, Dodge’s Dart and the new 
units to be offered by Buick, Olds- 
mobile and Pontiac will figure 
prominently in a new alignment of 
car-buyer preference in the model 
year ahead. 

There always has been a cer- 
tain ‘amount of overlapping in the 
price ranges of the various models 
produced by GM _ divisions. This 
will be more evident than ever 
when Buick introduces its newest 
Special, Oldsmobile brings out its 
F’-85 and Pontiac presents its Tem- 
pest line. 

+ + * 


ALL THE NEW vehicles, of 
course, are designed to add lower- 
priced models to current standard- 
size vehicles offered by the various 
car-making divisions. Trade gossip 
has it that those to come for 1961 
will be somewhat larger than the 
current concept of a “compact” car. 


One certainty is that, with the 
major swing to less costly cars, the 
keenest kind of competition lies 
ahead for all the nation’s auto- 
makers. 


In designing the car, he strove 
for mechanical innovation rather 
than superfluous styling gimmicks, 
for, he said, he feels there is a 
trend in the auto business away 
from snob appeal and toward econ- 
omy, compactness and handling 
ease, 

People may not know that they 
want these things, he said. They 
have to be told and sold. 

“I don’t think there is such a 
thing as public taste,” Issigonis 
said, “I don’t think, for instance, 
that the U. S. public wanted 
those big gaudy cars. It was just 
a matter of choosing among the 
big gaudy cars, until the imports 
gave the U. S. people a chance 
to vote otherwise.” 

If the 850 becomes as durable an 
automotive contender as Issigonis 
believes it will, it won’t be his first 
such success, He is also the design- 
er of the Morris Minor 1000, which 
has been rolling from the lines in 
considerable number for 12 years 
now. 

There are hopeful signs. BMC 
employes are asking to purchase 
the 850 in growing numbers. Brit- 
ish buyers must wait three or four 


months for delivery. 
. * + 


Waking Up a Market 


CDOT ALLE, with regard to 
import sleepers, it seems to me 


Output 


(Continued from Page 1) 


hour shifts at Hamtramck, jump- 
ed from 6,704 to 7,500. 

Elsewhere, compact-car output 
was about on par with the previous 
week—Rambler off only from 11,664 
to 11,600 units; Lark down from 
2,364 to 2,350, and Corvair, with its 
Willow Run plant down Friday, up 
from 4,087 to 4,100. 

OK * + 
Yasanrs upswing moved it 
ahead of Corvair and into third 
place in calendar-year assemblies. 
On a model-run basis, it still is 
well behind Corvair. 

Following is a breakdown of 
compact assemblies for the 1960 
calendar year: 





Beamer aie cso ce cccessesseseeceess 888,730 
MII a3: osc beast conbpsdacioncsianaiedied 259,680 
IEE scsccarcocstcdtaautsiadsescoevaaten 148,910 
ND i ose cadchadbecsovcecatbiecersiinne 144,213 
I eh. c.it crab antcindeaséeouanens 73,816 
BOI dincisclap iteiibace th sebbbi esos 59,750 

MIN wasrcchinasted eis sanlouiiigl aimmelan 955,099 


With the compacts having 955,099 
cars built through last Saturday, 
the group is expected to produce 
its millionth car of the calendar- 
year next Tuesday (July 5). On a 
model-year basis, compact car out- 
put through last Saturday stood at 
1,344,402 units. 

On a calendar-year basis, the 
compacts have taken 25.8 percent 
of total industry output. On a 


model-run basis, the group = 


captured 25.7 percent. 





that many of the importers have 
overlooked the obvious way of wak- 
ing up a market. 

We were chatting with a maker 
in another country about how a 
new import was going. He replied: 

“The big trouble is that we 
can’t get American salesmen to 
spend an hour demonstrating the 
advantages of this car, And it 
must be sold. The merits are not 
self-evident.” 

The first job in selling any new 
product is to sell the dealers, En- 
thusiastic dealers can sell anything. 
The average import customer is 
unsure, and looks to the dealer as 
a “home” automotive expert to re- 


assure and convince him. 
* + + 


Service Function 


NOTHER vital function at BMC 

is the service operation, which 
must back up a worldwide sales 
organization. 

Significantly, BMC service is 
headed by Maj. Gen. E. H. Clayton, 
whose army training in organiza- 
tion and logistics is of great im- 
portance in supplying nearly 10,000 
BMC dealers on six continents. 

BMC issues a 12-month warranty, 
regardless of mileage, and, just as 

BMC uses quality as a sales tool, so 
does it seek to use the warranty, 
or support of the vehicle, as a sell- 
ing aid. 

Thus, said Gen. Clayton, “we 
go beyond the letter of the war- 
ranty (which, as with most mak- 
ers, covers replacement of faulty 
parts).” 

BMC Service operates four repair 
shops on its own to set standards 
and to develop suggestions for deal- 
ers on customer approach, recep- 
tion, equipment, layout and diag- 
nostic equipment. 

In addition, the information it 
collects on BMC cars around the 
world is used in product improve- 
ment meetings. These are held 
every two weeks, and the partici- 
pants include, in addition to the 
service representatives, the director 


Rela ea 
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of production, the chief inspectors 
and the designers. 

BMC runs its own school, provid- 
ing courses for dealers and distri- 
butors and training engineers and 
instructors for overseas. 

From the supply center at Cow- 
ley, nearly 1,000 parts wholesalers 
are supplied. About half of the 
wholesalers operate in the home 
market and half overseas, 

In the service operation, we 
noted a different concept of sales 
promotion, The sales-promotion 
men in this department are in con- 
stant touch with suppliers in an 
effort to get the best possible price. 

How does this promote sales? 

“Well,” we were told, “if the 
price of parts is right you sell 
more of them.” 

A tour through the service opera- 
tion gives a solid feeling that BMC 
is in business to stay on all the 
continents of the world. 

* . * 


Joint Test Center 


~—— feeling grew during a visit 
to the Motor Industry Research 
Assn, grounds at Lindley, near 
Nuneaton, Warwickshire. 

This center duplicates condi- 
tions all over the world, enabling 
companies to find out how their 
vehicles will stand up under such 
conditions. 

This is not merely a maker oper- 
ation. Some 600 firms support the 
center, including suppliers and even 
operators of transport equipment. 

The government, recognizing that 
Britain must export to live, pro- 
vides one-third of the funds for 
the center, with private industry 
supplying two-thirds, 





Garner Pleads Innocent 


To Check Indictment 

JACKSON, Tenn.—Pleading in- 
nocent to a federal indictment 
on seven counts of transporting 
“falsely made and forged securi- 
ties” in interstate commerce, Bu- 
ford Garner, Dresden (Tenn.) 
used-car dealer has been released 
under $5,000 bond. 

Judge Marion 8S. Boyd set his 
trial for Sept. 26. Garner’s indict- 
ment came after he made state- 


dealership. 








ra 







“New car dealers need CARS Rental 
System,” declares Dan Manning, CARS 
Rental member and leading Ford dealer 


of St. Petersburg, Florida. “We need the system that is for new car dealers 
only,” Mr. Manning emphasizes. ‘‘! know what | am talking about, because 
CARS has helped me put out over 160 cars on lease plus 37 cars on daily 


rental.” 


Mr. Manning’s success in leasing and renting is duplicated by other CARS 
members from coast-to-coast, all of whom enjoy the benefits of being a 


part of this nation-wide network. 


Investigating the CARS story is well worth your time. Ask for information 
concerning CARS “Seminars in the Sun,” conducted weekly in Ft. Lauderdale, 
under the joint sponsorship of CARS and the University of Miami. Small, 
selective classes are held each Tuesday, Wednesday and Thursday—and 
show you the way to new profits through the only leasing group in the nation 


made up of new car dealers. 


Write or Phone TODAY 
For Your Reservation 





CARS RENTAL SYSTEM 
DEPT. AN, DRAWER 7126, SUNRISE STATION 
FT. LAUDERDALE, FLORIDA 

Please send me full information concern- 
ing CARS “Seminars in the Sun’’. 


NAME 
CARS RENTAL COMPANY 
SYSTEM 
LOgan 6-4321 STREET 
938 SUNRISE LANE 


FT.LAUDERDALE, FLORIDA] CITY 
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In New York Area... 


BBB Raps Chain Sales 


NEW YORK.—The Better Busi- 
ness Bureau of Metropolitan New 
York has lashed out at a chain- 
sales promotion being used by a 
number of auto dealers in suburban 
New Jersey. 

The bureau said the plan, 
which is being used by at least 
three New Jersey dealers, is a 
“mathematical monstrosity.” 
None of the dealers involved 
were named, However, one dealer 
whose name was not listed was 
quoted as saying the plan “not 
only works but it is highly success- 
ful.” He said that he had been un- 
able to arrange a meeting with 
BBB officials to discuss the plan 
but had refused to answer ques- 
tions by mail and phone. 

The plan, as reported by the 
BBB, is much like the usual chain- 
sales promotion. It works this way: 

Telephone solicitation is used. 
Those called are told they have 
won a car or the right to earn by 
becoming “advertising associates” 
of the dealership. 

The prospects are told how per- 
sonal selling is better than ad- 
vertising and how the plan saves 
the dealership advertising costs. 


Obituaries 


David P. Whelchel, 62; 


Tennessee Assn. Chief 


NASHVILLE. — David P. Whel- 
chel, 62, executive vice-president of 
the Tennessee Automotive Assn., 
died June 19 after suffering a heart 
attack. 

Mr. Whelchel 
had managed the 
Tennessee dealer 
group since 1946 
and Was a past 
president of the 
Automotive Trade 
Assn. Managers. 
He was a United 
States Army cap- 
tain in World 
War I and was 
with Ford Motor 
Co. in Atlanta before serving as a 
Navy commander in World War II. 

* ca * 


William D. Dooley 
SPRINGFIELD, O.—William D._ Dooley, 
64, who was credited with inventing an 
automobile supercharger and other elec- 
tronic devices, died June 12 at his home 
after a year’s illness. 
- * 





David P. Wheichel 


* 


James Bradford 
LAKELAND, Fla.—James Bradford, 59, 
a@ partner in Bradford and Morris Motors 
Gemautt-Peagest), died — 15. 
* 


F. Bert Daniels 
COLUMBUS, O.—F,_ Bert Daniels, 78, 
operator of Square Deal Auto Co, (used 
cars) and the city’s oldest active dealer, 
died of a heart attack June 7, He had 
been in the we, business nearly 50 years, 
* * 


Wallace L, Bonstelle 
SALEM, Ore.—Wallace L, Bonstelle, 58, 
partner with his brother, Mayor Bonstelle, 
in operation of Bonstelle Motor Co., is 
dead of a heart attack. 
* * * 
John F, Reeder 
GREENWICH, Conn.—John F, Reeder, 
57, a senior vice-president of the Benton 
& Bowles advertising agency in New York, 
died June 15. Mr, Reeder had been in the 
advertising business 35 years and was a 
former Cadillac advertising director. 
* * * 
Frederick J, Price 
SYRACUSE.—Frederick J. Price, for- 
mer associate of the old H,. H. Franklin 
Automobile Co., died June 14, He retired 
in 1956. 
. * * 
George A, Shaw 
SYRACUSBE.—-George A, Shaw, one of 
the first franchised auto dealers in Onon- 
daga County, died June 15. 
” * 


* 
William E. Cheaney 
GAINESVILLE, Tex.-——- William E. 
Cheaney, 84, retired Gainesville auto deal- 
er, died June 3. 
* * * 
Thomas J. Cook 
POINTE AU BARIL, Ont.—Thomas J. 
Cook, 72, retired president of McKinnon 
Industries, a subsidiary of General Motors 
of Canada, died June 18 at his summer 
home here. He was a resident of Lewiston, 
N. Y. Mr, Cook joined General Motors in 
1925, moved to McKinnon Industries in 
1931 and became president of McKinnon 
in 1943. 
* * * 
John F, Perry 
TOLEDO, O.—John F, Perry, 52, opera- 
tor of Westwood Motor Sales, died June 18. 
* * 
Lloyd P. Mayton 
ANTHONY, Tex. — Lioyd P,. Mayton, 
general manager of Gillette Chevrolet Co., 
died June 18, He was 64. 
* + * 
Frank A. Rinkel 
THIEF RIVER FALLS, Minn.—Frank 
A. Rinkel, 78, president of Northern Chev- 
rolet, Inc., died of a heart ailment June 
20. Rinkel was a former mayor. 


The prospect who goes for the 
offer signs two contracts. One 
commits him to pay list price for 
his car. 

The second contract promises 
him $100 for each of six new pros- 
pects who he sends to the dealer- 
ship and who buy a car. The origi- 
nal buyer gets $50 for each of six 
buyers that each of his six cus- 
tomers finds. 

If the original buyer finds six 


United Motors 


Reassigns Ten 
In Field Posts 


DETROIT.—_Ten administrative 
and sales appointments have been 
announced by Harold P. Schaller, 
general sales manager, United Mo- 
tors Service Division of General 
Motors, as follows: 

Henry F. Landers, from zone 
manager in Cleveland to manager, 
sales training; Roger W. Lundberg, 
from Southern regional manager to 
Pacific regional manager, and 
James R. Keese, from zone man- 
ager in Memphis to Southern re- 
gional manager. 

Zone managers appointed by 
Schaller include: Robert F. Lan- 
phier, from zone manager in Hous- 
ton to zone manager in Memphis; 
Charles A. Wirth, from assistant 
zone manager in New York to zone 
manager in Houston; Russell E. 
Hill, from assistant zone manager 
in Dallas to zone manager in El 
Paso, and Jay V. Christensen, from 
zone manager in E] Paso, to zone 
manager in Cleveland. 

Appointed assistant zone man- 


agers are: Claude A. DuPont, from}. . 


assistant zone manager in Newark 
to assistant zone manager in New 
York; Chester R. Dukas, from dis- 
trict manager in Newark to assist- 
ant zone manager in Newark, and 
Warren H. Willkomm, from district 
manager in St, Louis to assistant 
zone manager in Dallas. 





Denver Dealership 
Seeks Receiver 
As Employes Sue 


DENVER. — Standard Motors 
Sales, 455 W. Colfax Ave., is bank- 
rupt, its president, Alfred Rainguet 
admitted last week. 

He asked the Federal District 
Court to appoint a receiver after 
six employes had filed a petition 
seeking involuntary bankruptcy. 
They claimed the company owed 
them $3,750 in wages and commis- 
sions. 

Rainguet said the company had 
given up its Dodge franchise. It 
formerly held a Plymouth fran- 
chise, he said, but gave that up 
before 1960 models came out. Rain- 
guet has been president since last 
September. 

Rainguet said the firm has 45 or 
50 Dodges on hand, for sale, in 
addition to several new Fiats. 


NADA Committee 
Headed by Frame 


WASHINGTON. — William 
Frame, National Automobile Deal- 
ers Assn. director for metropolitan 
New York, has been appointed 
chairman of the NADA Public Re- 
lations Committee: 

Other committee members are: 
Harry D. Evans, Casper, Wyo.; 
John R. Fader, Newark, Del.; 
James M. O’Mara, Hutchinson, 
Kans.; Howard J. Steib, Portland, 
Ore., representing Automotive 
Trade Assn. Managers, and John 
E. Conley, NADA director of public 
relations. 

Frame’s appointment fills the va- 
cancy created when Roland Hughes, 
director of Arkansas, sold his deal- 
ership. 


Hickey Marks 40th Year 

SAGINAW, Mich.—Hickey Auto 
Sales, Inc, (Oldsmobile), celebrated 
its 40th anniversary in business 
with a special weeklong sale, The 
dealership was founded in 1920 by 
Arthur M. and Sherman P. Hickey. 


buyers and each of the six find six 
more, the original buyer is sup- 
posed to get $2,400 toward the price 
of his car. 

The BBB listed two objections to 
the promotion. The plan is supposed 
to be limited to 300 original buyers 
per dealership, The BBB said that 
a dealership would have to sell 12,- 
600 cars for all of the original buy- 
ers to earn out their cars. 

Robert P. Schron, BBB public 
information director, listed the 
second objection: “One insidious 
aspect of the plan is that a par- 
ticipant, by not disclosing his 
purpose, functions as a subrosa 
salesman. He acts mysteriously, 
indicating that he got the car 
free for a year and creating other 
false impressions.” 

The’ BBB found one New Jersey 
dealer who dropped the plan after 
six months. He said: “You wind up 
with headaches if you don’t level 
with the public.” 





HELP WANTED 


SALES MANAGER 


We are particularly looking for a man who 
wants, not ony to increase his income op- 
portunities, but is capable in all facets of 
sales management such as promotional ideas 
++ Sales training . . . Used-car merchan- 
dising, etc. In plain words, a real ‘take 
charge" man. We are well established . . . 
Amply financed . . . Sold and delivered in 
excess of 750 new cars and trucks in 1959. 
Eastern metropolitan area (not in a city) 
where the fast growing population makes a 
1,200 to 1,500-car year more than a prob- 
ability. Top salary . . . Plus override or 
participation in overall profits. Income plan 
will be your choice and commensurate with 
your ability. Write complete resume of your 
experience, age, minimum income require- 
ments, etc., and enclose recent photo. Only 
those with the ability to accomplish the im- 
provements we seek will be considered. Re- 
plies will be held in confidence, Box 1579, 
c/o Automotive News, Detroit 7. 


OFFICE MANAGER 


Capable of business management, daily op- 
erating controls in an established dealership. 
Wonderful opportunity for the right man 
as we offer a good salary and incentive based 
on performance. Please give age, education, 
family status, and complete record of experi- 
ence. Mr. Vaughan, Lee Vaughan Buick Co., 
Little Rock, Arkansas. 








FIELD SALES MANAGER—National dis- 
tributor of Mercedes-Benz, Auto Union 
and DKW automobiles has an opening 
for a field sales manager, Automobile 
wholesale experience is required and re- 
tail experience helpful. The salary is at- 
tractive and the position offers unusual 
opportunities for the qualified man, In- 
quiries will be held in strict confidence 
and should be addressed to Zone Sales 
Manager, Mercedes-Benz Sales, Inc., 
2115 Western Avenue, South Bend, In- 
diana. 


LARGEST INDEPENDENT BMC-JAGUAR 
DEALER in northern California desires 
experienced man in service administra- 
tion, customer relations and personnel. 
Salary open. Profit sharing bonus, Send 
age, education, family status and ex- 
perience in reply, Box 1591, c/o Auto- 
motive News, Detroit 7, 


BUICK SERVICE WRITE-UP SALE S- 
MAN, around 35 years of age. Ideal 
working conditions, Southwest area met- 
ropolitan dealer. A real opportunity for 
a man who can produce, Write Box 
1592, c/o Automotive News, Detroit 7. 


Chevrolet Builds 
No. 43,000,000 
At Atlanta Plant 


ATLANTA. — The 43-millionth 
Chevrolet vehicle produced since 
the first Chevrolet was built in 1911 
was rolled off the assembly lines 
of the local Chevrolet plant here on 
June 17, 

The car was driven off the line 
by Mayor William B. Hartsfield 
and the keys turned over to Alton 
M. Costley, president of East Point 
Chevrolet, Inc., of suburban East 
Point, Ga, 

It was the second major mile- 
stone unit produced at the, local 
plant. The 32-millionth vehicle was 
produced here in January, 1955. 


Leonard F. Coyle, manager of 
the Atlanta plant, said the local as- 
sembly unit has made approxi- 
mately 2,467,000 of the 43 million 
cars and trucks produced since the 


HELP WANTED ~~ 


WANTED — Experienced truck equipment 
men to sell well established, popular line 
of bodies to dealers and users in New 
England, Wisconsin, Iowa and some 
Southern territories. Apply Box 1577, 
c/o Automotive News, Detroit 7. 


FORD PARTS SALESMEN—We need ex- 
perienced salesmen to call on Ford deal- 
ers in Virginia, North and South Caro- 
lina and Pennsylvania. Our line of gen- 
uine and replacement parts is complete. 
This is an excellent opportunity for in- 
telligent and alert salesmen now selling 
to the Ford dealer, Write to Box 1529, 
c/o Automotive News, Detroit 7, 


MEN WANTED: Are you makifig over 
$20,000 per year? We want men to 
demonstrate and sell simple device that 
stops shimmy and shake in cars; elimi- 
nates all wheel balancing and tire truing 
and most front end work, Requires less 
than 30 minutes per car, Instrument 
costs dealer $159.00 complete, Write for 
details to: J. Lavinger, B & B Mfg. Co., 
Box 816, Sioux City, Iowa. 


SR RRR SR Soc RE 
FORD 
GENERAL SALES 
MANAGER 


Immediate opening for a man to hire, train, 
supervise and coordinate a complete sales 
organization. You must be married, a good 
organizer, reliable and responsible (and be 
able to prove it). Location is Casper, Wyom- 
ing, population approximately 50,000, and has 
one of the highest per capita incomes in the 
U. S. Present sales manager leaving because 
of illness, 4,880 units in operation, planning 
potential 850 units, agency should sell 500 
cars and 250 trucks. 1959 car sales—325, truck 
sales—i90, used sales—623 (the only super 
duty truck dealer in the state). You must know 
trucks and like trucks. 85% of used units are 
retailed, 1959 parts sales $308,180.00, labor 
sales $186,210.00. Profits per new vehicle sold 
was one of the highest in the central region 
in 1959. | am only interested in volume with 
@ profit (no razzie-dazzie, mickey,,;;mouse 
deals will be tolerated). If you can prove 
yourself, | have plenty of capital available 
to set you into a dealership. Salary is open 
and commensurate with your ability, Give 
complete details and resume the first letter, 
including age, family status, nationality, com- 
plete employment record, references, past 
and present salaries, and what you think you 
are worth for a starting wage. All correspond- 
ence will be held strictly confidential. Write: 
Spaniol Motors, Inc., 
contact P. D. Spaniol, Spaniol For 
Hobbs, New Mexico. 


asper, Wyoming, or 
Company, 





HELP WANTED 


WANT GREATER OPPORTUNITY 
IN AUTO FINANCE FIELD? 


We want to talk to several men who have a proven record of success in the 
field of soliciting automobile dealer business. Men we seek must have several 
years experience with recognized finance company. Should now be employed 
in either of these two positions: 


SALES REPRESENTATIVES 
MANAGERS 


if you have the necessary qualifications and want to make contact with a 
company which offers excellent opportunity for advancement and earnings, 


why not write us now. 


Your reply should include personal as well as employment history. All replies 
will be held in confidence and interviews will be arranged. Write to: Box 1590, 


c/o Automotive News, Detroit 7. 





first Chevrolet was built. The At- 
lanta plant went into production 
in 1928. 

During 1928, the Chevrolet plant 
here completed 38,246 units of the 
then record 1,193,212 cars and 
trucks produced by Chevrolet na- 
tionally. Last year the Atlanta unit 
made 133,847 cars and trucks while 
Chevrolet built 1,755,082 nationally. 
Through June 17 this year, Chevro- 
let had turned out 1,259,108 vehicles. 





Canadian Registrations 


Climb Over 5 Million 


TORONTO, — Motor-vehicle 
registrations in Canada have 
passed the five-million mark, ac- 
cording to the Canadian Auto- 
motive Chamber of Commerce. 

J. G. Dykes, chamber general 
manager, said Ontario accounts 
for more than two million of that 
total, Ontario has a motor ve- 
hicle for each 3.8 persons, he said. 








GENERAL MANAGER 
OR 
GENERAL SALES MANAGER 


Excellent record, desires a permanent as- 
sociation with a large volume dealer, or 
anyone desiring to build for the future. 
Capable of assuming full responsibility 
with ability to originate promotional ideas 
along with the necessary controls and 
procedures to assure some dealer the 
added sales and profit volume required. 
37 years old with family, college educa- 
tion, 16 years’ experience in factory and 
direct retail merchandising. Stability and 
character of the highest standard. Pres- 
ently employed, therefore all inquiries 
must be considered highly confidential for 
the benefit of both parties. Box 1539, 
c/o Automotive News, Detroit 7. 





GENERAL MANAGER—Age 37, specialist 
in supervising volume operation. Experi- 
ence includes Ford, Chrysler and General 
Motors in large metropolitan areas. Ex- 
tensive experience as consultant in ana- 
lyzing dealer operations. Thorough 
knowledge of controlled selling, service 
operations and business management 
techniques. Excellent references and rec- 
ord of proven ability. Would consider 
buy-in deal. Prefer location within 50 
mile radius of New York City. Write 
Box 1584, c/o Automotive News, De- 
troit 7. 


MANAGER AVAILABLE — Moneymaker. 
Good used car, A to Z specialist, ready 
now to maintain profitable, pleasant, in- 
telligent operation. Good buyer, well ex- 
perienced cars, trucks, setup and organi- 
zation. Careful, thrifty, sober — worth 
having. Appearance — about 40, happy 
medium, ruddy, good shape. Location no 
problem. Additional information,. photo, 
etc., please write: Frank McKeon, 201 
Riverside Dr., Brick Town, New Jersey. 


MR. DEALER—If you need a manager to 
take part or all of your load, I’m the 
man. Age 35, family man, honest, ag- 
gressive and sincere. Fourteen years of 
GM dealership experience, 9 years of 
which were in direct management and 
2% years as Buick dealer—500 car deal. 
My dealership under-capitalized, forced 
to liquidate. Will be available by July 
15th. Box 1585, c/o Automotive News, 
Detroit 7. 


SALES MANAGER — Fully qualified to 
train and develop salesmen in today’s 
extremely competitive market. Proven 
successful managerial background, fac- 
tory and financial references, Married, 
will relocate with aggressive dealership. 
Box 1586, c/o Automotive News, De- 
troit 7. 











TOP HEAVY 
WITH NON-SELLERS? 


Balance your used car inventory at 
auto auctions listed on Page 57. 
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POSITION WANTED 


‘WOMAN BOOKKEEPER—11 years’ ex- 
perience, desires position 100-400 new 
car deal, West or South, preferably 
Idaho, Nevada or North Carolina. Write 
E, Clark, Box 285, Waterloo, New York. 


SALES MANAGER of Chevrolet dealership 
desires connection with Chevrolet dealer 
in a medium-size city, on a buy-in basis, 
Age 36, family man, best of references 
and willing to work. Presently located 
Midwest—would relocate. Box 1596, c/o 
Automotive News, Detroit 7. 


MATURE, CAPABLE SALES MANAGER 
desires permanent relocation extreme 
west Texas, New Mexico or Arizona. 
Know all phases new, used car mer- 
chandising, can hire, train men to sell 
profitably, Sober, reliable, hard worker, 
will furnish the best of references. Must 
be top flight organization, Write Box 
1593, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


HANDLING PONTIAC-CADILLAC DUAL 
—Texas Guif Coast area, 60,000 popu- 
lation, 220-unit potential. Making money. 
Dealership 15 years old and sound, No 
building to buy. Box 1538, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIP HANDLING DUAL GM 
LINE—Central Florida—Sold 180 new, 
360 used ‘n ’59. Year to date ahead last 
year. Excellent service business, Sell or 
lease building, Box 1560, c/o Automotive 
News, Detroit 7. 


DEALERSHIP HANDLING PONTIAC 
AND RAMBLER for sale, located in 
growing community on Gulf Coast. Must 
sell due to dealer’s death. Contact Box 
948, Port St. Joe, Florida. Phone 7-3411. 


FLORIDA. Handling Plymouth-Valiant, 350 
new units. Owner wishes to retire. Box 
1566, c/o Automotive News, Detroit 7. 


SMALL DEALERSHIP handling Chevrolet, 
100-150 or what you make it. Center of 
best trade territory in central Texas. 
Want salesman who can manage deal— 
must invest twenty-five percent on fac- 
tory approved buy-out, Will take around 
six thousand to handle, G. L, Clark, 
Box 513, Hearne, Texas. (Dealership of 
Calvert, Texas.) 

HANDLING CHEVROLET SALES and 
service in thriving town about 65 miles 
from Detroit, No local competition, Rea- 
son for selling ill health, Write Box 
1496, c/o Automotive News, Detroit 7. 


DEALERSHIP 
HANDLING 
FORD! 


“SOUTH" 


Located in God's country 
where you like to spend 


your winters! 


VOLUME 
SALES! 


Excellent profit opportunities! 
Write Box 1596, c/o Auto- 
motive News, Detroit 7. 





FRANCHISE HANDLING CHEVROLET— 
Olds—B uick, approximately 200 car 
P.P. Illness forces immediate sacrifice 
sale. No blue sky. Buy fixed assets at 
current appraisal, and current parts and 
accessories. Excellent lease on new build- 
ing. Factory approval necessary, Call 
MUtual 4-5436, Wickenburg, Arizona. 


FLORIDA DEALERSHIP handling De- 
Soto-Plymouth-Valiant and Fiat in one 
of the fastest growing counties in central 
Florida, Will sell at inventory. No used 
cars or accounts receivable to buy. Good 
deal for a young man who is willing to 
work. Box 1587, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING FORD in Kan- 
sas, Net profit over $36,000 per year for 
the last ten years, Will finance. Box 
1588, c/o Automotive News, Detroit 7. 


AGENCY HANDLING STUDEBAKER 
LARK and Mercedes-Benz — exclusive 
dealer in area over 500,000 population, 
just two hours otit of Los Angeles. May 
be had for parts inventory, new car in- 
ventory, tools and equipment. Will keep 
used cars and accounts receivable. Ex- 
cellent location, well established same 
location over 25 years, Write Box 1589, 
c/o Automotive News, Detroit 7. 








DEALERSHIP HANDLING 


CHEVROLET 


Buffalo, N. Y., 1,100 new units in 1959. New 
building, excellent facilities—all in one loca- 
tion. Will sell all or take financial partner. 
Must act quickly. Will sell or lease real 
ao, Box 1536, c/o Automotive News, De- 
troit 7. 





DEALERSHIP AVAILABLE handling 
Dodge—Dodge Dart—Dodge compact, 
metropolitan Atlanta, city of over 1,000,- 
000 people. Tremendous profit opportun- 
ity for good operator in second largest 
market in entire Southeast. Financial 
assistance available to qualified person. 
Facilities available or have investor who 
will build to your specifications on rea- 
sonable lease. All replies confidential. 
Contact: H. D. Mitchell, Dodge Regional 
Office, P. O, Box 6711, Atlanta, Georgia. 


FOR SALE — Going automobile business 
handling Buick, Opel, Pontiac and GMC 
trucks, Sixteen years in present location, 
forty years in automobile business. Will 
sell parts, equipment and building, or 
will lease building. Owner retiring. Write, 
call or come and see: . §. Hamric, 
Hamric Motor Co., P. O. Box 616, River- 
side Drive, Grafton, West Virginia. 
Phone: 1176. 





DEALERSHIPS AVAILABLE 


PROFITABLE DEALERSHIP handling 
Rambler in New Jersey, seeking partner 
with proven background in sales and 
management. Now selling approximately 
150 cars per year. Sales potential excel- 
lent. $20,000.00 required for one-half in- 
terest. No blue sky. All replies strictly 
confidential. Box 1575, c/o Automotive 
News, Detroit 7. 


HANDLING OLDS-CADILLAC-RAM- 
BLER, eastern South Carolina, 130 sales 
per year, no used cars, accounts or blue 
sky. $17,500 will buy out, Modern build- 
ing on main highway, will lease or sell 
equity. Farming and industry. Box 1561, 
c/o Automotive News, Detroit 7. 


PROFITABLE DEALERSHIP IN OREGON 
handling G.M. medium price car. Net 
first four months is 64% on total sales, 
plus $1,000 per month owner’s salary. 
35,000 population in five mile radius, ex- 
cellent schools, finest fishing and hunt- 
ing, well diversified income area, Buyer 
need buy only parts and equipment, 
no real estate—good lease. Parts approx- 
imately $15,000, equipment approximately 
$20,000. Box 1571, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS WANTED 


FLORIDA—ALL CASH, Confidential, Box 
1535, c/o Automotive News, Detroit 7. 


“BIG THREE —Midwest, pay top cash 
price. Factory approval, Confidential. 
Box 1534, c/o Automotive News, De- 
troit 7. 


CHEVROLET, FORD OR GM DUAL in 
California, selling 350 or more units per 
year. Will pay top cash price, Factory 
approval assured, All replies will defi- 
nitely be kept confidential, Box 1453, 
c/o Automotive News, Detroit 7. 


HANDLING GM IN FLORIDA, Minimum 
200 @ars. Will pay top cash price for 
right deal. All replies confidential, Box 
1594, c/o Automotive News, Detroit 7. 


BUSINESS OPPORTUNITIES 


ACTIVE OR SEMI-ACTIVE ASSOCIATE 
wanted to invest up to $15,000.00 in suc- 
cessful automobile and finance business. 
Good return on your investment, plus 
salary. Initial requirement only $5,000.00, 
balance required as business increases. 
Business located in Los Angeles area. 
Live in Southern California, enjoy the 
climate and still have a good, secure in- 
come. Box 1578, c/o Automotive News, 
Detroit 7. 


DEALER SERVICES 





MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5.and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 
Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 











TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


For Buy/Sell Agreements, 
Reports, Tax, Banking and. insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland —- Detroit 27, Michigan 
Ebster 








1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers"\and banks nationwide. Order your 
‘60 edition today for only $10—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
ibe N , ae 





REWARD FOR INFORMATION leading to 
recovery of 1957 Chevrolet 4-door station 
wagon, ivory top, turquoise lower. Motor 
# VB57F 143262, Calif, lic # MMK498. 
Driven by man known as Roy W, Pres- 
ton, Wire collect: Richman Motors, 1320 
8. Main St., Santa Ana, California. 


CHRYSLER DEALERS ALERT for want- 
ed secreted financed: 1957 Chrysler ‘‘300’’ 
2-door convertible, serial #3N573168, 
color was white Also: 1958 Chrysler 
Imperial model 614, motor #58C 16217, 
serial #LY One-16281. Both cars pur- 
chased by man known as James T. 
Todd, white, 32, welder shipyards and 
pipe lines. Deals respectively in Mobile, 
Alabama July 29, 1959 and Aug. 14, 
1958 in Springville (Buffalo), New York, 
Suitable pay for locating cars or person. 
Notify: Home Detective Co., Inc., 24 
hour phone: 2-2034, Greensboro, North 
Carolina for lien holders. 























CARS WANTED 


WANTED: ROLLS ROYCE and BENTLEY 
motor cars—any year or type, ‘‘Largest 
Official Retailer in USA’’'—Messrs, Scha- 
ler & Waters, 2000 North Meridian 
ym WaAlnut 6-1334, Indianapolis, In- 

jana. 





CARS FOR SALE 


CADILLAC 1958 Air conditioned limousine 
$4,750.00; 1957 Cadillac air conditioned 
limousine $3,750.00; 1956 Cadillac lim- 
ousine; 1954 Cadillac limousine $1,250.00. 
Black with whitewall tires, Also 1955, 
1956 Cadillac Superior flower cars, Pio 
Romano, Romano Funeral Home, 
Union Avenue, Providence, Rhode Island. 
— person-to-person ELmhurst 
-1748. 











MERCEDES-BENZ 


Direct Importer—No Middle Man 
ALL MODELS 1955-1960 


Cars are serviced and cleaned, ready for 
resale. Supply on hand. Confidential. 
Dealers Wholesale Price List on Request. 


GLOBE AUTOMOTIVE 


IMPORTS, INC. 
Box 508 Montgomery, N. Y. 
Telephone: Newburgh JOhn 1-2248 
Cable Gloimp 

















Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 




















1960 Volkswagens 


Fully. Americanized 


IMMEDIATE DELIVERY: 


In Charleston, South Carolina 
And In New York 


Call: New York, Circle 5-0630 


RONALD INDUSTRIES, LTD. 
1860 Broadway, New York 23, N. Y. 











CLOSING OUT 1960 


VOLKSWAGENS 


ALL COLORS—ALL SEDANS 


100 CARS 
TO CLOSE OUT 


Available from Houston or Amarillo 


HERMSMEYER 


700 West 6th—Amarillo, Texas 








"60" VOLKSWAGENS 


Latest models, serials #3,000,000 and up. 
Immediate delivery — All colors — All types. 


All Commerce & Trading Corp. 
120 Wall St. New York 5, N. Y. 
BOwling Green 9-0636 TWX-NY 1-121! 





PARTS FOR SALE 


LLOYD PARTS—SKODA PARTS—for all 
models. Immediate delivery, AMSKO, 
5069 Broadway, New York 34, New York. 


LLOYD PARTS for all models 
cars and trucks in stock for immediate 
shipment by U. 8.’s oldest authorized 
Lloyd importer. Our three years’ experi- 
ence in maintaining a large Lloyd parts 
depot has enabled us to anticipate the 
needs of your Lloyd customers. If car is 
down, we ship same day. Prices by air- 
mail, For fast, dependable service try 
Foreign Cars Corporation, 1812 So. An- 
drews Ave., Fort Lauderdale, Florida. 
JA. 2-9942, 

LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 











PARTS FOR SALE 
NEED PARTS for a Chevrolet heavy duty 


truck? Try Fuller-White Chevrolet, 
Tulsa. $250,000 inventory perpetually 
controlled. 


AUTOMOTIVE BULB #1034 price $14.00 
per C; #67 and #89 $7.00; #1154 and 
#1158 $15.00; #1073 $13.00; #57 $5.50. 
Plastic electrical tape 4%” x 33 ft. $4.80 


doz.; %” x 66 ft. $9.00 doz. Prepaid. 
Acme Sales, Box 1244, Camden, New 
Jersey. 


Goliath ¢ Express 


HANSA CORPORATION 


Master Parts Depot 


Western Distributor 


Di. 2-6358 


CURRENT LINCOLN-MERCURY-F 0 R D 
PARTS, $22,500 dealer cost—offered for 
$15,000, Liquidating because owner has 
broken neck, Parsons Motor, Inc., 805- 
3rd Avenue 8. E., Cedar Rapids, Iowa. 


PRINZ AND SPORT. PRINZ (NSU) parts 
and accessories. Contact your nearest 
distributor or sole U, 8S. importer: Fadex 
Commercial Corp., National Parts Cen- 
ter, 421 East 9ist St., New York 28, 
New York, TRafalgar 6-7010. 





Import Directly from Germany 
SPARE PARTS FOR 


VOLKSWAGENS 


Schluter & Co., Box 1494, Hamburg, Germany 
Ask for price lists. 





MISC NEOUS 


Special Introductory Offer 


The NEW ‘rz: 
ROADKING ONLY 


Complete with adjustable 50 
—— 36” draw aye ber $59 
steering guide cables 
The "ORIGINAL BRAKE BAR" 


Automatic BraKinG 


Only Bar Manufactured Today 
WITH THE UNIVERSAL ¢ $515 


“WRIST ACTION" 

Incldg. BRAKE HOOK-UP 
TowKinG tit, 45° 
TRAIL KING $3750 
BALL BAR . cca cwor 
CompacTow Intra- $3750 
YOuR 


State Tri-Bar 

STEEL (Tow Bar) CARRYING 

CASE with Wheels & Handles CHOICE 
BROWNIE CARRY-ALL Only 
Rebber-Tired WHEELS $ 

SAFETY CHAINS, set of 2, only. $2.95 
All Prices include Federal Excise Tax 


Liberal Quantity Discounts 
To Distributors 


Tow Bar Sales Co. 


Exclusive Factory Distri aes 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect .2 poy <harses 


on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 





MISCELLANEOUS: 


The NEW and 


SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price............$69.80 
Dealers’ Special Discount 25%. 17.45 


Dealers’ Net with 4 Standard $s 
lus 2 Large Ada Clamps. $52.35 
” Federal eniee’ fan Included 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
Dealers’ List Price............$59.80 
Dealers’ Special Discount 25%. 14.95 


Dealers’ Net with 4 Standard om 
lus 2 Large Ada Clamps. 85 
r Federal Exclse Tox 1 melted 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 


Since 19. 















































UNUSUAL ADVERTISING ATTRACTION 
—Army tank Parades or permanent lo- 
cation, Unused, Cost Government $78,000 








—price $3,500, Consider trade, W, R. 
Slack, Hague, N. Y. 
IDEAS 
FEW INCH “NEWS ITEM’ AD coupled 


with ‘‘hard sell’’ equals large ad produc- 
tivity at fraction of cost. Exclusive 
rights available from Fiske Advertising, 
2 Depot Plaza, White Plains, New York. 


BUSES FOR SALE 


GREYHOUND SILVERSIDE CRUISER, 
diesel motor $2,000.00; 1948 White 45- 
passenger suburban bus $850.00—with 








tires; two GMC 41-passenger suburban 
buses, gas motor, shift transmission, 
inside luggage racks $1,850.00 each. 


Glass roof sightseeing buses; Mack 45- 
passenger; Aerocoach 41-passenger; 1954 
Chevrolet 12-passenger airport coach 
$1,250.00; 1957 Chrysler 12-passenger air- 
port coach $1,950.00. Write Box 1595, 
c/o Automotive News, Detroit 7. 
TRUCKS FOR SALE 

FOR SALE AT WHOLESALE—25 walk-in 
trucks, excellent condition From $300 
up, Gerow Ford Sales, Inc., Liberty, 
N, Y. Telephone: 1303, 


SEE PAGE 57 
for the nation's 
TOP AUTO AUCTIONS 








New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [1] 





AUTOMOTIVE NEWS, 965 E. 


Street Address......... 


eee eeeeeee 


Car Dealer [] 


Jobber [] Insurance [] 


JEFFERSON, DETROIT 7, MICH. 


TRADE CONNECTION: 
Truck Dealer [7] 
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Manufacturer [] 


Financial [] Supplier [) 


Make Of Cafe cccccccccccebicsceccccccctesesetscccone O8esossctssce eens 


6-27-60 
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PEND SE RN ET OEE en 


Preferred Performance 


PISTONS 





Sealed Power Stainless Staal oil ring 
does things no other ring can do!* 


* Stainless steel resists corrosion— 


makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 


* Stainless steel maintains its original, 


built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 


_The high number of spring ten- 
sion points assures oil cpntrol in 


Sealed Power 


SLEEVES AND SLEEVE ASSEMBLIES 


VALVES 


STAINLESS STEEL OIL RING, U. S, PAT. NO. 2,789,872 


tapered and out-of-round bores. 
Side seals in groove—stops oil go- 
ing around back of ring—no smoking. 
End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove— 
eliminates groove depth problems. 


Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 


KromeEX 
PISTON RING SETS 


WATER PUMPS TAPPETS 








